








FINE’ TOOLS 


Vaughan hammers, hatchets and axes 


reflect the superiority of design and 

performance derived from 80 years of 
tool-making leadership. Craftsmen 
throughout the nation rely upon 
Vaughan tools — unmatched for 
dependability and durability. 


VAUGHAN & BUSHNELL 
Mfg. Company 
Sales Office: 135 S. LaSalle St. 
Chicago 3, Illinois 





lt Always Pays To Buy A Good Too 








16 OUNCES 






THE MODERN WAY 10 CLEAN 
FURNACES, FLUES AND CHIMNEYS 





HERE’S CHIMNEY SWEEP’S NEW /1694 DISPLAY 
ASSORTMENT. IT COSTS YOU LESS, AND 
YOU MAKE ‘11.29 FAST! 


RETAIL 









FREE: Packed with this assortment... 
Window streamers, display cards, circulars 
and proofs of tested newspaper ads. 


List 
Pack 
1 doz. 
2 doz. 


Weight 
38 Ibs. 
262 Ibs. 


per Case 
$15.48 
11.76 


*Fair Trade—Price Protected 












POWDER PRICE 
1 coz. B-1 (49¢ size).... $ 5.88 
14 doz. B ($1.29 size)... 7.74 
YOU GET nee " 
LIQUID 
1y doz. Pints ($1.29 size) 7.74 
1¢ doz. Quarts ($2.29 size) 6.87 ' 
$28.23 
Shipping Weight 48 lbs Your special price 16.94 
YOUR PROFIT ‘11.29 
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A Winter Best Seller! 


CHIMNEY SWEEP 


SOOT DESTROYER— 
NOW IN 2FORMS — 





ole}) 
BETTER * 





wi CLEANS pont 
| ALED IN" 


CH APP ia WASTE— 
<> AMY ENVELOPE ae 
NO MESS—NO MEASU 


a> GOES TWICE AS FAR! 


Chimney Sweep —America’s only nationally 
advertised soot destroyer—now works better and 
faster, goes further than ever! And we're backing 
this new, improved product with the heaviest ad- 
vertising in Chimney Sweep’s history—leading 
national magazines plus local radio the country 
over. You'll get more calls—make more sales— 
pocket more profit! Better stock up now! 










LIQUID CHIMNEY SWEEP 


Don’t forget the big demand for 
fast-selling Liquid Chimney Sweep 
—for all oil and kerosene heating 
and cooking units. Just poured in 
the fuel oil tank, it safely helps clean 
out soot and prevent soot from 
forming ... helps remove gum and 
sludge, combats rust and corrosion. 
Saves heat—saves fuel—saves 
money! 
















G.N. COUGHLAN CO. Sole Manufacturers WEST ORANGE, N. J. 


List 
per Case 
$15.48 

13.74 

17.16 

31.56 


Pack Weight 
1 doz. 16” Ibs. 
%, doz. | 15 Ibs. 
Ys doz. | 18 Ibs. 
Ys doz. | 33% Ibs. 


Size 
Pint 
Quart 
Y2 Gal 
Gallon 
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DIN 
ASTE= 
IG! 
He’s figuring out how many of the new YALE Ziplocks 
| will be given in the neighborhood. 

“ Ziplock is the. new bicycle padlock that zips to fit. 
ast - Wherever we've introduced it, sales have been (to be 
re backing mu conservative) sensational. 
aviest ad- fe - 
/—leading - Ziplock is a sure-fire Christmas gift for young and 

t a , , : ; 
por i old. The whole country likes it—wants it. Now is the 
port - time to stock up. Send for your free window banner and 

- newspaper mat. 

SWEEP c 


THE YALE & TOWNE MANUFACTURING COMPANY 
STAMFORD, CONN. 
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222 ZIPLOCK 


CHRISTMAS ITEM 






840 SUPER PIN-TUMBLER PADLOCK 
Another Fine Christmas Gift 





HARDWARE AGE, NOVEMBER 17, 1949 3 


Hardware Age, published every other Thursduy by Chilton Co. (ine.) Chestnut and 56th Sts., Philadelphia 39, Pa. Entered as second class matter March 24, 1933, at the 
Post Office at Philadelphia under the Act of March 5, 1879 ( Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 164, No. 10. 
























KEYSTONE 


made hy 27 
Home Workshop Circular Saws 


ESTABLISHED 1640 


TRADE MARK 


BIG SELLERS h 


because they’re priced RIGHT! 


REG. U.S. PAT. OFF. 


be 


Tee pvr 





No. 1Sales-maker for you: The same skilled KEYSTONE RIP, CROSS-CUT and COMBINATION blades in all fast-selling sizes 





craftsmen who make Disston DeLuxe 


























: ‘5 ' DIAMETER NUMBER AND TYPE GAUGE CENTER HOLE | DEALER Cost | CONSUMER 
circular saws make the Keystone line to PRICE 
give service that beats any similar saws a png —_ +m — 1 =. | 

e 2 'p | | , 
at the price! ...and you can tell your 6” K-321 Combination | 18 4” | 17 2.50 | 
customers so. *7"" K-41 Cross-cut 18 54!" $1.96 $2.94 | 
| K-11] Rip 18 i” 1.96 2.94 | 
“abd K-321 Combination 18 ae 1.96 } 2.94 | 
No. 2 Sales-maker for you: With Keystone blades va" ah iinet = yy” $2.24 $3.36 | 
= 8” K-11] Rip 18 BB” yy” 2.24 3.36 
es can sell all ea small table oi 8” K-32] Combination | 18 a4” 4” 2.24 3.36 | 
electric saws, giving them an accurate y a i aeeman = 4” $2.93 00 | 
ground, tempered and sharpened circular 10” K-111 Rip 16 4" 2.93 4.4 | 
10’" K-321 Combination 16 4" 2.93 4.40 





saw for all home workshop and hobby 
shop purposes. 


All blades packed individually—size, type, arbor hole, etc. shown on containers. 


*All 7’’ Saws with 5%’ center holes—a reducing bushing (5%’’ to 44’’) pack 
aged with each 7” saw. 


Serve your customers— boost your business— *The 8” Saws have 5%” center holes and 34" center holes. Those with 5 ’’ 
; center holes have a reducing bushing ( 5%’ to 44’) packed with each saw. 
and make a good profit by stocking Keystone Those with 3” center holes have a reducing bushing (34” to 54”) packed 
. ° e with each saw. 
made by Disston circular Saws. *All 10’’ Saws have %” center holes. A reducing bushing (%" to % 


packed with each 10” saw. 


HENRY DISSTON & SONS, INC., 1154 Tacony, Philadelphia 35, Pa., U.S.A. 


Canadian Factory: Toronto 3, Ont. 


a HARDWARE AGE, NOVEMBER 17, 1949 





No. 

No. 

Rugge 
Finest 
securit 
lever. 
lock ¢ 





No, | 
Popule 
lock 

locking 
rustpre 


Ma 


HARI 


No. 5 Steel $150 Retail 
No. 6 Brass $200 Retail 
Ruggedly built, laminated padlocks. 
Finest brass cylinder, pin tumbler 
security. Extra heavy brass locking 


No. 1 Steel $125 Retail 
No. 2 Brass $150 Retail 


Powerful, laminated padlocks 
with finest brass cylinder, pin 


No. 3 Steel $100 Retail 
No. 4 Brass $125 Retail 


Strong, dependable, laminat- 
ed padiocks with finest brass 


No. 7 Steel 75¢ Retail 
No. 8 Brass $100 Retail 


Small, compact, laminated 
padiocks. Finest brass cylinder, 


tumbler security. Heavy brass 
locking lever. Extra-strength 
riveting. Steel lock cadmium rust- 
proofed. 13%” case. 


cylinder, pin tumbler security. pin tumbler security. Solid 
Solid brass locking lever. brass locking lever. Steel lock 
Steel lock cadmium rust- cadmium rustproofed. 13,” 
proofed. 112” case. case. 


lever. Super-strength riveting. Steel 
lock cadmium rustproofed. 2” case. 
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-Selling sizes 
CONSUMER 
|___ PRICE 
| $2.50 


2.50 
2.50 


2.94 


$2.94 
2.94 





$3.36 
3.36 
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44"") pack- : 
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with 54” my GS 


each saw. 

) gamed No, 22 35¢ Retail 
” to 5%") Popular, laminated steel pad- 
lock. Strong, spring warded 
locking mechanism. Cadmium 
rustproofed. 11/2” case. 


No.105 45¢ Retail 
Compact, laminated steel 
padlock. Strong warded 
security. Sturdy locking 
lever. Cadmium rust- 
proofed. 1%,” case. 


Master Jock Company, Milwaukee. Wis. e World's Leading Padlock Manufacturers 
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No. 500 59¢ Retail 
Sturdy, laminated steel pad- 
lock. Modern, multi-spring ward- 
ed locking mechanism. Cad- 
mium rustproofed. 13%” case. 


450-B Hasp Lock $1.25 Retail 
Handy locking unit. Laminated padlock, 
sliding bolt and safety hasp all in one. 
Padiock permanently attached — cannot 
be lost or dropped! Cadmium rustproofed. 
























Millers Falls Presents 


THE BIGGEST M)RILL VALUE 
EVER OFFERED! 


m7. | ; _— ¥ iis, 
id <r : id “ ai 2 é 





i _— a i... 








Sensational new No. 912 Gm 
General Utility '/2° Drill 4] 


CHECK THESE GREAT FEATURES 


i“ LIGHT WEIGHT — Heft the new Millers Falls 
No. 912 with its fine balance and palm fitting 
finger grip handles. Right off, you'll notice its 
first big point of superiority. Rugged construc- 
tion, yes — yet it weighs only 8 lbs. complete 

with side handle. 
iY HIGH OUTPUT — Next, press the trigger that 
operates the double pole switch with lock and 


automatic release and bear down for a deep . 
4” cut through tough steel. No stalling ... $ It’s A 
no overheating. The No. 912 has more power BEAUTY! 

To go with the 


than any comparable drill on the market. 
No. 912 Drill, 












we've designed 


TOP-QUALITY CHUCK — Note the No. 33B 
Jacobs Key Chuck. It’s the same famous chuck \\S\ this rugged, 


% 


used on our finest heavy-duty industrial drills. heavy-duty No. 2912 
Drill Stand. An outstanding 


a EYE APPEAL — Lay the No. 912 beside any other 
general utility 14” drill. With its modern lines, value at only 
smooth die cast aluminum frame and beautiful $16.80 list. 
grey hammered enamel finish, it’s the standout 
in its class. Available 


We sincerely believe the new No. 912 Millers for 
Falls represents the greatest dollar value of , 
Immediate 


any drill ever made. Stock it and push it. Your 
sales figures will prove we're right. Delivery \ 











MILLERS FALLS : 
§ 


MILLERS FALLS COMPANY was 
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PROTO TOOLS 


—formetty 


PLOME TOOLS 
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WRENCHES © PLIERS © PUNCHES « CHISELS ¢ SCREWDRIVERS » SOCKETS & HANDLES PULLERS © TOOL BOXES © SPECIAL TOOLS 4991 
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WITH PLENTY OF SALES APPEAL!” Gi 
Richards -Wilcox , 
Rian joan eps Sim 
Garage Door Hardware 
Modern living calls for modern conveniences. In step with 
today’s demands, Richards-Wilcox presents their new 999 
line—modern, new hardware, especially designed for eco- 
nomical conversion to overhead garage door convenience. \ fin 
) Easy and profitable to sell—easy and inexpensive for —_ 
al the customer to install. 
R-W 999 Garage Door Hardware comes to you in one 
| easy-to-handle carton, complete with everything needed o 
/ for installation and operation; all hardware including pact : 
j tracks. Get all the facts about R-W 999 Garage Door Hard- ure V- 
j ware today ...call your nearby Richards-Wilcox office or ere 
write for free folder containing full information about stead- gauge 
ily expanding your profits with the new R-W 999 line. —— 
use it 
ment | 
You si 
the B 
: : eer 
Richards-Wilcox Mfg. Co. eee 
“A HANGER FOR ANY DOOR THAT SLIDES” wW 1949 t, 
AURORA, ILLINOIS, U.S.A. AUROR 
Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati Washington, D. C. Pasa a. — : 
ndianapolis . Louis ew Orleans es Moines innea polis ansas Ci om we j 
0 pre ae . maa "ey peat gene OVER 69 YEARS : id 
* ia es - ae eR eR " ij 
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Slick trick for more sales 


GOODYEAR’S EXCLUSIVE 
NEW BELTMETER 


Simplifies FHP V-Belt Selection 














Simple opera- 
tion shown gives 

you the length of the 
replacement belt needed 
—no heavy, awkward 
“yardstick” to cope with 
—just the light, accurate, 



















7 Here it is—the sales-helper 








easily-handled 








with extraordinary —Goodyear’s , re 
new Beltmeter that even solunater. 
999 your customers can operate. 
eco- 
once. 
> for 
one 
o>ded ERE’S the new Goodyear and read the required belt length especially for the counter; new 
Sin Beltmeter—the most com- from the indicator. That’s all replacement catalog; new ABC 
6 pact, most accurate way tomeas- there is to it. The revolutionary design book that lets your 
ard- ure V-Belts you’ve ever seen!:No new Goodyear Beltmeter gives a customers design their own 
_ more cumbersome “yardsticks’? quick, easy reading that makes drives; and a raft of hard-hitting 
—just a light-weight, accurate _ belt selection simpler than ever —_ merchandising aids as well. It’s 
2ad- gauge that’s so simple to oper- __ before. all“‘market-designed”’ to give you 





ate that your newest clerk—even 
your customers themselves—can 
use it to find the right replace- 
ment belt. 


You simply slip the old belt into 
the Beltmeter, draw it through 


But that’s only part of the story 
on the ALL-NEW Goodyear Frac- 
tional Horsepower V-Belt pro- 
gram. There’s a new SerVomatic 
—only display in V-Belt mer- 
chandising history designed 


more sales and more profits — 
make your store FHP V-Belt 
headquarters for your area. 


Get the full story now—by 
sending the coupon below to 
Goodyear, Akron 16, Ohio. 


GOODFYEAR 


SerVomatic T.M 
The Goodyear Tire & Rubber Company 


THE GREATEST NAME IN RUBBER 


We think you'll like 
“THE GREATEST STORY EVER TOLD” 


ert WER PER bee eee 
£ , 











PT my Pa s, ee i | Lat ca E °F a ” Every Sunday— ABC Network 
ao” SS OY ay ee ee ees > 
ae RS YY oe yes pee es 
Lb” THE GoopYEAR TiRE & RUBBER ComPANy, INc., Department 742-C, Akron 16, Ohio ee an a ay &y 2 
3 vo > 
G Avy,  , 
4g Send me full details on the Att-NEw Goodyear FHP V-Belt Program. I am a dealer jobber____ aN 
7 Firm name __ { 
if Your name_—___ ae — — 
P| I ccccictnasiciiniaiinsaisitiene a — 
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Facolsin Sacobsen Sacolsen cpacobsin pacobse ” 
if 
‘ 14% | a fe 
rHE BEST DEALIN : 
VIOWER SALES : 
i‘ 4 é N A 4 y % eS 
wee 
ei 
Direct to Dealer Sales — No Middleman. Attractive Discounts — fe 
Bigger profits on every mower you sell. - Jacobsen — The name your customers know — 
A company backed by nearly 30 years’ experience in the development of quality power mowers. 
Be 
New Low Prices. The Most Complete Line in the Industry - ms 
a size and type mower for every grass-cutting need. : 
JACOBSEN 
LAWN QUEEN JACOBSEN 
An outstanding value. 2 models — 20-inch cutting width BANTAM 
at $127.50, 22-inch at $137.50 with these features — powerful Unsurpassed in the lower price range. 
Jacobsen 2-cycle engine, automatic recoil starter, fully shielded Handles so smoothly a youngster can run 
chain drive, reel tip protective shields. Thousands of Lawn it with ease. Three sizes at these low prices 
Queens have proved their worth in tough day-in, day-out — 18-inch cutting width, $99.50; 20-inch, 
commercial service as well as in residential use. $109.50; 22-inch, $119.50. 
JACOBSEN ESTATE 24 JACOBSEN LAWN KING JACOBSEN ALL-STEEL HAND MOWER 
24-inch cutting width, $270.00. 26-inch cutting width, Clean-shearing, easy handling. Noted for 
Rear wheel drive. Cuts close to $270.00. Powerful, rug- precision construction and long life. Two 
obstructions, eliminates much ged, handles tough cut- sizes, 16-inch cutting width, $28.50; 18-inch, 
hand trimming. ting smoothly, easily. $29.50. 
JACOBSEN POWER LAWN EDGER JACOBSEN POWER SCYTHE ~ JACOBSEN PARK 30 
$95.00. Ideal for $235.00. Smooth working. 30-inch cutting width, $395.00. A heavy 
trimming along sidewalks, Vibration practically duty mower throughout. Available with 
pathways, etc. eliminated. two 20-inch Trailmowers and Riding sulky. 
Get the full story on these fast moving, Racine, Wisconsin 
nationally advertised, nationally wanted power Subsidiaries: Worthington Mower Company, Stroudsburg, Pa. 
mowers. Write for full details. Johnston Lawn Mower Corporation, Ottumwa, lowa 
Dacobsin Sacobsen  facobsen Sacobsen Dacolbsen Sacobsen tacolsen 
10 
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Top Line Quality 


vith 
trie Values 









*3 Power Mower Sizes 
18, 20, 22-inch cutting widths 


* Briggs & Stratton Engine 
* New Attractive Prices 


For the 1950 season Johnston offers 
a new 22-inch Lawn Patrol Power 
Mower in addition to the 

popular 18 and 20-inch models. 
Equipped with Briggs & Stratton 
engine, this expanded line offers 
increased profit possibilities — 
there is'a Johnston mower to 

meet all average mowing requirements. 


Precision-built by skilled workmen, 
Johnston hand and power mowers 
are backed by over 30 years’ experience 
in building quality mowing equipment. 
With ordinary care these really fine 
mowers will last a lifetime. 

Get the full story from your jobber. 


JOHNSTON LAWN MOWER CORPORATION 


Ottumwa, lowa 
ufacturing Company, Racine, Wisconsin 
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WORTHINGTON NORTHINGTON WORTHINGTON 


WORTHINGTON 
ROTARY DISC 
MOWER 


for only> 29 oo plus freight 


Here, for the first 

time, is a mower 
with full rotary disc 
design and other big 
mower features for only 
$89.50. The 18-inch Worth- 
ington Rotary Disc com- 
bines the proved quality of 
larger, more expensive 
Worthington mowers 
with these new features 

to provide unmatched 
ease of handling: 


WORTHINGTO 








LIGHTWEIGHT — Only 59 lb. complete. Easily 
lifted and carried by one man, yet tough enough to 
slice cleanly through the heaviest growths. Mounted 
on 4 large roller bearing wheels, it glides with a 
feather touch over smooth or rolling ground. 


SMOOTH POWER — Famous Jacobsen 2-cycle 
engine gives a power impulse with every crankshaft 
revolution — twice that of ordinary engines. This 
means smoother, steadier power at slow speeds. Four- 
cutter disc (previously used only in more expensive 
mowers) leaves a smooth swath at fast walking speeds 
while engine purrs at less than half-throttle. 

€ONVENLEENT — Mows forward or backward for fast 
work in close quarters. Cuts within an inch of obstruc- 
tions to eliminate much hand trimming. Chops clip- 
pings into fine mulch —no follow-up raking necessary. 


Get the full story on this low cost mower with the 
big mower quality. Write us for further information. 








With the two-piece handle 
easily disassembled, the 
Worthington 18 fits neatly 
into car trunk for quick, 
easy transportation 

to summer cottage 

or camp — an ideal 
town-and-country 

mower. 





New Worthington 18 Rotary Dise mower. 

Cutting width — 18 inches. 

1% hp. Jacobsen 2-cycle engine. 

Six other models — cutting widths up to 62 inches. 


WORTHINGTON MOWER COMPANY, Stroudsburg, Pa. 


Subsidiary of Jacobsen Manufacturing Company, Racine, Wisconsin 
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Already a 
Tremendous Success 











It's a beauty—the newest and hottest thing among the cowboy merchandisé 
that is sweeping America today. 

Millions of kids know and love the Lone Ranger, famous champion of law 
and justice on the Western plains, and here's the Lone Ranger Knife, by 





special, exclusive arrangement. 


(So aa LON The news of the Lone Ranger Knife is spreading like wildfire, and when 

ray RANGER , , : | 

Hix SES" we Here’s Hi-Yo Silver DOLLARS 
ry : ay XN Act fast, “pardner’’. Ask your supplier for You! 


today for the CAMILLUS “Lone Ranger” 


the youngsters find you have it, they'll flock to your store. 






Knife”. Sap . _ 
Made by THE NER) 





)\= POCKET KNIFE 






+ a any? ALL 
CAMILLUS My So 


CUTLERY 
COMPANY aie 


CAMILLUS, N.Y. mi 






Ass’t. No. 649: ; ; Ass’t. No. 648: 
Packed on 6-color display card for window Packed on individual 6-color 
or counter with window streamer. 12”x12”, © The Lone Ranger, Inc. counter cards, 534”x31”, 








pape nes 
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Don't miss the BIG PROFIT 
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“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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OPPORTUNITY in 
FLOORSANDING RENTALS 


With a little organized effort, you can easily 

build up a big list of new customers for floorsanding 
rentals...with plenty of extra profit from every 

name on the list. You get the machine rental. You sell 
the sheets and discs that go with it. You pick u 

still more profit from filler, varnish, shellac, and wax. 
Chances are, too, that you'll add still more profits 
from sales of paint, brushes, and other items needed to 
do a complete redecorating job. And, it’s easy 

to cash in on this profit opportunity when you make 
full use of these forceful sales aids. . . 























A Colorful New 
Counter Display 


Put this eye-catching display 

on your counter where customers 
can spot it. It literally coaxes 
shoppers into reaching for one 


of the helpful booklets. 


Easy-to-read Booklets 


These booklets contain the answers‘to every 
question a customer is liable to ask about how to 
refinish floors. Simply written, well illustrated, they help 
convince the home owner that he 
can do an excellent refinishing 
job at low cost. 


YOUR JOBBER 


has these sales aids as well as 

standard packages of floorsanding 
sheets and discs. He will gladly 

show you how to use them effectively. 
The Carborundum Company, 

Niagara Falls, New York. 


Abrasives by CARBORUNDUM 


Your own experience will tell you that 

the trademark CARBORUNDUM is a sales 
clincher. Many years of advertising and millions 

of satisfied customers have put this name into 
every man’s vocabulary. When he thinks of 
abrasives he thinks of The Carborundum Company 
products. Conveniently packaged sheets and discs 
make it easy and economical for you to supply 

just what your customers need. 


~ ar 


TRADE MARK 
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; is one of a series on ballet dancers 
painted by Edgar Degas. His invaluable 
photographic memory for patterns and postures 
explains his great ability to reproduce exactly 
people shown in fleeting momentary poses. 












This painting is in the collection of the 
Metropolitan Museum of Art. 


is FAMOUS for PAINTING 


This Masterpiece—one of the many fine wall brushes 






by Baker is truly an artisan’s tool. It was designed by 
Baker’s Master Brush Craftsmen to give fine results 


and durable service—and at an outstanding value. 







Men of the trade have learned to 
appreciate the quality, materials and 


workmanship that goes into 


brushes by Baker. 















Carl G. Botteher & Sons. Holden. Mass. Painting Contractors say: 


“Lone vears of A the painting industry have taught us that-a 


paimel job is only as good as the quality materials work manship pul into i, 


Our workmanship ‘sour pe ide — and lo heep pae CC. WE ¢ hoose Paint By ushe Ss 
by Baker to isure cetting the best: painting results. Lvery Baker Paint 


Brush isa omaster’s tool 


FREE A Full Color Reproduction of the above famous painting can be secured by dealers writing the 
HARDWARE AGE or the Baker Brush Company, 83 Grand Street, New York 13, N. Y. 


16 HARDWARE AGE, NOVEMBER 17, 1949 











0. 


HAI 











Migsene 


STEAM & DRY 


... OUTSELLS AND 
OUTPERFORMS ’EM ALL! 


The demand is phenomenal! Re-Orders are pouring 
in! Casco’s amazing new Steam & Dry Iron has aff the 
features every woman wants ... a 2-in-1 iron with 
all the beauty and compactness of a dry iron and 
priced for volume sales! Casco’s* hard hitting store 
promotion program has given every retailer the kind 
of merchandising support that has set new highs in 
small appliance sales. 


THIS IRON IS “HOT’’! Order today! There may still 


be time to get those Xtra Xmas Sales! $ 95 
eG at A ga». Approved by e 
- @ Underwriters’ List 


Laboratories 








GREATEST NATIONAL ADVERTISING CAMPAIGN 


EVER LAUNCHED FOR A STEAM & DRY IRON! | 
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IT’S LIGHTER! 
IT’S BRIGHTER! 


Only 31 Ibs. of 


/ streamlined, easy-gliding 
a 4 iron! More compact than 


many dry irons! 





















fT HOLDS MORE WATER, 
S  STEAMS LONGER! 


) 














IT Fills 


Steam aplenty for over an hour i 4 i 
and o half. Yet it’s no bigger af ( > 
; - 


TE than the average dry iron! ) Just flip up the top 






No rain or distille 
water needed 


/ 


TWO-IN-ONE IRON! <q. 
la ft a 


Does all ironing — 

steam or dry—without attachments 
Changes from steam to dry 

ironing in a few seconds! 







IT'S STAINLESS STEEL! 







Keeps spic ‘n span —_ 
ond won't stain, ‘ . 
corrode or rust! IT HAS 
A SUPER-ACCURATE 
wn*, FABRIC DIAL! 
_ . 
ae" Imagine, a flick of the Dial gives 


exactly the right 


Zo , heat for any fabric, 
{ ‘AA steom or dry! 
a4 











Mfrs. of appliances and automotive 


accessories for over a quarter century. 





fills easily from faucet- 


d 


J 







A 


EASIER! 











This full-page ad will appear 

in four colors in the December 4 issues 

of This Week and Parade—weekly 

magazines distributed with 51 of the nation’s 
leading Sunday newspapers, with 30,000,000 
readers. Add to this the 27,000,000 readers 
of LIFE magazine who will see this as a 
black-and-white page in the December 5 
issue—and, brother, that’s a 

real selling combination! 


Christmastime has always been the best season of the year 

for Hoover dealers. With ads like the one above running 

just before the buying begins, it’s not hard to see why. 

What makes such ads so effective in helping sell Hoover Cleaners 
and Hoover Irons? Hoover's reputation! ‘'Give her a Hoover 
and you give her the best.’" ‘‘You'll be happier with a Hoover.”’ 
Only the leader can make these statements and make 

them ring true. And Hoover is the leader, preferred 

by more housewives than any other make. No wonder 

Hoover dealers make merry at Christmastime! 


THE HOOVER COMPANY, North Canton, Ohio; Hamilton, Ontario, Canada; Perivale, England 
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i Every LYON feature is a real selling point. Here’s how 
they compare with those of 7 best known competitors: 





































































LYON _ “* - .% - — _ 
a ves | NO | NO | NO | yes | ves | NO | YES 
Rounded Corners YES NO YES NO NO NO NO NO 
Adjustable Shelves YES NO YES YES YES YES NO YES 
Platter Grooves YES NO NO NO NO NO NO NO 
Tap-O-Matic Handle YES NO NO NO NO NO NO NO 
pene eg on asaeae ves | NO | NO | yes | NO | yes | NO | NO 
se «nll = ves | ves | ves | ves | ves | ves | ves | Yes 









































Get the latest information on LYON PRICES 


Our direct-to-dealer prices, with all the above features, are lower than the above competitors 


> Mail this Coupon TODAY! SES 


LYON METAL PRopDUwCcrTS, INC. 
1123 MONROE AVE., AURORA, ILL. 


Yes, I would like to know more about the 


Get up-to-date information on 
how and why dealers are making 
fast profits on the LYON line of 
steel kitchens and kitchen units. 




















Lyon Kitchen Cabinet dealership you have 
LYON ** 
NAME 
A PARTIAL d 
Live es METAL PRODUCTS 
LYON INCORPORATED | AppRESs 
General Offices:1123Monroe Ave., Aurora, Ill. City STATE 





PRODUCTS 


wn ere ae ee ee = 5 


Branches and Dealers in All Principal Cities 





chen Cabinets © Fil Cabinets ® Storage Cabinets on ro) Ce felel Mish ielale kt © Flat Drawer Files 


1y Equipment ¢ C net Benches © Bench Dr ers oxes ® Service Carts * Tool Trays ® Tool Boxes 


g Cabine aye me @lilelia’ © Work Benches Ba acks ® Hopper Bins ® Desks Clelaiial: malt 


® Drawer Units in Units ¢ Parts Cases ® Stools ® Revolving Bins 
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Just what housewives are looking for... a refrigerator with smart, clean, 
beautiful styling. Efficient design gives spaciousness of big 8!/2 cu. ft. 
model in floor space of old style 6 cu. ft. models. Plenty of room with 
14.4 to 17.5 square feet of shelf area in new AT8C model. 


Large Freezers. 42 pounds of Frozen Food is easily stored in the big 
across-the-top freezer. The eye-level compartment of the U type model 
holds 28 pounds of Frozen Food. 


Roll-a-Grip Latch . . . a high quality, trigger-action latch, found only 
on America's finest refrigerators. Twin Crispers each have 12 quart 
capacity. Full width Vege-Crisp Drawer has 18 quart capacity. Latest 
type flexible aluminum Ice Cube Trays. New "Pancake" type Tecumseh, 
Hermetically-Sealed Compressor . . . the most efficient and Quietest 
ever developed. Highest Quality, yet priced Competitively! 


A Complete Line of MARQUETTE Home Freezers 


Four models for every farm and home need ... 16, II!/2, 8 and 4 cu. 
ft. capacity. Dealers: Now's the time to install a Marquette Home 
Freezer in your own home. It'll help put that extra punch into your 
selling. Stock up now for busy Fall Freezing Time . . . and Profit Time 
For Youl 


Write today for information on the Complete Marquette Line. 


20 





3} she Ne” MARQUETTE Refrigerators 





MARQUETTE APPLIANCES, Inc. 
MINNEAPOLIS 14, MINNESOTA 


HOME FREELTERS REFRIGERATORS WATER COOLERS 
ELECTRIC And CAS HOT WATER HEATERS 
SELF-SERVE FREEZERS And BEVERAGE COOLERS 
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HERE’S YOUR QUICK SOURCE OF SUPPLY FOR 


SINCE 1811 


hardware & 


I you are not already one of the thousands of TRYON dealer-customers, 





right now should be a pretty good time to find out, to your own satisfaction, the 


advantages of buying from this long-established firm. For here you can select from 


comprehensive lines of the nation’s best-known hardware merchandise — where 


service and customer-satisfaction characterize all transactions. The line is complete. 


HERE ARE SOME OF THE LEADING 


NATIONALLY KNOWN LINES REGULARLY AVAILABLE 


@ TRYON TOOLS 
@ STANLEY TOOLS 


e STANLEY WORKS 
(Builders Hardware) 


@ MILLERS FALLS CO. 
(Tools) 


@ DISSTON SAWS 


KINGEE 


to himself. 


@ FAYETTE R. PLUMB 
(Axes, Hammers, Hatchets) 
@ TRUE TEMPER 
Axes, Shovels and Garden Tools 
@® KRAEUTER & CO. 
Tools 
@ AMES-BALDWIN-WYOMING CO. 
Shovels and Garden Tools 


@ WISS Scissors and Shears 
@ PRESTO COOKERS 
@® REVERE WARE 


@ SUNBEAM Electric Appliances 
and RAIN KING Sprinklers 


@ SHOPMASTER Power Tools 


e BLACK & DECKER 
Home Utility Drills 


ATHLETIC 


SHER. 


FISHING TACKLE 


The dealer selling KINGFISHER Fishing 
Tackle has the assurance that he is providing his 
customers with quality equipment at an eminently 
fair price — and, of course, at a satisfactory profit 





HEADQUARTERS FOR 


All leading makes of Shot 
Guns, Rifles, Pistols and 
Ammunition, including — 
Remington 
Winchester 
Marlin 
Ithaca-Smith 
Savage-Stevens 
Mossberg 
Western 
Peters 


Complete Line Colt and 
S& W Revolvers 





EST. 1811] 
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GOODS 


Wherever you see 
the TRUSPORT tag on an item of athletic goods, 
you may rest assured that the merchandise measures 
up to exceedingly high standards of quality and 
workmanship — merchandise that is easy to sell. 


The TRUSPORT line of Ice Skating and Hockey Outfits is compre- 
hensive. A wide variety of well-styled numbers in all wanted leathers — in a 
wide range of prices. All are characterized by their high quality and expert 
workmanship. All are values that your customers will be quick to recognize. 
Styles and sizes for men, women and children. 


SKIS e SLEDS © TOBOGGANS, TOO 


Whatever your winter sport merchandise needs, you can = 

supply them promptly from Tryon. NY 
Ski Boots Ice Hockey Sticks y ye eS 
Bindings Pucks . ae 
Ski Poles Skate Sharpeners Maen, ~ seated 


Snow Shoes Skate Scabbords 7 


EDW. K. TRYON CO. 


815-819 ARCH ST., PHILADELPHIA 5, PA. 
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NORMANDY CHEMICAL CORPORATION Fertil 


NINTH AND WESTERN MUSKEGON, MICHIGAN 
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WANTED: 


DISTRIBUTORS AND DEALERS 





For Grower-Proved, Sales-Tested, Profit-Producing 


MIDLAND PELLETED SEEDS 


NOW — Ready For Nationwide Dis- 
tribution After 7 Years of Painstak- 
ing Research and A Full Season’s 
Successful Selling In New York City, 
Detroit, and Chicago! 


Seven years ago, Dr. Phelps Vogelsang, 
then a brilliant research worker for the 
fabulous Dow Chemical Co. began his 
history-making work on the problem of 
pelleting seeds. After six solid years of 
continuous research in which hundreds of 
thousands of seeds were tested with the 
U.S. Dept. of Agriculture and various 
Universities, packaged Midland Pelleted 
Seeds were introduced to the consumer 
market. 

In New York City, Detroit, Chicago 
and smaller Mid-West cities, packaged 
Midland Pelleted Seeds were put on sale 
to the general public. The response was 
almost unbelievable! Store traffic, by 
careful count, doubled and tripled. In 
some cases, packaged seed sales jumped as 
much as 500%. A full season’s selling test 
proved that Midland Pelleted Seeds sell 
better. And the six year testing program 
proved that Midland Pelleted Seeds grow 
better. 

With this established PROOF of better 
sale and better growth than ordinary 
seeds, a distributorship or dealership for 
Midland Pelleted Seeds should be of vital 
interest to every responsible concern en- 
gaged in the sale of seeds. Packaged Mid- 
land Pelleted Seeds hold the promise of a 
new era of higher unit of sale . . . higher 
dollar sales volume . . . and higher dollar 
profits to all progressive distributors. 


WHY SHOULD SEEDS BE PELLETED? 


There is not just one, but many reasons 
why seeds should be pelleted. As the 
originator of the modern pelleted seed, 
the Midland Pelleted Seed Co. coats every 
select, tested seed with: 


Fungicides —to provide a disease-free 
condition both on the 
seed and in the surround- 
ing soil. 

Fertilizers —to nourish the seed dur- 


ing its early growth; 


Hormones —to encourage and pro- 
mote early emergence; 
Vitamins —to produce healthier 


growth; 
Minor Elements—to correct soil deficiencies. 


These coatings give the gardener ad- 
vantages never before obtainable. With 
Midland Pelleted Seeds it is possible to 
eliminate transplanting . . . growing is 
accomplished directly from pellets, and 
seedlings so grown are more hardy than 
transplants. The gardener does not have 
to thin-out ... there is no wasteful sow- 
ing nor laborious thinning work. And, 
blanting may be made 2 to 3 weeks 
earlier than ordinary seeds . . . conditions 
that many times kill ordinary seed are en- 
dured by these pellets. Additionally, gar- 
deners like faster-growing Midland Pellets 
. .. they are able to boast of their earlier 
flowers and vegetables. Finally, a most 
persuasive advantage is the proved fact 
that, with Midland Pelleted Seeds garden- 
ing is less risky, more productive. 


NO CLAIMS — JUST PROVED 
RESULTS! 


Every statement made can be backed 
up by records of the 6 years of continuous 
testing by Dr. Vogelsang, leading agri- 
cultural schools, and the U.S. Dept. of 
Agriculture. Midland Pelleted Seeds have 
been successfully used by large growers 
of sugar beets, lettuce, cotton, cabbage, 


MIDLAND PELLETED SEED CO. 
1905 NORTH MICHIGAN AVE., 
SAGINAW, MICHIGAN 


Gentlemen: 


Please send me all the facts about packaged Midland Pelleted Seeds. | am 
interested in [] Distributorship; [_] Dealership. 


NAME OF PERSON 
STREET 


city 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| NAME OF COMPANY 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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ZONE STATE 


(PLEASE ATTACH COUPON TO YOUR LETTERHEAD) 


and many other crops. They’re proved 
by results from 258,000 commercial acres 
and thousands of home gardening plots. 
In our files, letters from outstanding 
merchandisers tell of sensational increases 
in store traffic and sales when packaged 
Midland Pelleted Seeds were promoted. 
Both sales and popularity at Flower 
Show exhibitions have been phenomenal. 
Scores of publicity stories in national 
magazines and newspapers have strength- 
ened the conviction that Midland Pelleted 
Seeds are the beginning of a tremendous 
new industry. Now is the time . . . here 
is the opportunity . . . for YOU to share 
in the profits just waiting to be made. 


ACT NOW — GET ALL THE FACTS! 


If you are an aggressive distributor or 
dealer, have a good credit rating and want 
a really profitable franchise fill in and 
send us — immediately — the coupon be- 
low. We're interested in making perma- 
nent arrangements with sound, progres- 
sive organizations. Let us put all the facts 
before you. We want to give you the com- 
plete picture before you make any de- 
cision .. . more information about pack- 
aged Midland Pelleted Seeds, themselves 

. an outline of our powerful promo- 
tional campaign . . . and the full story 
on prices’and discounts. Fill out and mail 
the coupon below, attached to your letter- 
head, and we'll get all the facts to you by 
return mail. Time lost is profit lost .. . 


do it NOW. 


TITLE 








¢ They give that extra sales appeal, that final 
finishing touch. 





Here’s why... 

Hexagon heads —full finished —completely machined 
—top and bottom . . . bearing surface washer faced. 
Top of head chamfered ... sides parallel and smooth, 


mirror-finish. Clean-cut and precise. 


Threads uniform and accurate to close tolerance dimen- 
sions for perfect fit to standard gauges. 


Points machine turned — flat and chamfered. 








More and more buyers simply specify Shinyheads. Justi- 
3 fiably famous — Shinyheads have earned the reputation 
Shinyheads as “America’s best looking cap screw.” 


NC or NF Thread 














The FERRY CAP & SET SCREW Co. | 


2155 SCRANTON ROAD * © CLEVELAND 13, OHIO 


AP AND SET SCREWS + CONNECTING ROD BOLTS » MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS - HARDENED AND GROUND BOLTS - SPECIAL 
(ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS » ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN murs 
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“Yes Mam...it says HY-LO § 


Pre: 
t / 
ite é 
£ 4% vA 











} ~S/ 
oo and yoo iG: @¢ ...with Aladdin HY-LO Vacuum 


Bottles advertised again and again in 


LIFE 5,435,735 circulation, 

LADIES’ HOME JOURNAL 4,628,265 circulation, 

THE SATURDAY EVENING POST 4,022,104 circulation, 
HOLIDAY 831,770 circulation, 

TODAY’S WOMAN $992,702 circulation... 


your customers will want to be sure that’s what they’re getting! 

Think it over, Mr. Dealer. Extra support from Aladdin Brand Name 
product advertising in those great-circulation newspaper supplements THIS 
WEEK and PARADE swells the total to an astounding 72,755,436 advertising 


impressions SO... 


BSH con MISS THIS HOT SALES OPPORTUNITY... 
3) Call your favorite jobber (but quick) ... feature famous HY-LO 


and make a great advertising campaign go to work for you! 






ALADDIN INDUSTRIES, INCORPORATED 


703 Murfreesboro Road, Nashville, Tennessee 
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| 
VOLLRATH WARE 


DRIP COFFEE POT COFFEE POT PERCOLATOR 


COVERED SAUCE PAN 















1939 
List 
Pri, 











DOUBLE BOILER 









® , 
a 
. . A 
. 
oe ~ 






e . 


LIPPED SAUCE PAN al 


COLANDER 














PUDDING PAN 
WASH BASIN 


¢ 
* a we * 
‘ 


OVAL DISH PAN 





REFRIGERATOR PAN 
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Better than Prewar in Quality! 


Now 10% Below Prewar in Price! 


Today... with meat and milk prices doubled, 
homes twice as expensive, automobiles up 
100%, and most things costing much more 

. Vollrath Porcelain Enameled Ware is 
priced 10% less than in 1938 ! 

At these low prices, prewar Vollrath Ware 
would be an exceptional value today. But 
these low prices buy an even better quality 
Vollrath Ware—the best we’ve ever made. 
Impartial tests at a large midwestern uni- 
versity prove today’s Vollrath Ware, com- 
pared with its prewar standards, is . 

5 times more resistant to thermal shock! 
10 times more resistant to boiling citric acid! 
Important improvements!—especially since 


Vollrath Ware has been famous for quality 


GET FREE ADVERTISING MATERIALS 
FOR THIS BIG PROMOTION. 


"Vollnathz. 


SHEBOYGAN, WISCONSIN 
NEW YORK CHICAGO LOS ANGELES 





OBLONG DISH PAN 
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since 1874. Yet, these improvements typify 
Vollrath’s leadership... maintained through 
constant use of superior new enamels, im- 
proved techniques and advanced processes. 

Vollrath Ware gives you everything you 
want in a product—a famous name, higher 
quality, lower price! Stock it. Feature it. Let 
these sensational values make record-break- 
ing housewares sales for you. Order from 


your Vollrath jobber today. 












SINCE 1674 


“VOLLRATH 





Schlage Ads Like These... 



















Do you remember them? Full page ads P 

showing famous Schlage installations " — 

have been reproduced in Hardware Age Moraga . am 
during the last four months. This was Rieu: plates, 
done to show you the high caliber of ad- #1, 

vertising that the Schlage Lock Com- te 
pany is using to create a larger market HC AGr #3 
for Schlage locks. =  .. £x§y ai a4 
F #6 

All siz 

viduall. 

AL) 


_In These Magazines 






Through such outstanding publications 
the Schlage Lock Company is reaching 
key buyers in every major building field. 















That’s how the Schlage quality story is PL 
told every month in the year... and it . aa 
goes straight to the men who specify and eee 
buy! Reg. si 
Lge. Pl 

Regul 

solid 

NE 

Schlage cylindrical locks are today’s on a 





fastest sellers. Their popularity is na- 
tion-wide. If you don’t have Schlage i & 
locks in stock, see your jobber or write $ 4 S 
Schlage Lock Company and a represen- 5 

tative will contact you. All standard 


items are now available for immediate ‘ > toy 
delivery. 

30 FRO 

FIRST NAME IN CYLINDRICAL LOCKS SCHLAGE LOCK COMPANY — 





SAN FRANCITESCO + NEW YORK | HARDWA 





_ DISPLAY YOUR CHINA TO ITS BEST ADVANTAGE 


It sells more easily that way. Sell many of these gadgets to your customers. Most 
of our line is now made of solid brass. They look as if they were made of solid gold. 


©O® © 4 


REGAL DOUBLE SPRING 
PLATE HANGER 
Simple in construction. 
Meets any requirement of 
a plate hanger. Sizes for 


MAJESTIC BRASS 
PLATE HANGER 


Where a plate hanger is 
wanted with a lot of looks. 
Sizes for plates as follows: 


UNIVERSAL SINGLE 
SPRING PLATE HANGER 


Individually wrapped. Gild- 
ed tips. Made where ex- 
treme competition must be 


CUP & SAUCER STANDS, 
TWISTED WIRE 
Can be adjusted to show 


cup and saucer to best ad- 
vantage. 3 sizes. Regular, 


plates as follows: 
#0 for 4” to 5%” 


met. A better hanger in this demi-tasse and miniature. 














\% fi e 614” #321 for 4” to 5” price range. Made in 2 sizes. All sizes $1.50 doz. 
* i oad Ze a 45 #322 for 5” to 7” Small size for plates 5” to 
#2 for 714” to 9” Cee ii 7 ant berwe cise from 7 ALL MADE FROM 
#3 for 9” to 10%” #326 for 11” to 12% ” to 11 = $1.00 doz. SOLID BRASS 
#4 for 10%” to 11%” a 
#5 for 11 %" to 12%” Solid Brass. Lacquered. All 
#6 for 12%” to 17% . sizes $2.00 doz. Individu- 
All sizes $1.50 doz. Indi- ally wrapped. 
vidually wrapped. 3 
ALL SOLID BRASS 
EXCEPT #0 
= WALL 
PLATE 


RACKS 
All Solid Brass 
To hang as many 
plates as desired 


on awallin 
series, Small for 














PLATE ” 
STANDS PLATE RACKS plates to 6". Me- 
: dium for plates 
Small Size $1.00 For Seven Plates S to 10”. First hanger 35c. 
doz. RACK Additional hangers $2.00 


$12 doz. RACKS 


Racks for 32 piece set 
Regular size $3 each. 52 piece set ware set. 
solid brass. $4.50 each. $1.25 each. 


NEW LOW PRICES ON THE BEAUTIFUL AND ORIGINAL PRINCESS CERAMICS 


Reg. size $1.50 
Lge. Platter $3. 


doz. Large size for plates 
over 10”. First hanger 50c. 
All additional hangers $2.40 
doz. All solid brass. 


Racks for skel- 
eton dinner 








AER 9 “. 


#800 Wall Demi- 
tasse $30 dz. pr. 





#300-D Demi-tasse 
$24 dz. 


#350 Demi-tasse 
$30 dz. 


ERNEST TATCHER 


266 N.W. 26TH STREET @ £MIAMI, FLORIDA 


#400 Slippers $24 dz. 
#500 Slippers $30 dz. 


Miniature cups 
© & sau. $15 dz. 


TERRITORY OPEN 
FOR SALESMEN 
and REPRESENTATIVES 
WRITE 


In Canada: 
ENTERPRISE SALES CO. 
30 FRONT STREET West 

TORONTO, CANADA 
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Sales tell the story! 


futuro line = £% _ hande line 


The 
Au 


Men e 
more Cc 


backed 
HARDWARE JOBBERS AND DEALERS: Burrite plastic products are a must in your inventory, great s 


a preferred housewares line, supported by established sales records in the hardware field. at the 
It’s right for your stock... it’s right for your customers... points-up and accents your your c 
sales...quick turnover and good profits... colorful... practical... original in design, 

sturdy in construction... attractively low-priced for the budget-wise...it takes a leader 125- 
to lead the field. Write for prices, samples and information. plastic 
R 
D 
P 


4 : 
: 7 
2 it 


We welcome your inquiries for your representative. 


BURROUGHS MFG. CORP. 383: verouco ROAD, LOS ANGELES 65, CALIF. + Cable Address: “BURRITE” 
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‘BUILD STEADY MONEY TRADE 


Reap Rich Profits From 


EVERSHARP-SCHICK 
INJECTOR BLADES 


Four times as many Eversharp-Schick Injector 
Razors are in use today as compared to 1946! 

This has a direct bearing on your profit picture. 
The men who use them— many of them your customers 
—want and buy only Eversharp-Schick Injector Blades 
—the only blades specially made for the world’s only 
razor with automatic blade changer. 

Don’t pass up this big steady money opportunity. 
Put this sales-compelling, theft-proof dispenser on 
your counter. You'll be amazed at the quick turnover 


— fast profits! 
@ 75-12x 


12 individual packages of Injector 20's 
with colorful theft-proof dispenser. 











Retail fair trade price ea.. 73¢ 
Dealer cost per dozen.... $6.41 
PROFIT PER DOZEN...... $2.35 








PUSH IT...IT PULLS PROFITS! 
EVERSHARP-SCHICK 


INJECTOR RAZOR oa 






The world’s only razor with 
Automatic Blade Changer— 


Men everywhere have cheered this new, different, 
more convenient shaving instrument. And they’ve 
backed their cheers with good hard cash! Why l\et this 


USE THIS HANDY COUPON— 


SEND YOUR ORDER NOW! 





great surge of buying enthusiasm pass you by. Look 
at the wonderful profit figures. Remember most of 
your customers are men. Hurry your order now! 


125-06 Handsome gold plated head with 
plastic handle and 20 blades. 


Retail fair trade price ea........ $1.25 
Dealer cost per doz............ 
PROFIT PER DOZEN...........- 


*In sealed dozens only 
18 PR RNR RNR RE 
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EVERSHARP, INCORPORATED — Shaving Instrument Division 
170 Eim Street, Bridgeport, Connecticut 


Please rush me through jobber listed below 


{ ' 
: | 
i] ______No. 125-06 Eversharp-Schick Injector Razors 1 
; 1 
i i 
j i 





doz. Injector Blades (20's) 


Store Name— 





By 
Address 
Jobber'’s Name 





City. State. 

















Jobber's Address. City. State. 
fae ab Ge Oe Ge Gs en Ge Oe Os oe oe 





(laay EASIER TO SELL 







Talent for doing the job well 


Talent for selling fast across 
your hardware counter B No. 32a 











HARDWARE TOOLS BY 


WOODINGS 
VERONA 


® First choice of customers everywhere, the Wood- 
ings-Verona line, “the tops in tools.” Many years 
of manufacturing leadership and just “good old 
experience” have made Woodings-Verona a name 
well worth mentioning when you want quality 
tools. Over-counter sales have positively proven 
these tools to be the popular preference. Your 
hardware wholesaler stocks the items shown in 





No. 31 LINING BAR (Pinch Point) 
in 6 to 26 lb. weights. 

No. 32 LINING BAR (Wedge Point) 
in 12 to 26 lb. weights. 

No. 32A LINING BAR (Diamond Point) 
in 18 and 26 lb. weights. 





















No. 90 HEEL PINCH BAR (Length addition to the complete Woodings-Verona line. 
5'6”) weighs 29 lbs. 

No. 94 POST HOLE DIGGER 

= —— Since 1873 


(Length 6’) weighs 18 lbs. 


No. 95 DIGGING BAR (Length 7 
or 8’) 1% in. hexagon. 


Jobbers throughout the United States Send for Illustrated Hardware Tools Catalog 


on These Newly-Packaged Items: 


Y) | N G S via V : ie TOOL e ADZES @ CHISELS © WRENCHES 
WORKS @ HAMMERS (all types) @ PICKS (all types) 

@ MATTOCKS, Cutter and Pick e SLEDGES | 

Other items not listed packaged to your requirements wo 





VERONA, PENNSYLVANIA (Pittsburgh District) 
CHICAGO, ILLINOIS 
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ond Point) Sharp, strong 


gimlet point 


These advantages mean customer 


satisfaction ...the profit ingredient for you 


in every EAGLE screw product. 


The EAGLE LOCK Company 


Terryville, Connecticut 


WOOD SCREWS* MACHINE SCREWS* STOVE BOLTS 


To Fill All Your Requirements America’s first Lockmakers—Since 1833 
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Profit from CHOREMAcTER sales... 
WE’LL SHOW YOU HOW! 



















CHOREMASTER 
POWER HOLE DIGGER 
Something New. Digs 
post holes in seconds. 
No more hand work. 


CHOREMASTER 
GARDEN CARRY ALL 
A handy cart for 
leaves, rubbish 
and other garden 
accumulation. 
Portable, folds for 
easy storage. 


Tractor Attachments 
for every season 
Year-round sales 


Profit on CHOREMASTER year ‘round. Sell tractor 
attachments now for late grass and weed cutting, 
fall clean-up. Useful snow-plow attachment for 
winter. Then sell more attachments for all sorts . 
of garden and lawn work next spring and 3 ‘ 
summer. . AM 4, 





CHOREMAsTER 


... sells faster because 


Hunpreps of CHOREMASTER Garden Tractors will be 1. Big national advertising and aggres- 
sold in your community during the next year. That year starts _ sive sales helps have gained leadership 
now ... with late fall clean-up tasks and winter snow-plowing... the industry. 

because the CHOREMASTER is an all-season, all-purpose 2. Backed by big distributor organi- 
tractor. Sells for little more than single purpose power mowers. __7@tion and nationally known manufac- 

Let us explain how you can reap year-round profit with the = ‘'*** of precision-built equipment. 

CHOREMASTER. Our distributors will show you how their 3. Top notch distributors with com- 
dealers have made CHOREMASTER the fast-moving garden petent service set-up and complete parts 
tractor. For complete details and the name of your distributor, stocks. 

write today to: 4. CHOREMASTER Products and At- 


tachments are profitable items . . . sale- 


CHOREMAsTER vision ape 


THE LODGE & SHIPLEY COMPANY 828-11 EVANS ST., CINCINNATI 4, OHIO 
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* y" 
; hardware business! 
“Helps build my hardwai 





EVERYWHERE... LUMITE SELLS 
BECAUSE IT SERVES! LUMITE is 
guaranteed rustproof. It’s ee 
lasting . .. when properly framed i 

can’t sag or bulge .. . has women- 
dous impact strength. It won't stain 
walls or trim... never needs paint- 
ing to prevent rust. Sell LUMITE... 
the screening that stays sold! 


LUMITE DIVISION 


CHICOPEE een 
CORPORATION OF GEORG 
47 Worth Street, New York 13, N. Y. 


~~ 
ss BIG LUMITE BOOSTER 
7 yeu * 








" Walt a "Davies 





BIGGEST HARDWARE MAN IN TOWN 


227A SPRINGDALE AVE. ORange 37737 EAST ORANGE, N. J 





October 1, 1949 


Mr. George H. Day 0 

General Sales Manager, Lumite Division 
Chicopee Manufacturing Corporation of Georgia 
47 Worth Street 

New York 13, N.Y. 


Dear Mr. Day: 





When Lumite Screening was first introduced several 
wondered what its sales possibilities would be 
materials again became plentiful. This season 
Stronger than ever in my store! 


years ago I frankly 
when other Screening 
I found out. Lumite sold 


In my mind there is nothing to compare with it. I can honestly Say that 
19 out of 20 people that come into my store for screening walk out with 
Lumite because I am So thoroughly sold on it myself, 


When I sell Lumite I’m selling service and 
just can’t find in any other type of screen 
to have any kick-backs when I sell Lumite, 
every oustomer a satisfied one. That’s the 
my hardware business. 


its the kind of Service you 

+ I know that I’m not going 

It stays sold and makes 

kind of product that helps build 


You can bet I plan to be your “biggest” dealer in 1950! 





Yours very truly, 


Hektor ie, 


Walt Davies 












P.S. Thought you might like to see one of the reasons I’m sold on 
Lumite. This is a photo of myself Standing on a framed 
Lumite sample. I weigh only 330 pounds! 








BIG SEASON AHEAD! | 


Plan now for the big 1950 Lumite season. a 
your wholesaler or write Lumite for free samples 
and additional information. 


ARE, 
LUMITE IS DISTRIBUTED THROUGH rate 
BUILDING SUPPLY AND WOODWORK WHO 


o 


Guaranteed by 
Good Housekeeping 


ry 
a’ 
WF 45 anyraristd 1H 





woven saran screening 


‘Registered Trade-mark 











/ 


Jom be the one who didn't plan 


for a big 1950 Lumite season! 


During the 1949 season, thousands and 
thousands of homeowners joined the long, long 


list of LUMITE customers. They’re going to tell 


thousands and thousands of others about their LUMITE is the screen cloth with so 


5 F many advantages it sells itself! Dis- 
successful experience with LUMITE—the . ° 
tributed through Hardware, Building 


screenin varanteed never to rust. That’s 
99 Supply and Woodwork Wholesalers. 


going to mean thousands and thousands 
of new customers in 1950! Get ready for them. 
Order your 1950 supply of LUMITE now! 


Guaranteed by 
Good Housekeeping 


c7 ‘J 
O45 apyraristd THRE 


LUMITE DIVISION 


CHICOPEE MANUFACTURING 
CORPORATION OF GEORGIA 
47 Worth Street, New York 13, N.Y. 


woven saran screening 


“Registered Trade-mark 
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HARDY 


You invest in merchandise only— 


in minimum 
the big 


You pay nothing € 
oo verchandising al 


. 











B & T’s new “Twin-Four”’ plan lets 
you pick any shapes you want, from 
n 16 fast-selling Chromedge consumer 

mouldings. You’re not saddled with a 
fixed package that’s padded with slow 
movers and “dogs.” And the hand- 
some space-saving, all-metal ‘“Twin- 
Four” display comes to you with your 
choice of trims—you don’t pay a cent 
for it. You make full profit on every 








735-TXB 
; : N 


For Heavy and Light Standard 
also 1,” material 


735-TXD 








1949 
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quantities af regular 


You get your choice of any 0 


Chromedge Consume 


You get 10 





EIGHT s.oT 
hold 960° oF ™ 


all-metal construction 


\j 
ae Mg ; by 
ah VA 


NEW FASTER PLAN or metal trim profits 
urs vee CHROMEDGE 7, 


REG. U.S. PAT. OFF. 


prices! 


t the 16 shapes in 
¢ line shown below. 


xtra for display fixtures 
ids of any kin 
0 free sales-building 


consumer folders. 








DESIGN 
per square foot! 


_ COMPACT 


ore am for highest profit 









BIG COMPARTMENT gig 


for nails, screws, etc. 


















foot of metal, right from the start. 


The “Twin-Four” is a complete, com- 
pact, sturdy merchandising center for 
over-the-counter, carry-out sales of 
metal trims. It’s your best bet for top 
profits from this fast-growing con- 
sumer business. 





Write for details today, or see your 
nearest authorized Chromedge dis- 
tributor! 






Metals Co. 


Columbus 16, Ohio 







*Manufactured Under The B & T Metals Company's U. S. Patents 
No. 128,793 ana No. 2,258,314. Other Patents Pending 






A favorite of builders and mechanics! 
No exact scribing, cutting or fitting. 





* Just “tap and roll” upright lip of 
"= frame tightly over edge of covering. 
"8 Covering locks in lip with B & T’s 
famous “fish-hook grip”. Waterproof- 
ing traps 
moisture seal. Sell 
profitable, proven frames. See 
Chromedge distributor! 


assure tight, permanent 


these popular, 


your 








At 

5 AS Your customers can look far and wide . . . nowhere will they find a wood 
eg) ay folding rule with all the desirable advantages of MASTER BLUE END. 
E Ve NA Carefully selected, skillfully prepared Northern White Maple 
hag 12, sticks, and exceptionally strong, no-stretch joints (a special MASTER 
L° PEt design) mean life-long accuracy. MASTER BLUE END (796) features 
ay EE double-edge, jet black graduations on snow white baked enamel, 
Ke era lastingly protected by glass-hard, waterproof lacquer and strike 
i plates ...a rule that stays easy to read even under the rough- 
\\ ; est usage! The 796 F (flat reading) is now designed to read 
\ \e % from left to right and from right to left. Retails for $1.25... 

\ rs top value in wood folding rules! 


A BETTER RULE TO 


LS 


J 
q PN 


BUY...AND SELL! 





An ingeniously designed sliding wood rule that’s three times vy; 
faster than any folding rule! Takes all routine and special measure- Y 
ments (inside or outside) with direct readings . . . no adding or Y 4g | 
subtracting. MASTER INTERLOX is precision made from finest & ) 
select straight grain Northern White Maple. Easy to read, x 
jet black graduations and markings are overcoated with p Y 
glass hard, friction-proof lacquer. From tip to tip... a 


superb, exceptional quality measuring instrument. 
Available in 4, 6, and 8 ft. lengths 


Y —Y Ask your MASTER Salesman to 
yi, &® show you these and other MASTER 
, bd Wood and Steel Tape Rules. 








MASTER RULE MFG. CO., INC. 
201 MAIN STREET e WHITE PLAINS, N. Y. 
General Field Sales Office: 

105 W. Adams St. . Chicago 3, Ill. 
BRANCH: P. O. Box 1587 Gakland, Calif. 
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This is only a sample 
of the complete “‘selling- 

est” Fx W line. Send for full 
details on Fa W water systems 
No obligation, of course 
—and we'll include free “Slide 


Rule” Pump Selector. 











—TOP EFFICIENCY AT ALL PRESSURES 
WITH PATENTED VARIJET 

— MORE WATER—% H.P., 630 G.P.H. 
AT 20 LBS. PRESSURE, 15 FT. LIFT 

— WHISPER-QUIET 

COMPACT — READY TO INSTALL 





Newest Deep Well Piston Pump 


@ Smooth design 


F&W Centrifugal Systems 


@ for Deep or Shallow Wells 


@ 1,2 and 3 stage models @ Genuine Timken Bearings 


@ Exclusive F2W Control Valve @ Full Pressure Lubrication 


gives top performance at all 
well depths and pressures. 


@ Ys to 5 h. p. models 


@ Precision-built like a fine 
hil : 





@ 6” stroke — Ya, %, 1 h. p. 
@ Capacity to 460 gph. 


FLINT & WALLING MFG. CO., INC., 1188 Oak Street, Kendallville, Indiana 
Rush the information on the complete FxW line of Water Systems and include free “Slide 








Rule” Pump Selector. - 

Name = —" 

Address — - 

City — a ee 
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Improve Your Christmas Gift Sales! 
FEATURE 
THE HOPPE GUN CLEANING PACK 


because it answers the Christmas problem of “what 
to give a man with a gun.” It will be welcomed by 
that man too because it contains every Hoppe prod- 
uct he needs for the cleaning, care and protection of 
his firearms. So— 


Put The HOPPE PACK 
Up FRONT — NOW 


Display it prominently—where gift seekers can see— 
and select—it. And remember this: here is a gift that 
will give its recipient more than passing pleasure. It 
will serve him faithfully—long after many other gifts 
have been forgotten—and it will develop additional 
sales for you. 


Order from your Jobber today 


Start your Christmas selling early and cash in on our 
pre-Christmas advertising—now. 


FRANK A. HOPPE, INC. 
2314A North 8th St., Philadelphia 33, Pa. 


























SPORTING 


Artento“ * Goons 


BUYER! 





Now’s the time 


Complete your line... 





“ SY 
7 al Ways the Have ’em on hand 
4 Shortest distance a 
ia? between 2 points 





Wire or Write for 
Complete Detaiis! 








\ \ QURECT From V 
>) 6 FACToRY | @ 5 
U make Ore a | STRATTON & TERSTEGGE Co. 


Ce ee oe i, Ce ee i ee | 








Harrington & Richardson Arms Co. 
452 Park Avenue, Worcester 2, Mass. 
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New Test Proves Langley 
Reels Have More Than 29 


SRDS GICLEE BRL TRB. ROLES, 


Year's Perfect Casting Life 


Langley reel “cast” 100,000 times in eight week test! 
This equals 25 years of casting for average fisherman! 


A regular production model Langley Reel was subjected to a 







































gruelling 10 hour a day torture test for two continuous months. 


It came through in perfect condition! 


This amazing new testing method duplicates the strain and 
stop-and-start action of actual casting. During the eight week 
continuous test, the reel was cast 106,000 individual times, coming 


to a full stop between each cast. 


This is the equivalent of more than 25 years of normal fishing. 
It has been discovered that the average angler fishes two weeks 
a year, four hours a day. That's 56 hours of casting at a rate of 
not more than 70 casts per hour, or, 3,920 casts per year. In 
25 years, the average American sport fisherman will make 


98,000 individual casts. 


SHOWS NO WEAR 


No wear or loosening was detectable at the end of 
this sensational test. The reel was taken apart and all 
moving parts dimensionally inspected. The amount 
of wear was so infinitesimal, it did not amount to 
over .0O1-inch at any point. We think you'll agree, 
that this is solid proof that Langley builds great reels. 


ae 


* NOTE 


All the parts in every Langley 
reel have been tested for per- 
formance before assembly 
Testing at the Lang'ey Corp 
is a continuous process, with 
new and better ways being 
constantly discovered in the 
laboratory and in the field. 


MORE PROOF FOR YOU 
This torture test adds one more proof that you can’t sell 
a better reel than a Langley. Yes, it pays to feature Langley 
Reels, the only reel with the famous Anti-Interia Spool 
that eliminates fly-wheel action during casts. 





eo waste ten, a 
= = - 
—— SS eS = 


Remember, The Langley Corp. introduced the modern, 


light-weight reel, and sporting experts throughout the For information contact jobber or write direct to 
nation say, “Langley has the greatest line of fishing reels LANGLEY CORPORATION 


in America today!’ 660 Second Ave., San Diego 1, California 
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DEALERS’ 
— 






CUSTOMERS’ FIRST ame / 


Superior 
Products 
Since 1876 


Jax Barrow 


WHEELBARROWS 
CONCRETE CARTS 
SALAMANDERS 


DRAG SCRAPERS 


MORTAR TUBS AND 
MIXING BOXES 





LAWN ROLLERS 








NEPTUNE SUMP PUMPS | 


COMPETITIVELY PRICED 


Here’s a new source of profits 
—profits readily derived from 
fast selling Neptune Sump 
Pumps. Never before has a 
sump pump of Neptune’s out- 
standing quality been offered 
to the hardware trade—and at 
a price set low enough to more 
than “meet popular demand. 
Don’t miss this money-making 
opportunity. Write today for 
free descriptive literature. 





DEALER INQUIRIES INVITED 
MANY TERRITORIES STILL OPEN 


NEPTUNE PUMP 


4912 N. 6TH ST., PHILA., PA. 





Ge erp eee ee cer er enn tp omen ay 





(wailehy | 


a | 








Write today 
for new low 
rices and 
lescriptive 
folder on 
complete 
line 





WIRE ROPE CLIPS 


High strength malleable iron bases... 
steel U-bolts and nuts. 


MOLINE STEEL TACKLE 
BLOCKS 


Strong, Sturdy, Dependable 


Made with heavy steel side plates and 
U-brackets . . . strong, oversized forged 
steel hooks. Single, double and triple 
sheaves for %'"' to |"' rope. Oval pat- 
tern for manila rope .. . diamond 
pattern for wire rope. Sizes 4"' to 14" 

Also furnished with heavy steel shackles. 


HEAVY DUTY LOAD BINDERS 
Double swivels for complete flexibility. 
3 sizes: No. 744 for \4"' chain; No. 745 
for %" and '/2"' chain; No. 746 for '/2"' 
chain and over. 





Over 
70 Years 
of Service 


WE SHIP QUICK! } 




















ADDED PROFITS 


WITH 


EYE BOLT 


x PTD 
AND 
TURNBUCKLE 
ASSORTMENT 


ey 
i hin I on aevourme 













ar thee Another good counter 
display assortment of 
Larson quick selling Eye 
Bolts and Turnbuckles. 
It's the proven way fo 
sell this type of hardware. 
Let Larson show you how 
to increase profits. Sug- 
gested selling prices and 
price tags included with 
each assortment. 


No. AS-25113 
ASSORTMENT 


“LARSON’'S DISPLAYS DO A QUICK SELLING JOB" 


Write for the Tan 
Literature on Larson 
Hardware Assortments 


CHAS. O. LARSON CO. 


STERLING « ILLINOIS 
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YOU'LL PROFIT 


Because Farmers DEMAND 
the Longer Life of 


>» 


GALVANNEALED For Longer Life 








Yes, when a farmer shops for fence, 
he buys the product that will give him 






better service, longer wear. 






That’s why it’s easier to sell Red 
Brand Fence. Red Brand and only Red 


Brand is galvannealed for longer wear. Galvannealing 







is a process that fusés zinc alloy to the strong steel wires } Steel Posts 
of Red Brand Fence. What’s more, the steel in Red " | eaibeinidinnait 
e Op otee osts are rein- 


Brand Fence contains copper for extra wear and rust- 
forced four ways. They are 


resistance. \y made of tough, springy rail- 
. . | 6 
Maybe that’s why Red Brand Fence is so widely 4 road steel—tee cross section, 
accepted—and preferred. Every user is an enthusiastic ‘} with extra thickness from top 
\ to bottom. Can’t rot, split or 
booster. | . 
burn. Sell Red Top Steel 


Posts for customer satisfac- 





So for MORE fence sales, better satisfied repeat cus- } 
} 
| 


tomers, stock and sell Galvannealed Red Brand Fence. tion and profits to you. 


Build Business and Good Will with the Red Brand Plan 


Red Brand now provides you with a plan that increases your fence sales AND 
your over-all business as well. It’s a simple, easy plan that really boosts profits by 
providing a real service to your customers with no effort on your part. 
Ask your Red Brand representative about it the next time you see him, He'll be 
glad to show you how it can stir up plenty of sales activity for you. 
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and Gardens 
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SUN ~ 
AGRIGN 


IN OCTOBER AND NOVEMBER 
TO HELP YOU SELL GUM TURPENTINE 


Tie-in with our tremendous advertising drive this fall in the nation’s leading 
consumer magazines. Stock plenty of Gum Turpentine. Display Gum Turpentine 
in the attractive, handy containers which are known to millions of homeowners, 
and painting contractors and master painters all over the country. 


TTT TELL Lad HALL 





=Gun | 
Turpentine 


Gum Turpentine is the standard, foolproof paint thinner that always gives best AanerT uo SL 
results. Don’t forget to recommend Gum Turpentine as an excellent household 
cleaner for floors, woodwork, furniture and for all metal and porcelain surfaces. 

Order this profitable item from your distributor today. Be sure to specify 


Gum Turpentine. 


AMERICAN TURPENTINE FARMERS ASSOCIATION 
General Offices: VALDOSTA, GEORGIA 
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1950's BEST BUY! 





GAR 


NEW IMPROVED 
SELF-PROPELLED 


POWER LAWN MOWER 









ACT NOW! Gary Mowers 
Are Sold Through Jobbers Only 


JOBBER TERRITORIES AVAILABLE 


Engineered and Manufactured 


for Years of Trouble-Free 


Service Because of These 


QUALITY FEATURES 


@ Conventional PAWL CLUTCH 
@ FULL 18" CUT 

@ V-belt drive . . 
* 


Roller chain drive . . 
reel 


® Finger-tip control to throttle 
and clutch 


® Tubular steel handles and rubber 
grips 

® Precision ball bearings 

© 6" reel with 5 alloy blades 


® Pressed steel wheels, side frames 
and cutter bar 


® Three 3" hardwood rollers for easy 
turning 


® Sleek, streamlined design with bright 
green trim 


® Shipping weight 104 pounds 
® Grass catcher attachment 


engine to jack-shaft 
jack-shaft to 
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with Powerful 
1.1 H. P. 4-Cycle 
BRIGGS & STRATTON Engine 


NO PUSHING..... NO PULLING 
QUICK, EASY TO START 






MANUFACTURED BY 


GARY STEEL propucts CORPORATION 


LAWN MOWER DIVISION 


NORFOLK, VIRGINIA 














Means Business! 


Last month we told you H-I had thrown 
the cost book away—that sweeping price 
reductions meant bigger-than-ever H-I 
volume for you in 1950. Now, here’s 
proof— 


Typical H-I Tackle Reductions 


LUCKY ACE SPLIT BAMBOO FLY ROD ..... plastic reel seat, cork grip. 8'/2 ft. 
Was $9.00—NOW $7.00. 


MOHAWK 4 joint telescope steel rod . . . stainless steel guides, chrome plated. 
Plastic, reversible cork grip. 81/2 ft. Was $6.00—NOW $5.44. 


NO. 111 SPECIAL solid steel one-piece bait casting rod . . . stainless steel guides. 
Was $5.00—NOW $3.20. 


NATIONAL SPORTSMAN single action fly reel . . . Was $3.00—NOW $2.50. 
NO. 1805 SPECIAL bakelite sided, level wind bait casting reel . .. Was $3.50 
NOW $2.50. 4 


These are just a feyo examples of the values you can offer with H-I, ‘“‘the 
largest line of fisMing tackle in the world.” Feature the H-I line next 
season . . . offer your trade the year’s best tackle buys—and insure quick- 
moving, profitable volume for yourself. See your H-I man—or write us direct. 


HORROCKS IBBOTSON CO. utica, x. ¥. 


Manufacturer of the Largest Line of Fishing Tackle in the World 


WAKE UP 


YOUR WATER SYSTEM 














SELL AMERICA’S 


Complete LINE 


Watch your water system sales “come to 
life’ when you start handling DEMPSTER Shallow and Deep Well Recip- 
Water Supply Equipment. rocating Pumps ® Shallow and 


~ D It Ejector Type P 
There is a huge rural and suburban de- lg goaph tctg 


mand for running water. By selling a com- Wlention Equiement © Ois- 
plete line, and the kind of service that goes tributors of Pipe, Fittings, and 
with it, you can be the dealer that taps this Plumbing Supplies 

rich, ready made market. 















Get started right now. Team up with 
DEMPSTER, the name that has meant de- 
pendability to farmers for over 70 years. DNT-1-49 


DEMPSTER MILL MFG. CO. 


BEATRICE NEBRASKA 
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Shallow Well Reciprocating Pump 
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He gets quick starts... 
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GET 
QUICK 
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ne plated. 










el guides. 
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2.50. with the NEW 

s $3.50 

“the 

next 

uick- 

ind Quick starts op cold winter mornings! That’s what 
you give every car-driving customer when you 
sell him a G-E Battery Vitalizer. It will keep a car 
battery from losing as much as 50% of its power 


the World 
when the temperature drops. Anyone can use it 
you simply hang the Vitalizer on the steering wheel. 
One plug goes into the dashboard lighter, another 
into any 115-volt a-c outlet. The slow-charging 
action of the Vitalizer keeps the battery ready to 
deliver power when you step on the starter. 
Stock this fast-selling, high-profit item now. A 
complete promotion kit is available from your 
distributor. If he can’t supply you, write Section 
\ 674-12, Apparatus Department, General Electric 
>? Company, Schenectady 5, N.Y. 
‘ CAR, TRUCK OR TRACTOR BAT 


. without removing them! 


_ Pr ce 
Ce, einen Ss 





Here’s the fast-selling line of G-E Equipment for Shop-Farm-Home 





Motors Battery Chargers 
: Motor Starters Heating Cable 
Time Switches Thermostats Make your line complete with this handy new G-E ~—_ ha a 
i Battery Charger. Recharges run-down batteries in as little as 1 
own ime ge hours. Can be mounted on shelf or wall, or left on floor beside car 
Liquid i _ Lamp Ballasts or truck. Overnight or One-Day types. See your G-E distributor! 
u eate 
Air Heaters General-purpose Relays G-E DEALER IDENTIFICATION — brings in the customers! Get coun- 
Soil Sterilizers General-purpose Transformers ter, road, and window signs from your G-E distributor ... NOW! 


Soldering ~<A FRA : 
Le GENERAL €® ELECTRIC 
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DIAMALLOY 


TOOLS 


DEPENDABLE, 
LONG-WEARING 


*% WRITE FOR YOUR CATALOG OF 
DIAMOND AND DIAMALLOY TOOLS 








GOLDBLATT 
TOOLS for 


All Masonary 
Craftsmen! 


A Complete 

Line of First 

Quality Tools for 

All Masonry Trades 
IMMEDIATE 
DELIVERY ; 
Ilustrated Catalog 
Mailed on Request 
Attractive Dealer Discounts 


15 Choice 


of Plasterers and 
Coment Finishers 
Nationally Advertised Since 1885 
GOLDBLATT TOOL CO. 
1622 WALNUT STREET KANSAS CITY 8. KO 

















ELECTRICALLY 
WELDED ENDS 


DESMOND-STEPHAN MFG. CO. 
URBANA, OHIO 





° 74 Murray St. 34 N. Clinton St. 
Sales Offices: New York City Chicago. Ill. 


Also manufacturers of Grinding Wheel Dressers & Cutters 
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OUR COMPANY BUYS CUTTING TOOLS 
FROM 8& DIFFERENT MAKERS- MY 
WIFE SAID IF SHE BOUGHT GROCERIES 
ARE WOMEN ee AT 8 DIFFERENT PLACES, | WOULD 
THAN MEN 2 HAVE TO HIRE SOMEONE To 
KEEP HOUSE FOR HER! > 
WONDER WHAT 
HE MEANT 2 


Olaudardige and save 


e You can save time in purchasing, in requisitioning, in stock 
keeping, in the tool crib when you specify Standard Shield Brand 
cutting tools. One responsible maker gives your requirements 
top attention. The Foremost Quality of Shield Brand Tools gives 
you top performance, attested by the fact that American mass 
production industries—automotive, aviation, farm implement, 
railroad, electrical and home appliance—regularly specify and 
use these fine tools. Their selection is based on merit alone. 

Leading Hardware Wholesalers coast to coast supply these 
Foremost Quality tools. Our helpful suggestions on tough prob- 
lems are yours for the asking. 


ivi 
HORN 


STEEL CHANNEL 
SLIDE PROTECTS: 
SCREW 


en 


F me CTANDARD] 00L (0 


ne zl Successor to The Standard Tool Company 


CLEVELAND 4, OHIO 


CO. New York + Detroit - Chicago 


ion St. 





Sutters 
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BUILDERS 
HARDWARE 


ly GRIFFIN 


For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 

quality produced by 

Griffin. 





Re 


eg Everg DOOR NEEDS THREE! 


Kk 





— 


anufacturing Company 
ERIE » PENNSYLVANIA 


SALES OFFICES 





IN CANADA 
15 Wellwood Avenue, Toronte, Ontario 
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RIFFIN- 














XCELITE Started 
THIS CATCHING IDEA! 


Combination-Detachable 
Screwdrivers in Kits 


Originators of the Combination- 
Detachable screwdriver, 
XCELITE now offers this fast- 
selling kit No. CK-23. It's 6 
quick-change tools in one—Nos. 
1, 2 and 3 Phillips screwdrivers 
quickly reversible to 3/16, '/ 
and 5/16 regular. In roil plas- 
tic kit, lists at only $3.95! 
ALSO, 3 different size reamers 
may be had to fit the same 
man-sized XCELITE handle. 


OTHER Popular XCELITE Tools 


1. Same tools and price as the CK-3 shown, 
in unbreakable transparent plastic box— 
a "natural" display case. 

2. No. 99 set — 9 nut drivers, screwdriver 
blade and reamer, with XCELITE Com- 
bination-Detachable handle — either in 
attractive plastic roll kit or metal con- 
tainer—list, only $9.95. 











Better write now for all details on the 
XCELITE line of tools. They're leaders 
in design and sales! 


PARK METALWARE CO., Inc 


Dept. G, Orchard Park, N. Y. 


Cuably = 
PREFERRED BY 
EXPERTS 




















ARCHITECTS ond BUILDERS 
a ON .. 


SPRING HINGES, 


“TRIPLEX” 
SPRING BUTT-HINGES 


Careful designing has created 
these proven features: 


© Button tip ornamentations are 
held securely in place by im- 
proved lock washer of latest 
design. 


© Single thickness of metal in 
spring barrel reduces outside 
diameter, giving streamlined 
appearance. 


© No open joint where spring 
barrel continues as the web. 
This avoids exposing springs 
to moisture. 





Here is a product that maintains 
our tradition for quality . a 
tradition that has guided us 
through more than 60 years. 








Spring Hinges of Quality 


hicago Sprinna Hinge Co. 


U.S.A. NEW YORK 








aa Nelo) 
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VOU SELL MORE... 
MAKE MORE 


with the Complete STANLEY Line 
of popular PULL-PUSH RULES 
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Everyone needs rules . . . and you have a rule for 
everyone’s needs when you stock Stanley Pull- 
Push Rules—the complete line. They’re made to 
give the utmost in work value and they’re priced 
right for customer satisfaction. 


Each Stanley Pull-Push Rule has smooth, well- 
balanced blade action, and carefully designed small 
openings for the blade to prevent dirt from entering 
cases. All Pull-Push Rules with the Stanley brand 
are made with smooth, rounded edges on the 
case so they’ll stand on the side. 


THE TOOL BOX OF THE WORLD 


These features plus nickel plated or white finish 
blades with easy-to-read numerals mean greater 
utility . . . make Stanley Rules favorites every- 
where. Stanley Rules are advertised in the Post 
and other consumer magazines. Order these pop- 
ular Rules from your jobber. Stanley Tools, New 
Britain, Connecticut. 








[ STANLEY J 


HARDWARE + HAND TOOLS 
ELECTRIC TOOLS + STEEL STRAPPING 
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WORTH ASKING FOR | GUARANTEED EMPIRE SHOE 
LASTS AND STANDS 


These lasts and stands are 
made from special metal of 
highest quality, enabling us 
to guarantee and place on 
the market a better set in 
weight and strength. They 
are absolutely guaranteed 
against breakage. 


Packed in bulk or one set in 
a burlap bag or carton. 





THE POPULAR "STAR HEEL PLATES" AL- 
WAYS IN DEMAND AND PROFITABLE FOR 
YOU TO HANDLE. MADE IN SIZES 000 to 6. 


ORDER YOUR 
SUPPLY TODAY. 


STAR 


HEEL PLATE CO. 
ye NEWARK, N. J. 
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THEY REMEMBER AT HOME 
Wines in a name? A great deal—when the name ts phere FORGET iT YOUR — 


Okonite. And Okonite makes Panther and Dragon com- 
mercial tapes. Okonite knows the electrical and working 
characteristics required for friction and rubber tapes because 


\\ 


NN 


they have been manufacturing outstanding insulated wires 
and cables for over 70 years. 

By asking for Panther and Dragon you get good commer- 
cial tapes with good working qualities assured. They're 
clean to handle... easy to wrap... stay wrapped ... won't 





ravel. Besides, you get these added values... 







Pee 


—— 





sh when packaged - See ~ LINOLEUM 
Reliability in every — Se —— SEAM AND EDGE BINDING 


Guaranteed footage as stated on the package. 


waa get et —ee for mechanical GET EXTRA SALES WITH $ & W’S 
SELF-SELLING DISPLAY! 


Many a repair job gets neglected 


INDIVIDUAL because the home owner forgets 
12-FT. CARTONS to make a purchase while in your 


store ... and you lose an extra 


12 feet of pliant, sil- sale! Put the S$ & W linoleum seam 
Ve ue FIZALLA very zinc in each small and edge binding displays near 
eee box . . . pre-shaped, your cash register and watch them 


prepunched with nail empty out. No cutting ...no meas- finisl 
hole. . . . plus all nec- uring. The customer pockets the 
essary nails. Available handy box. You ring up the sale! 


also in brass, steel and 
anther and rd on plastic in 75 ft. rolls. WRITE FOR PRICES, LITERATURE, 
AND JOBBER INFORMATION 
: S & W MOULDING CO. ‘a 


980 PARSONS AVE., COLUMBUS, OHIO 
ALSO MIRAPLAS WALL TILE AND MASTER MASTIC PRO 


Fresh when packaged — packaged to stay fresh. 





e Sold only through recognized wholesalers. 





Better tapes for better splices are made by 
The Okonite Company, Passaic, N. J. 



















friction and rubber tapes 
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Be 


~~ congratulations . ..and I hope your wife’s washing machine 
is put together with Circle ® Faster ners. 


















Circle ® Bolts and Nuts... both 
standard and special...are produced by skilled 
operators with years of experience. This is reflected in the 


finished appearance as well as the overall quality of these famous products. 


BUFFALO BOLT COMPANY 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: Buffalo International Corp 
30 Church Street, New York City 








PRODUCERS OF circle © PRODUCTS — BOLTS *©+ NUTS + RIVETS AND SPECIAL FASTENERS 


HARDWARE AGE, NOVEMBER 17, 1949 ‘. vied 











GET HEP TO GeP 



























‘. 


"JUST-OFF-THE-PRESS 


Fe 24 4 < bs A ae Steg 
ae Cle : 
& SE: ae et - 
+ +. % . 
4, “6 . 
‘ 
* 
s 





at 


nt 
a ¥ * 
a 


Wa 
Xp 


~ 


- Gephart Mfg. Co. 
oe 1026 WEST ADAMS STREET, CHICAGO 7, ILLINOIS 
BAIT CASTING FLY FISHING e SALT WATER FISHING e SPINNING 
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For animal chains, or general home and 
farm use, Hodell “Bulldog” Coil Chain 
is consistently a best-seller. Here’s why: 

It is strong—the center tie will not 
open; wire will part before the knot 
unties. Its tensile strength is equal to that 
of the wire from which it is made. 

It is flexible—distinctive “Bulldog” de- 
sign permits a maximum amount of free 
movement, link to link. 

It is light—has an amazingly low 
weight in proportion to its load-carry- 
ing ability and resistance to wear. 


“serves the 








best” 


It is neat—uniform and smooth in ap- 
pearance, each link identical in shape 
and size. 

Hodell “Bulldog” Halter and Dog 
Chains come completely assembled, ak 
steel swivel strap, ring and toggle. Six 
or twelve units per box, paon.. sid to 
size. Other “Bulldog” chains available 
in 15 sizes—in cartons, on reels or 
in kegs. 

For information on the complete line 
of Hodell Welded and Weldless Chains, 
write for Catalog EX-49. 


e Hodell is the name for dependable chain! « 


Jack, Sash, Safety, Ladder, 

Sprocket, Pump, Liberty Ma- 

chine, Proof Coll, Liberty Coll, 

Passing Link, Bulldog, Samson, 
Fiat Link, Register. 
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It Pays to Display Hodell Dog Chain 
Assortments. Each assortment comes 
complete with 12 chains and attractive 
2-color metal display hanger. Avail- 
able through hardware distributors. 


HODELL CHAIN COMPANY 


Estahlished 1886 « CLEVELAND 3, OHIO 


A division of — THE NATIONAL SCREW & MANUFACTURING COMPANY 








GET SET FOR Power K inc PROFITS 


* CASH IN ON HOLIDAY TRADE NOW — AND 
ESTABLISH YOUR STORE AS POWER TOOL 
HEADQUARTERS FOR YEAR 'ROUND SALES! 










Just enough time!—for you to order a stock of Power King 
tools and cash in on the big Christmas trade. Home shop interest is at 
an all-time high this season, and attention is focused on Power King! 
They're the husky . . . accurate .. . low-cost tools! The line includes 
tools, accessories, motors —and it’s built by Atlas and backed by an 
intensive big-magazine advertising campaign. 

This Christmas shopping season is just the beginning of bigger Power King profits for 
you. Once you're established, there’ll be repeat business from satisfied customers who are enlarging 
their shops, and plenty of new business from men who are constantly being reached by Power 
King advertisements in the hobby and general circulation magazines. Write today for franchise 
details and prices! 


WRITE TODAY FOR DETAILS 


PROMPT SHIPMENT ON ALL 
CHRISTMAS ORDERS! 


(ttas. 


POWER KING 
TOOLS 


12” 
BAND 
SAW 
$79.75 11%" x 12/4" 
DRILL PRESSES 

From $42.75 









BELT AND DISC 
SANDER 
$62.75 


7"-8" SAWS 
From $39.50 


42" JOINTER 


PLANER Prices are yp 618" JIG SAW 
$44.75 approx. retail $42.75 


ATLAS PRESS Company 


1156 N. PITCHER ST., KALAMAZOO, MICH. 





MATCHED PRECISION 


HINING AND 
9-12" WOOD LATHES MAC 


From $39.75 
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SOCKET COMPLETELY 
Role qs) 


APPROXIMATE WEIGHT 
3'4 10 3% LBS. 


FEATURES 
1 Blade and front strap a single BLADE AND STRAPS 


unit. No weld. FORGED FROM HIGH 


2 Blade and straps forged from 
High Carbon Steel. CARBON STEEL 


3 Back strap electrically welded to 
blade. 


4 Straps are pre-formed. 
5 Blade and lower section of socket 
carefully heat treated. 
6 Uniformity in lift and balance of 
every tool... hang and balance 
never change. Pre-forming of 
straps the guarantee. 
7 Handle is driven to the point of frog. 
8 Unequalled strength insures maxi- 
mum value. 


FRONT STRAP AND BLADE BACK STRAP 
TESTS PROVE IT THE STRONGEST ONE PIECE OF STEEL ELECTRICALLY WELDED 


WELDED SHOVEL EVER MADE 


€ iis 2 
Cr) hab Your Yobber 


: 1774 ) 


PARKERSBURG, W. VA AMES BALDWIN WYOMING CO. NORTH EASTON, MASS 
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POWER TO SCORE SALES FOR YOU WITH 


- QUAKER LAWN HOSE 


Here's the sales winning team to join now ... to bring you real profits next Spring! Offered 
to Yeu fo build sales of hose—Quaker Lawn Hose—in your store. 

A niew merchandising campaign developed with one goal .. . to bring more traffic into 
your store . . . to include everything you need to create prospects and then turn them into 
customers, The new Quaker Fifty Campaign includes: 


¢ COUNTER FOLDERS ¢ COUNTER DISPLAY CARDS e DIRECT MAIL 

e WINBOW. STREAMERS e RADIO COMMERCIALS e HAND BILLS 
: ce e SALES PULLING PACKAGES 

BIG: NATIONAL ADVERTISING CAMPAIGN—ads during March, April, May, June and 

July? Big- ads in Better Homes and Gardens . . . and House and Garden. 


UNCONDITIONALLY GUARANTEED .. . every foot is unconditionally guaranteed against 
defects in workmanship and materials. Phildell and Qua-Lastic guaranteed five years... 
Surprise for ten years .. . and Quaker brand for fifteen years. 
Get set-to score that sales touchdown now! Join this Quaker sales winning team and 
you'[l find yourself crossing the goal line next Spring with real sales and profits. Write, 
wire of "phone for broadside on “THE BIG PUSH FOR '50.” 


QUAKER RUBBER CORPORATION 
PHILADELPHIA 24, PA. - New York 7 - Cleveland 15 - Chicago 16 “+ Houston 1 
Western Territory 
QUAKER PACIFIC RUBBER CO. - San Francisco 10 - “os Angeles 21 - Seattle 4 


- 
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WILL ORDER ONE 
FROM THE FACTORY... 


; a WEEKS... 
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° ae eS 
would YOU wait for a cellar drainer? | 


Your customers won't, either. Check your inventory now and lay in 
your stock for the wet-cellar season ahead. And plan fora bigger-than- } Ax 
ever Cellar Drainer volume, with the new 


GOULDS Horizontal CELLAR DRAINER 









Nothing in Sump but Suction Pipe and Float 
Sump and Strainer Easy to Clean 

Motor Not Over Sump 

Unit May be Set Away from Sump 


Standard Motor . . . Positive Self-priming .. . 
Grease Lubricated Seal... 
Bronze Fitted Construction 


See your Goulds distributor— 
or write us, zow. 


GOULDS PUMPS INC. SENECA FALLS, N.Y. }—~— 











WATER SYSTEMS 


Tess 


FOR EVERY FARM AND HOME NEED 
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0! THA 


LET THE NEW DOERR GRINDER 7. 
BRING YOU yD SH 
ADDED PROFITS! | ~~ 


A FAST SELLER—DESIGNED TO BE 
THE FINEST LOW-PRICED GRINDER 
OF ITS TYPE ON THE MARKET! 

















WHY DOERR SELLS ON SIGHT LR, 
Tae first real all-purpose long-life grinder to be made 1. Greatly increased grinding area 
available for farm, shop and home at a low price! 2. Sturdily made and looks it; beautiful finish 


Manufactured under the Doerr trademark to the high- 


3. Quality workmanship, fittings and hard- 
ware 

. Unusually low price 

. Lifetime lubricated ball bearings 


est specifications, it is designed to provide ample work- 
ing area in front of the motor frame and the inside 
of the grinding wheels. Buffing wheels and other grind- 





ul 


ing accessories easily attached by removal of wheel 
guards. Equipped with lifetime lubricated ball bear- 
ings, cadmium plated hardware, 8 ft. heavy duty cord R 
and plug, and two 6” x *4” wheels. Eyeshields avail- : 

able as an accessory. i E a 
Available in ratings of 1/4 and E L E ( | R 0 % 

1/3 horsepower of 3450 rpm. * MACHINES, INC. 


If your Jobber can’t supply you, write direct to us enclosing CEDARBURG, WISCONSIN 
Jobber’s name and address. Literature and newspaper mats 





available. 


| ~ UNTING »y 
LOTS 0 } FOR SURFACE MO A I KE i | 
LITTLE SALES Bll PROFITS rs b aa 
ustable Shelf 7 
ADD UP TO te , mai ? 


JUN Bright Wire Goods FLUSH or SURFACE MOUNTINGS 


ger 
@ Bright zinc or brass finish to catch your 




















BOOK SHELVES * CUPBOARDS 
STOCKROOMS * STORE FIXTURES 
LINEN CLOSETS * MEDICINE CHESTS 

CHINA CLOSETS, etc., etc... 


Can be mounted on the surface or 
flush with the woodwork. 


customers’ eyes. Judd quality to clinch the 
sale. Order today. Immediate delivery. For 
details, consult your catalog. 





























: No. 67 PARKER ADJUSTABLE 
#212 } +40 SHELF STANDARDS ——> 
: For either flush or surface mounting. 
Screw Eye : Gate Hook andEye | Brackets snap in and out easily and 
s require no tools. Shelves can be 
: raised or lowered instantly as re- 
a vired. 
#281 : #812 ADJUSTABLE FLANGES . 
4 for 1” of 1-1 Made of heavy gauge steel, 
Cup Hook 5 Screw Hook tit oither ood to electroplated rust resistant 
5 finish. 
: LOW IN COST 
#2812 H #412 fi diate ship t from eLEC 
: ! Write for Catalogue 
"gi i - Shoulder Hook stock! Write fo $ A col 
S” Hoo s and Samples on your busi- FASTE 
+ | ness letterhead. 
nakes hardware fer houseutves 








Ty 


HI CFORD, CONN. S. PARKER HARDWARE MFG. CORP. — 
ois COMPANY WALLIN Builders °* Showcase * Colm Hardware =: 
"87 GE he nnters Kl Aeuw York 7, i 27 LUDLOW STREET * NEW YORK 2, N.Y. * Phone WAlker 5-6301 
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0! THAT'S NOT IT EITHER! 
TWAS ABOUT THAT LONG 


ND SHINY!” 


























* Do befuddled Berthas take up your valuable time tryin 
to describe the bolts and nuts they need? If you want to skip thes 
ordeals, pass the job to the Lamson Speed Merchant. Let you 
numa customers poke, pick and choose to their heart’s content while yo 
use your time in more profitable ways. 
Yes, the progressive hardware merchant lets the self-servic 
Lamson Speed Merchant sell for him. It’s the modern ‘‘counte 


display” method that saves him time as well as trouble. 
Ask your jobber for the Lamson Speed Merchant, or write us direc 


iesing THE LAMSON & SESSIONS COMPAN 
General Offices: 1971 West 85th Street * Cleveland 2, Ohi 
Plants at Cleveland and Kent, Ohio + Birmingham * Chicago 


evectasciane 
A COMPLETE SELECTION OF POPULAR 
FASTENERS IN A HANDY DISPLAY CASE 


— LAMSON & SESSIONS ~ 


FASTENERS OF QUALITY 


fastener sales Lead to sales 
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Thru Steady Advertising in: 


INSERTIONS ALSO IN HE sArU 
1949 issues of Collier's, Pathfinder, 
Parade, New York Times Sunday 
Magazine, House & Garden, House 
Beautiful, Woman's Home Companion, 
Better Homes & Gardens, Successful 
Farming, Country Gentleman, Ladies’ 
Home Journal, True, Sunset, Household, 
Popular Science, Popular Mechanics, 
MacLean’s, American Home, and 
Metropolitan Group. 


THE NEW nalley All-Purpose 
FAMILY FAUCET REPAIR SET 


(Comes mounted on self-selling display cards) 


More than 5,000,000 O’Malley DRIP STOPPERS sold testify to the steady, 
substantial dealer-profit in this fast-moving item. Now O’Malley 
brings you a new FAMILY FAUCET REPAIR SET destined to produce even 
greater profits for O’Malley dealers. This new kit combines the 
DRIP STOPPER reamer with two NU-SEATER tools 
for installing new seats in worn faucets. 
All are companion pieces and offer you 
larger profits because of greater unit 
of sale and assured steady turnover. 





















DEALERS! d tor 
h in on the gin it. 
os long-needed eet A 

this supply in their RO” OW wacy WASHERS im 
Order? ounter-disP oy MOF Cann “"VELope 


Soameetarobnem EDW. O'MALLEY VALVE CO. (oY %™Auey 
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trom 
jobber oF "9 7602 Greenwood Ave. * Chicago 19, Ill. 
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WHENEVER YOU NEED 











HOOKS OR SHACKLES 


be sure to refer to your copy of the Wilcox- 
Crittenden 1949 Catalog “G”’. It’s packed full of 
information on the complete W-C line of Heavy 
and Shelf Hardware, which also includes Pulleys, 





Wire Rope Sockets, Connecting Links, Thimbles, "Stanho" Taper Pins are milled from selected screw stock. 
Eye Bolts, Ring Bolts, Recently added to the ‘‘Stanho” line are Centerless 
Blocks, Turnbuckles and Ground Taper Pins—precision made with a total diam- 
countless other “Depend- eter tolerance of .0005—these are the finest obtainable. 
able” Fittings. This catalog S 








will be sent free on request. 
Write for it today. 


WILCOX-CRITTENDEN 











TORSE NAIL CORP 


“A Century of Dependability” 


Since 1872 








| 77 SOUTH MAIN STREET, MIDDLETOWN, CONN. ‘ NEW BRIGHTON, PA 
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‘rat (ane IN TOOL HISTORY 





oy (EZ 


Apa NO OBSOLESCENCE 


WN \, Gowers 95% "seta 


Only 3 permanent, all metal display assortments do the 












job! Buy a single assortment or the complete set —your 


small investment for all three merchandisers is unprece- 


dented in the tool industry. Once these units are installed, 














o ‘ 
steady, profitable sales will be yours! 
ATTACHMENT ASSORTMENT 
These rugged METCOID tools are precision made of 
12 POINT SOCKETS ATTACHMENTS finest steel . . . beautifully finished . . . fully guaranteed. 
Quantity Size Quantity Description All of the tools contained in these assortments are stand- 
; 4 : 3 oo Ratchets ard equipment with engineers, maintenance men, garage 
i 
4 A 2 10” Flex Handles uy repairmen, farmers and mechanics. 
4 WA} 2 3” Extensions 
4 a7) 2 6” Extensions 
4 V6 2 8” Slide Bars 
4 ~ 


Ht, $4450 fet" $9Q65 


Y2" ASSORTMENT ALSO AVAILABLE 





gnctory * Shes wome * AUp, 
| 


> 
BALANCED ° 


OPEN END 


V4 


fino 
No. 46%@ 
WRENCH ASSORTMENT 


























ws No. 38 PLIER and BOX-END OPEN-END § COMBINATION 
rless SCREWDRIVER ASSORTMENT WRENCHES WRENCHES WRENCHES 
liam Quontity Size Quantity Size Quantity Size 
hile PLIERS. SCREWDRIVERS 4 % x % 4 a the 4 he 
Quantity Description Quontity Description 4 Yr x %e 4 Yo x Ae 4 V2 
6 62” Thin Nose 6 4x %; 2 Vex % 2 Yax V% 4 %A6 
6 62” Slip Joint 6 Sxh 2 '4gx % 2 gx % 2 % 
4 8” Universal 6 6 x *e 2 Sex 2 "Sig x 1 2 Ag 
4 10” General Utility Ys 


2 
bine 2450 aor? $ERes jit $3650 Dealer's $435 





merscere METAL ENGINEERING COMPANY iiiinois 
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FOR HOUSEHOLD LUBRICATION 


~ LOCK-EASE 


, GRAPHITED 


ll kinds of locks 
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AMERICAN GREASE STICK COMPANY 


Muskegon, Michigan 
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Glaz-Fabrik Glaz-Screen Glaz-Screen Glaz-Screen 
(10x10 Mesh) (14x14 Mesh) (6x8 Mesh) 


A TYPE FOR EVERY CUSTOMER NEED 
BEST KNOWN FOR BUYER CONFIDENCE 


SOL-O-LITE—Ex!ra Heavy Wax Cloth—Retail Price 4]¢ 
per sq. yd 

GLAZ-FABRIK— Wax Cloth—-High Grade 
35¢ per sq. yd 

NU-V-GLASS — Transparent — Laminated — Retail Price 
56¢ per sq. yd 

GLAZ-SCREEN — 10 Mesh — Bright Galvanized Wire 
Plastic Coated—Retail Price 13¢ per sq. ft 

GLAZ-SCREEN — 14 Mesh— Galvanized Wire -— Plastic 
Coated—Retail Price 15¢ per sq. ft 

GLAZ-SCREEN—Large Mesh—Bright Galvanized Wire 
Mesh—Plastic Coated—Retail Price 96¢ per sq. yd 


Sol-O-Lite 


Retail Price 


Advertising Mats on Request 


y a Te fe MANUFACTURING CO. 
18 J } 4301 W. North Avenue 
wD ~~ E } ~—- Chicago 39, Illinois 
I 


ioneers of 24 Years Producing Window Material 








SELL SOL-O-LITE 
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LOCKS INC. 


ANAHEIM CALIF, 
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The answer 1s simple. No 


product can achieve such 
phenomenal success unless it 
fills a genuine need. Kwikset 
locksets do. They provide a 
high quality, low priced lock 
ot clean modern design and 
handsome finish, simple to 
install. 


There’s a Kwikset lockset for 
every door in the house. 

Each is engineered to do 
perfectly the job for which it 

is intended. Each is designed 
with simple beauty to enhance 
the appearance of the home. 
Each is built to stand up 
under hard usage. And, best 
of all, Kwikset locksets are 
priced to SELL! 


Every one of the more than 

5 million Kwikset locksets 
now in use is its own best 
testimonial. It’s easy to sell a 
lock for which there is a 
genuine demand. That’s why 
more and more dealers are 
handling the Kwikset line. 


Materials and Workmanship 
Unéonditionally Guaranteed 
Kwikset working parts of brass 
stamping or pressure moulded 
Zamak No. 5, and trim parts 

of wrought brass, wrought 
bronze or Zamak No. 5 are all 
precision engineered. 


Writc for file size catalogue. 


DISTRIBUTORS 


petko 


NDUSTRIES, INC. 


1107 East Eighth Street 
Los Angeles 21, California 
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here's the “ONE-TWO PLAN” that 
makes EXTRA BIG TOOL PROFITS 






Big tool business is THERE if you really want 
it. The way to get it has been proved by 
hundreds of Duro-Chrome Tool Dealers. 


First, these dealers cater to men’s buying 
habits; they realize that men buy where they 
know they can get what they want. So— 
these dealers feature the right-priced, quality 
line, the Complete line, and that’s Duro- 
Chrome, Second, they know that when a 
tool is well displayed it’s 90 per cent sold. 
So—they put the handsome Duro-Chrome Tool 


Display Boards to work getting quick turn- 
over on the most-wanted Duro-Chrome items. 


(1) Feature the full line, (2) Use the boards; 
that's the “One-Two Plan” which builds im- 
mediate and continuing Profits and Volume. 
Why not talk things over with your Duro- 
Chrome Distributor? He has helped others into 
the top profit brackets, he can do £ 

the same for you . . . DURO 
METAL PRODUCTS CO., 2649 
North Kildare Avenue, Chi- 
cago 39, Illinois. You begia by 


Writing fer 
Your FREE 
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DURO-CHROME TOOLS 


‘on Ry ei 
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You'll Sell Sets as well as Single 
Tools with Duro’s ‘One-Two Plan" 


Duro always has featured 
planned sales, matched sets 
and complete tool sets. Shown 
is the Duro-Chrome 49-piece 
set, including sockets ‘HOT 
BROACHED” for accuracy 
and 25 per cent greater 
strength—the finest! 
Pcoecececeseescecseoeeneeccs® 


SP PPT SSSHHSHSSHSSHEHSHHHSHHHEHOEHSHEEEEOOHSOHEOEHOOOE SEE EELS 
——. 
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for extra profits 


Thousands of Myers Hand 
Pumps are sold every month 
for use as the main water 
supply, or as auxiliary pumps 
on electrified properties. Con- 
sult your Myers Hand Pump 
catalog for details of these 
and other Myers Pumps in the 
most complete line available. 
Display your Myers Hand 
Pumps where customers can 
always see them. Then watch 
your sales increase. 


The F. E. MYERS & BRO. CO. 
Dept. P-51 Ashland, Ohio 


ta 


































gh Bip THE FINESy_ _ far \ower Price 





ALLOY STEEL 
COMBINATION PLIERS 


@ Gleaming HAND POLISHED Finish 
@ Drop Forged; Heat Treated; Milled Teeth 


Now, “Blue Bird” offers top quality, alloy steel 
pliers at popular prices! Drop forged, properly 
hardened and carefully tempered, these pliers 
represent 50 years’ experience in manufacturing 
fine quality tools. 


No. 370 Side-Cutting Combination Pliers, illus- 
trated, combine extreme strength and reliability, 
plus side-cutting feature for cutting plain of 
insulated wire. 


WRITE FOR COMPLETE CATALOG 


Bergman TOOL MFG., CO., INC. 


| r001s| 
BUFFALO 13, N Y 1573-1575 NIAGARA ST 


Established 1699—Manufacturing Fine Quality Tools For Over 50 Years 
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Heres The ©AMPBELL CHAIN 
i (7) 


GUN” t 

for 
PROOF COIL CHAIN and BBB COIL CHAIN 
in REGULAR and HOT GALVANIZED Finishes 


Campbell Chain now comes to you packed in tough, new fibre-board containers 
—made to withstand the roughest handling. 


Easter Jo Stock...Selt...Display/ 


No wood to splinter. Takes less storage room. No nails to snag hands or cloth- 
ing. Type and Working Load Limit printed on label for fast identification. 





CAMPBELL CHAIN Company 


PENNA 


Cam-(ajy fp 


ob 5 
WORKING Coup timit Mibedd rOUNe 


“AMPBELL CHAIN (emp 


YORK 


AVAILABLE IN 





These Sizes This Quantity 
3/16” 250 ft. 
1/4” 150 ft. 
5/16” 100 ft. 
3/8” 75 ft. 


CAMPBELL CHAIN Gompany, YORK, PENNA. 


(international Chain & Mfg. Co.) 
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KITCHEN CLOCK $@95 
DOOR CHIME 


That price tag puts Liberty’s Kitchen Clock 


Door Chime way ahead competitively. But price 


is only half the story—the quality is there, too. 
Silent, self-starting, U. L. approved clock is 
powered by a trouble-free sealed-in-oil move- 


ment. High-volume resonator type door chime 
sounds two notes for the front door, one for the 


rear—operates on any good bell transformer. The 
neat modern case, finished in white refrigerator 
enamel and trimmed in chrome is right at home 
in any kitchen. 
Size—9” high, 814” wide, 3%” deep (clock 
face 5” square). 
Standard Package—6 chimes (individual gift 


packs). 
Shipping Weight—(6 chimes) 28 pounds. 
PRUE, PEIN o:6i5 ose drmivitianeweayee cee $9.95 


(Fed, tax on clock $1.00 extra) 


MANUFACTURING COMPANY | 


SINCE 1924 
MINERVA, OHIO 


DOOR CHIMES, BELLS, BUZZERS, TRANSFORMERS. SIGNALING DEVICES 
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...FOR ALL YOUR 
HEARTH FURNISHINGS 


REG. U.S. G CANADA PAT. OFF 


. the pace setter... preferred woven metal fire 
curtain will bring you bigger-than-ever profits this 
year. Another hard-hitting national advertising cam- 
paign (our 17th consecutive) is adding to the loyal 
market that insists on Flexscreen. They'll demand 
Unipull ... Flexscreen’s superior fabric... the beauty, 
safety and convenience they find only in Flexscreen. 


— FRAME 
“ft Covse 2€€7/(, 


..-all the exclusive sales 

features of Flexscreen 

in an improved portable 

frame screen. Unipull 

slides the curtains open 

at the touch of one 

hand. Solid, attractive 

—with sizes for every 

customer. Nationally advertised 

this year—you’re surer than ever of volume sales. 


AND NOW 

..a sure-fire line of Fireplace Accessories, offered 
for the first time by Bennett-Ireland. Andirons, Fire- 
sets, Firelighters, and other accessories, specially 
designed as “companion pieces” to Flexscreen. 
With new items... national advertising ...eye and 
price appeal, the Flexscreen line will move faster 
than ever this year. Ask our representative to call, or 
write us for your catalog, at 1129 North Street. 


ry BENNETT - IRELAND TNC. ry 


NORWICH, NEW YORK 
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Now! Extra Christmas Profits with ARVIN! 


40% OFF 


‘ . _ on these Big-Selling 
Electrical Appliances 








America’s Most Wan 


Arvin Lectric Cook 
Grills! Fries! Bakes! Toasts! 


Beautiful for instant appeal! Efficient 
and dependable for years of faithful 
service! Cooking area equals 3 ten- 
inch skillets—holds 16 hamburgers, 8 
pancakes, or 4 toasted sandwiches. 
Automatic heat control. Signal light. 
Insulated base and handle. Under- 
writers’ listed. 3 to master § 95 
carton. 20 

















Arvin 34GR Waffle Grids 


An easy extra sale! Con- 
vert Lectric Cook to 
fully automatic 

waffle baker. < 


$400 








Arvin Dual-Control Iron, 





Arvin Automatic Toaster, 


a natural for gift shoppers! 
Cushioned pop-up; inspection 
knob; hinged crumb tray; ex- 
clusiive STA-WARM SHELF, 
given at no extra cost, keeps first 
slices hot till wanted. $91 50 
3 to a master carton. 


NEW BIG DISCOUNTS 


ueen of all de luxe irons! Magic 
atchman guards against too 
hot or too cool ironing surface. 
8-ft. reversible cord; $1}95 
double thumb rest. 
Arvin Automatic Iron, 
a truly modern iron at $995 
a money-saving price. 
3 to master carton. 


@ rey 


25 Service Stations from coast to coast 


for your convenience! 
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Arvin Safe-Guard Heater, 


automatically cuts current if 
heater is upset. Deliv-$}9 5 
ers 42 cu. ft. of warm 

air per minute. Oper- 95 
ates on AC only. $ T 3 4 
Model 103 fan-forced $Q95° 


heater only 


PLUS 





Master Carton Quantities \ 


ted Gift Appl 


ORDER NOW AND BE READY! 


Arvin 4-Square Automatic 


Waffler ... The World's Finest 


Prominent display of this gorgeous 
gift appliance means plenty of fast 
sales! Makes 4 full size waffles, uni 

formly delicious, as light or as dark 
. as wanted. Automatic heat control; 
} signal light tells when to pour bat 

| ter, tells when waffles are ready 
Insulated base and handle. Pre 
seasoned grids. Extra deep batter 


groove. Underwriters’ 
listed. 3 to 
master carton. 


am 





Arvin Radiant Heater, 


operates on AC or DC, actually 
a portable fireplace, perfect for 
homes, trailers, offices, ticket 
booths. Extra large heating 
element and corrugated reflec- 
tor spread heat over wide 
area. 6 to master 9 
carton. 


> 


POWERFUL NATIONAL 


ADVERTISING! 


Appliance Division 


NOBLITT-SPARKS INDUSTRIES, 


INC. 


Columbus, Indiana 


*Slightly higher in Zone 2 
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NEW 


LOW PRICED! 
A Fast Seller 


Nothing like it on the market! An exclusive 
“Ideal” model. Meets a long-felt demand. 
Can be hung in any corner (bathroom, 
kitchen, bedroom). Mirror 14” x 20” with 
stainless steel frame. Two glass shelves— 
large shelf space. Cadmium plated hardware. 


17 Models 


Write for descriptive litera- 
ture on our complete line of 
bathroom cabinets. 


Ideal 
Cabinet Corporation 


Division of Deslauriers 
Column Mould Co., Inc. 





7722 JOY ROAD DETROIT 4, MICH. 
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~~ 


‘Quick, On-the-Spot Delivery 


} 











| 
| 
| 
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Warm Morninc 
HEATERS 


@ You can continue to get all Models of WARM 
MORNING Heaters from SOUTHERN all through the 
balance of the season. The SOUTHERN network of 16 
warehouses and 10 offices assure you quick, on-the-spot 
delivery. No matter where you are located in the 27- 
state area we serve, there is a SOUTHERN office within 
easy telephone distance. Telephone any of our branch 
offices for WARM MORNING Heaters you need to fill 
out your stock. 


NEW OIL and GAS Heaters 


These new modern Circulator Oil 
and Gas Heaters which have been 
added to the WARM MORNING 
line are broadening sales and profits 
for more and more dealers. Model 
222 Oil Circulator Heater (right) and 

Model 322 Gas 
ve Circulator Heater 
4 6(left)are far ahead 
in design and effi- 
ciency. Exclusive 
interior construc- 
tion for exceptional 
heating performance. Large heating 
capacity—with that “extra reserve” 
for coldest weather. Beautiful two- 
tone, walnut-brown cabinets— with 
porcelain enamel lifetime finish. 
Nothing like them on the market. 
Stock ’em...show ’em...sell ’em! 


WARM MORNING Coal Heaters continue to 


lead sales in the coal heater field. Nationally advertised. 

Famous the Nation over for economical, efficient 

heating. Seven models—40 lbs. to 200 Ibs. coal capacity. 

@ Model 414—40 lbs.coalcapac- @®Model 522—100 lbs. coal ca- 
ity —A great low-cost promo- pacity New popular priced, 
tion model. streamlined heater. 

@ Model 616—60 Ibs. coalcapac- ®@Model 818—100 Ibs. coal ca- 
ity — Small in size, a big heat pacity — Beautiful in design, 
fully porcelain enameled. 

@ Model 422—100 Ibs. coal ca- 

capacity—The economical pacity—Deluxe cabinet circu- 

round radiant heater. lator.Fullyporcelainenameled. 
@ Model 524-B—200 lbs. coal capacity—The giant heat 
maker of the line. 


General Office: 333 North Michigan Avenue, Chicago 1, Hi. 
Offices in: ATLANTA, BIRMINGHAM, CHARLOTTE, CHICAGO, DETROIT, KNOXVILLE, 
LOUISVILLE, MEMPHIS, NASHVILLE, ST. LOUIS 


in Canada— Boon-Strachan Coal Company Lid.— Montreal 





maker. 
@ Model 520-B— 100 Ibs. coal 


(TJS-14-H) 
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‘Tuey’rE sTuRDY enough to be “everyday” —attrac- 
tive enough for the nicest occasions. That’s why 
these newest Libbey Safedge Tumblers christened 
“Emerald Swirl” will be a sure hit with housewives 
everywhere in a wide range of income brackets! 


You’ll have no trouble moving them off your 
shelves—fast! Just display them in the easy-to-carry, 
self-selling carton of six and the ladies will do the 
rest. Remember—shoppers everywhere know that 
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LIB BEY GLAS S  ro1eDo 1, on10 
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LIBBEY’S NEWEST 
SAFEDGE TUMBLERS! 





a 









No. 776— 
6 oz. Juice 


Libbey is the top name in glassware. They see it in 
eye-catching advertisements in leading magazines 
the year round. They’ll buy Libbey for the best buy! 

Move fast—get your stock of pre-packed “Emerald 
Swirl” Tumbler Sets for volume glassware sales and 
profits. Write, wire or phone your near-by Libbey 
sales ofice—or contact us direct! 


FEATURE ‘‘EMERALD SWIRL”’ 
IN THIS FAST-SELLING, SELF-SELLING 
DISPLAY PACKAGE FOR VOLUME GLASSWARE 


SALES AND PRCFITS! 
— 


ja LD be 












71 





R-V-LITE 
WINDOW MATERIALS 








R-V-LITE 


Simply cut to size with ordi- 









nary scissors and nail down 
tight with wood strips. 


FLEXIBLE - WEATHERPROOF 
SHATTERPROOF - EASY TO 
CLEAN - TOUGH 


INSULATING - ECONOMICAL 
TRANSPARENT 


(except 400-T which is translucent) 


TRANSMIT ABUNDANT HELPFUL SUN RAYS For 


a Meu 8-Roll Capacity — 
FLOOR FIXTURE 
NO. R-V 500-D 


cannes a veal sales wallop! 


Advertises and displays for you! Equipped with built-in 
patent-pending accurate measuring device, Feed Monitor, 
sturdy table with cutting groove .. . all of rugged steel 
finished in light grey baked enamel. 





STOCKIER PLANTS 
in GROWING FRAMES 


STURDIER CHICKS 
in POULTRY HOUSES 


HEALTHIER STOCK 
in BARNS & SHEDS 





EASILY INSTALLED FOR WADE VARIETY OF USES 





PROTECTION for 

SHEDS, GARAGES 

Also SUMMER KITCHENS e WORKSHOPS e PARTITIONS «¢ 

SKYLIGHTS e TEMPORARY WINDOWS IN NEW CONSTRUCTION 
e BASEMENTS e ATTICS 

e OUTDOOR SCAFFOLD PROTECTION FOR WORKMEN, ETC. 


Arvey .CORPORATION 


SUN-RAY BENEFITS 
for SUN PORCHES 


FUEL SAVINGS in 
STORM INSULATION 








Modernize your PRESENT R-V-LITE 
FIXTURE with TABLE ATTACHMENT 
UNIT No. R-V 600-DT. 

Includes table and .other devices 
similar to those on new fixture. 


ORDER FROM YOUR JOBBER TODAY! 
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tell them about the {%) COMFORT MASTER 


A-P AUTOMATIC CONTROL FOR OIL BURNING SPACE HEATERS! 


IF YOUR salesmen don’t know all about the 
COMFORT MASTER you're missing hundreds 
of dollars in fast easy sales — and the chance 
to please most of the space heater users in 
your town! 

Give your salesmen a chance to develop NEW 
SALES TO OLD HEATER CUSTOMERS—and 
extra sales to new heater buyers — with COM- 
FORT MASTER. Offers Automatic Tempera- 





A-P COMFORT MASTER Automatic Temperature Con- 
trol for oil burning space heaters. Model 240-ED for 
standard circulators; Model 240ETS for fan-equipped 
heaters. Simple to install. Saves Oil; assures uniform 


ture Control — heating comfort at the mere 
touch of Thermostat dial — to owners of new 
or old oil burning space heaters. Any heater 
made since 1939 and using A-P Model 240-D, 
U, or Y series manual controls. 


There are OVER 4 MILLION prospective cus- 
tomers today for the A-P COMFORT MAS- 
TER ... Hundreds in your own community! 





Colorful Counter Stand @ Display Card for 


Heater Mounting © Mailing Folders ® 
Newspaper Ad Mats ® “Album” Listing 
A-P Equipped Oil Burning Appliances ° 


temperature. Slide-Sound Film for Dealer Showing 
% Actual spot checks showed 4 out of 5 sales- sep eamen THIS COUPON TODAY ee 
men had not been told about AUTOMATIC 
CONTROL possibilities of oil heaters. - AUTOMATIC PRODUCS COMPANY 
| 2442 North Thirty-second Street, Milwaukee 10, Wis. 
| Please send us the following at once: 
1 . . « Complete information on A-P COMFORT MASTER for Oil. . . . Sales 
1 Helps. . . . Selling data for . . . salesmen. 
! Bis cicsiesen cenrctcserweminenrens caine 
Address............ sie 
DEPENDABLE Controls | ma 
£ Oil i G H “ { Signed by................----seeeeceeeeeees 
or eee Coa eee as eating | Our Jobber is. 
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PROFIT FACTS 


Q. What pot cleaner shows you a higher 
profit per sale? 


A. | it PROFIT CHORE GIRL 


The all-copper, non-rusting, non- 
splintering, pot cleaner that’s kind 
to fingers and hands. 





ae 


STOCK ME...DISPLAY ME 
AND YOU'LL PROFIT! 


“- ES SIR! It’s the HIGH 
PROFIT items like me— 
CHORE GIRL—that keep your 
gross margins up. As the leading all-copper pot cleaner, 
I’m a steady turnover product ... I take little room on 
shelf, counter or in stockroom ...I have no storage 
problems ...and I carry a higher margin-for-profit allow- 
ance. 


“Your customers know I never rust, splinter or get in their fin- 
gers. They see my friendly ads regularly in Good Housekeeping, 
Ladies’ Home Journal, Farm Journal, Country Gentleman, 
Woman’s Day, Family Circle . . . and in Nancy Sasser’s famous 
Buy-Lines column. 


‘ 


“Keep plenty of me in stock... well-displayed to remind 
your customers they need a fresh supply. Mr. Merchant, 
put me where I'll be seen and you'll profit...” 


‘‘“AND I MEAN 


HIGH 


PROFIT!”’ 


GIRL 


ROSELLE 19, N- 
ON, ONT 
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XTILE CORP. ° 


METAL TE ciao 


in Canad 
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For the Jobber 


PROTECTIVE DISTRIBUTION 


. the barest minimum of jobbers in every 
locality to assure greatest profit-making op- 
portunities. 


For the Dealer 
EXCLUSIVE SALES FEATURES 


. . . patented rubber collar, all-aluminum insert 
and other worthwhile “exclusives” that offer 
honest-to-goodness talking points. 


For the Consumer 


THE MOST FOR THE MONEY 


.. . 14 qt. sizes for instance, sell for no more 

than 12 qt. sizes of other makes. Most solidly 
built of all. Widest selection of colors and 
features. Unquestioned integrity of the manu- 
facturer, backed by over 30 years of building 
only one quality . .. the finest! 


Dealers, Jobbers: 


Feature and promote 
Sani-Can ,. . the first 
30 years ago, and the 
first in quality today! 
Investigate and invest! 


“Catalog sheet, Super 
Sani-Can_ titerature 


é ie: oS \ and full details mailed 
\ A promptly. Write 
be 


~catonene ere 


Sanitary Receiver Co., Ine. 


DUNKIRK, N. Y. 
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RID-JID -#éx Flow All-steel ironing tables have more 
values that build more sales. 








e@ Rid-Jid Air Flow Tables are made Rid-Jid Air Flow's 61% open area 


in both adjustable and regular mod- 
els. The adjustable has 6 leg adjust- 
ments to provide correct individual 
ironing height. 





e Rid-Jid Air Flow always provides 
@ smooth ironing surface that will 


provides full ventilation and quick 
dissipation of moisture for faster, 
easier ironing. 

Rid-Jid Air Flow's opening and 
closing features are fully automatic 
and unequalled. 








not buckle or bulge under heat. 





The RID-JID DELUXE with a guaranteed, specially-treated, warp-proof top 
provides an ever-dependable ironing surface. It is the very best in wood top 
ironing tables. 

Like the Rid-Jid Air Flow, it is equipped with the same exclusive automatic 
opening and closing features ...and it is available in both adjustable and 
regular models. 





RID-JID PAD AND COVER SE are spe- 
cially designed and tailored for Rid-Jid Ironing 
Tables. Truly matched combinations for match- 
less ironing. 
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eversing the trend of business in general, consumers bought more 
Revere Ware this year than ever before. There were very sound reasons 
for this. First, Revere Ware is the finest va/ve in cooking utensils. 
It gives longer service and better cooking results. So customers who have 
bought one piece keep on coming back for more. 
Secondly, its beautiful design makes it universally desired. Gifts of 
Revere Ware are always received enthusiastically. Thirdly, it is backed 
by constantly increasing advertising expenditures. More and more 
big color pages appear in the country’s leading magazines to send 
pre-sold customers into the nation’s stores. Fourth, and perhaps most 
important, Revere is constantly introducing new items, such as 
the beautiful DeLuxe utensil rack, that keep up the interest in the line. 
make new customers, bring back the old ones . . . Revere dealers 
who have really merchandised Revere Ware with their own advertising, 
window and counter displays, demonstrations, etc., have secured simply 
amazing results. Sales per square foot have been increased 20 or 30 times 
above the national average. Yes sir! 1949 has been a banner year for Revere 
Ware dealers so far. And for the far-sighted ones who were wise enough to 
stock up in anticipation of the big November and December sales, still greater 


profits are ahead. Get back of Revere Ware for constantly growing business. 


REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division, Rome, New York 
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The Famous WYTEFACE Steel Tapes 


plus an eye-catching 


Counter Display Unit 


are creating hardware-profit NEWS! 





\ 


he 


Drafting, 
Reproduction, 
Surveying Equipment 
and Materials, 
Slide Rules, 
Measuring Tapes. 





WYTEFACE* Steel Tapes are famous among hardware 
dealers for their obvious superiority . . . for the way 
exacting customers demand them. 

WYTEFACE Steel Tapes are easier to read in any light 
with their black markings on white background. The 
white surface will not crack, chip or peel. 

But K&E Does Even More 

To Help Build Your Profits! 

You can sell WYTEFACE with one of the most 
merchandising-minded metal counter displays in the 
business. It dramatically sells WYTEFACE Tapes... 









yi ~ 
CE cts 
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saves you inventory space ... makes your counter work 
easier. For instance... 


1. Your customers see the actual easy-to-read, black-on-white tapes. 
2. The glass front protects the tapes from handling and loss. 

3. Stock is held in the roomy back compartment. 

4. Sales features printed on the back help clerks. 


Next time you order WY TEFACE Steel Tapes and Tape 
Rules and Refills, ask your jobber for one of the two 
assortments which come packed in this handsome dis- 
play. You'll sell more much faster. 

*Trade Mark. W yteface Steel Tapes are protected by U.S. Patent 2,089,209. 


KEUFFEL & ESSER CO. 


EST. 1867 
DETROIT © SAN FRANCISCO ¢ LOS ANGELES ©* MONTREAL 


NEW YORK © HOBOKEN,N.J. © CHICAGO °¢ = ST. LOUIS 
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The information in our new general catalog is conveniently C 0 r b | n C a b l n € t L 0 C k 
2,089,209. arranged for ease in ordering. Every buyer of locks and Division 
hardware should have this book. A copy is yours for The American Hardware Corporation 
/ , New Britain, Connecticut 
the asking. 
MONTREAL 





7, 1949 HARDWARE AGE, NOVEMBER 17, 1949 79 











NOW! 


offer extra Russwin quality 
at no extra cost! 


Here’s news that’s worth dollars and cents to you! Now you can offer 


your customers Russwin premium quality at no extra cost. 


Check these Russwin features. Many builders were willing to pay 
extra for these features. Think what a boost your sales will get when you 


offer this hardware at no extra cost. 
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1. FAMOUS RUSSWIN ALL-STEEL RACK 
and PINION construction assures smooth, 
positive, troublefree action. 


2. LOCK HAS AUTOMATIC THROW-OFF 
SAFETY FEATURE in case of accidental 
closing of door. 
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ENTIRE LOCKING MECHANISM is housed 
within the lock case. 


4. WROUGHT STEEL CASE for maximum 
protection. 


5. FORGED BRASS BOLTS. 


6. DOUBLE COMPRESSION SPRINGS for 
easy latching and quick, firm knob action. 


7. WROUGHT BRASS OR BRONZE TRIM. 
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ALWAYS HAVE THE EDGE 


RUSSELL & ERWIN DIVISION ¢ THE AMERICAN HARDWARE CORP. * NEW BRITAIN, CONN. 
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Holes for 
wood or 
steel 
beams. 










Patented 
notched 
lock pin 
will not 

work 
loose. 
prevents 





And constant improvements have kept it first. 


* TEL-O-POST ce Gest Known 


Only post advertised regularly in Saturday Eve- 
ning Post and Better Homes and Gardens, making 
customers for you. 


* TEL-O-POST ce Jested Sest 


Prominent midwestern university engineering de- 
partment found TEL-O-POST stronger, safer. 


« TEL-O-POST <2 Safer - Easier to 


Tunstall Patented features assure safety, 
easy installation and operation. 


* TEL-O-POST <2 Packaged 


Attractive marked cartons—easy to stock—easier 
to sell. 


‘ * TEL-O-POST Sez 


That's why you should 
stock and sell ‘em. -—— 
Write today! ' 








Building Product 


SHARONSTEEL enews 











S Division 

RD STEEL COMPANY 

mont Avenue —_ Warren Ohio 

Send me informatio 
0 Distributorship 

Name 

Address 

City. 
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© Not just 
paint. 

but 
rubberized. 
non-sculf. 
lifetime 
paint. 









Sure 
grip 
floor 
plate 
will not 
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To replace broken panes — 


Sell Fennvernon.. . not just ‘window glass’ 


ANp youll find—like hundreds of other hardware dealers have discovered — that this will mean 
satisfied customers: people who will come back again and again for other purchases. 
For “Pennvernon” is window glass at its best. It has excellent visional properties. And its 


brilliant surface finish, on both sides of the sheet, makes it possible to glaze either side out. So, 





to replace broken panes, always sell “Pennvernon” — not just “window glass.” It’s good business. 


Pennvernon Window Glass 


PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS 


PITTSBURGH PLATE ae ee COMPANY 
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DOG RUNNER CHAIN 





KENNEL CHAIN 





-make good chain customers 


Dog chains are “in season” the year’‘round. Every owner of a dog is responsive to 
your suggestion that he buy a chain for it. ® Your AMERICAN CHAIN distributor offers 
you just about every kind of dog chain there is, made of good strong Tenso or Elwel 
twist link weldedchain. ® Agood assortment ofdog chains, well displayed in your store, 
can be a good source of year-round profit. Ask your AMERICAN CHAIN distributor. 


AMERICAN ‘ 


AMERICAN CHAIN DIVISION makes all types of electric welded 
and fire welded chain; all types of weldless chain made of 
formed wire or stampings; a complete line of chain fittings, 
attachments and assemblies, repair links, cotter pins, hooks. 


0 o York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, . 
é Pittsburgh, Portland, San Francisco, Bridgeport, Conn. AME 
> Rie 


Be. AMERICAN CHAIN DIVISION AN 
AMERICAN CHAIN & CABLE : 


GEORGE SCHMIDT 
Senior Plant Manager 
at York, has been 

an American Chain 
man since 1920 
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Your Congressmen Are Home Now, 
Contact Them on Taxing Co-ops! 


OST Representatives and 
Senators are back home at 
this time and will not like- 

ly return to Washington until after 
the new year. They should be quite 
accessible. by telephone, wire, let- 
ter or, better still, by personal 
visit. Between now and the end of 
the year tax-paying businessmen 
will have their greatest opportun- 
ity to talk with their Congressional 
representatives about taxing co- 
ops and other tax evaders whose 
daily activities are in direct com- 
petition with them through the un- 
fair advantage of certain tax ex- 
emptions. 

Representative Noah Mason 
(R., Ill.) had on the docket a pro- 
posed bili which would serve two 
useful purposes—eliminate excise 
taxes and tax the present untaxed. 

It is, or was, HR 5064. It may 
now have a new number designa- 
tion. Appropriately it was ex- 
plained as “A bill to raise one bil- 
lion dollars of new tax revenue for 
the U. S. Treasury without adding 
to the burden of any presently tax- 
paying individual or corporation.” 
Officially it was titled “A bill to 
impose income taxes on the busi- 
ness income of certain exampt cor- 
porations.” It was well known that 
it could not get any attention be- 
fore the recent Congress adjourned 
but it is pretty well established that 
this bill even though it may have 
a new number designation, will 
come up early when the Congress 
reconvenes early in January, 1950. 
That is one of the reasons why it 


is important to start fighting now. 
For the first time, to my knowl- 
edge, this subject is getting some 
real consideration and _ proper 
backing. Let’s all of us get behind 
this and stick with it. 

While your Senators and Repre- 
sentatives are home during the cur- 
rent recess period—-see them. If 
you can’t, call them. Get other tax 
payers in your community to do 
the same thing. The possibility of 
getting some favorable action on 
such legislation was never as good 
as it will be in the early days of 
the next Congress early in Janu- 
ary, 1950. 

While the excise tax elimination 
affects only a relatively small part 
of hardware selling, it is obviously 
a potent hand-maiden of any pro- 
gram which will place proper taxes 
on co-ops and other tax evaders. 
Therefore, the combination should 
have an appeal to many of your 
fellow townsmen and should be re- 
membered as a factor which hard- 
ware men can use to encourage 
jewelers. leather goods dealers, 
etc., to get interested in tax re- 
forms. 

It is clear that substantial econ- 
omies in governmental operations, 
highly desirable and vitally needed, 
are difficult to accomplish because 
primarily it means taking many 
“faithful party workers” out of the 
public feed trough—a__ practice 
which knows no party lines but a 
factor, unfortunately for the tax 
payers, that seems to be almost 
standard in political circles. 
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Let’s get back to the question of 
tax equality, specifically taxing 
the co-ops as they should be taxed 
on a basis parallel to the levies 
imposed on those with whom they 
compete. A great many readers 
have been thoughtful enough to 
send me copies of the letters and 
wires they have sent their respec- 
tive Senators and Representatives. 
Some have sent me the replies, if 
any. which they have received 
from “their public servants in 
Washington.” Most of such replies 
are most non-committal and a few 
actually evasive. 

One of the most interesting, and 
significant, of such replies that | 
have seen is the form letter which 
Senator Robert A. Taft (R., Ohio) 
has sent to those who have written 
him about tax equality. It reads 
as follows: 

“T have your letter advocating 

a reduction of some of the ex- 

cise taxes and the, taxation of 

cooperatives. I have received so 
many letters on the subject that 

I find it an impossibility to write 

a personal reply to each, as I 

usually do. I hope, therefore. 

that you will excuse the use of 
this form letter. 
“I recently voted to report 

out of the Finance Committee a 

bill reducing most of these ex- 

cise taxes, and I shall be glad 
to support that bill on the floor 
of the Senate. I am inclined to 
think the Senate will pass it, but 
the difficulty lies in the Ways 
and Means Committee of the 
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House of Representatives. Un- 
der the Constitution, the House 
has the power of originating 
revenue measures, and the Ways 
and Means Committee is not in- 
clined to give much considera- 
tion to the Senate amendment 
making such a_ substantial 
change in fiscal policy. The Re- 
publican Leader in the House, 
however, Mr. Joseph W. Martin, 
Jr., is doing all he can to secure 
action by the House Committee. 

“With reference to coopera- 
tives, if the House sends over a 
general tax revision bill, the bill 
will be considered promptly by 
the Finance Committee of the 
Senate, and at that time the 
question of taxing cooperatives 
will be given carefull attention. 


“I have not made a sufficient- 

ly complete study to form a 

definite conclusion. In general, 

I have felt that cooperatives 

should be taxed on the amount 

of their profits which is set aside 
to build up working capital, but 
not on the moneys returned an- 
nually to members or other cus- 
tomers. This view is subject to 
revision when both sides have 
presented their cases before the 

Committee.” 

To me, the really significant fac- 
tor is that Sen. Taft had to resort 
to a form letter, because, as he 
states, “I have received so many 
letters on the subject, etc.” That 
is good and is the best argument 
in the world for continuing to 
bombard both Senators and Repre- 


= — oo 


sentatives on this subject. This 
form letter indicates that there is 
activity and that is what is needed. 
Believe me, the co-ops are not 
asleep nor are the other types of 
competing business operators who 
enjoy tax exemptions. They are 
wide-awake, active, alert and most 
articulate. If tax equality is ever 
going to be accomplished, NOW is 
the time to get at it and tell our 
respective representatives in both 
houses of the Congress where we, 
as voters and tax-payers, stand. 

Surely no better opportunity 
was ever at hand that the present 
with so many of our Senators and 
Representatives home during the 
current Congressional recess. 

LET’S GET AT IT IN A BIG 
WAY! 


32 Million Political Mutes 


NE of the rallying cries of the 

American Revolution was. 
“Taxation without representation 
is tyranny.” Americans in 1776 
were willing to go to war for the 
right to have a voice in the govern- 
ment that taxed them. 

What have we done with that 
blood-won right? In the 1948 na- 
tional elections, some 4014 million 
American citizens of voting age 
helped support the Federal gov- 
ernment but exercised no voice in 
it. Of about 90 million citizens 21 
years old and over, 49.4 million 
went to the polls. 

The special session of the 81st 
Congress recently debated the poll 
tax and its effect on limiting the 
voting franchise. Seven states now 
require poll tax payments from 
voters. But actually the votes lost 
for no good reason at all are 10 
times the total lost as a result of 
poll taxes and other handicaps. 

Here is a tax outlook estimate 


of our non-voting citizens of vot- 
ing age: 

Disqualified for felony convic- 
tions, about 300,000. 

Voters unwilling or unable to 
pay poll taxes, about 2,050,000. 

Citizens disqualified for illiter- 
acy, 1,142,000. 

Americans who just don’t care, 
are too lazy or absentminded, 37.- 
000,000. 

Emerson said, “of all debts, 
men are least willing to pay the 
taxes. . . . Everywhere they think 
they get their money’s worth, ex- 
cept for these.” 

Are the 37 million Americans who 
are too lazy or too disinterested 
to vote satisfied that they are get- 
ting their government dollar’s 
worth? A current version of the 
1776 battle-cry might go: “Tax- 
ation without representation is 
tyranny—self-imposed.” 

The above was furnished by the 
National Tax Foundation. Pur- 


Co 


posely, it was not prepared for 
publication until the day prior to 
the 1949 Election Day—which 
from a national standpoint is not 
going to be too important, other 
than in special local situations. [ 
wanted to avoid any accusations of 
partisan politics, in view of the 
fact that there has been a long 
string of one-sided national elec- 
tions—and unhappily most of them 
were elections in which too many 
franchised citizens did not vote. 
No true American will quarrel 
with majority opinion in local, 
state or national elections but it 
seems to me that all of us should 
deeply deplore what looks like a 
growing apathy toward exercising 
the voting privilege. 

Another factor, of which I am 
very conscious, is that many of 
those who are critical of what is or 
is not done by the office holders 
are often those who didn’t regis- 
ter or vote, locally, or nationally. 


Said Abraham Lincoln Years Ago: 


47QQOU cannot bring about pros- 

perity by discouraging thrift. 
You cannot strengthen the weak 
by weakening the strong. You 
cannot help the wage earner by 
pulling down the wage payer. You 
cannot further the brotherhood of 
man by encouraging class hatred. 
You cannot help the poor by dis- 
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couraging the rich. You cannot 
establish sound security on bor- 
rowed money. You cannot keep 
out of trouble by spending more 
than you earn. You cannot build 
character and courage by taking 
away man’s initiative and inde- 
pendence. You cannot help men 
permanently by doing for them 


what they could and should do for 
themselves.” 


Epitor’s Note—John Tomajan, 
president, The Washburn Co., Wor- 
cester, Mass., used this quotation as 
retiring president of the X Club dur- 
ing the recent wholesalers-manufac- 
turers Atlantic City Convention. Mr. 
Tomajan has since had many re- 
quests for copies of this quotation. 
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RIGHT NEXT DOOR 
TO YOU ARE GooD 
PROSPECTS FOR 
ILCO UNIVERSAL 
DOOR CLOSERS 





Guarantee 


The ILCO UNIVERSAL DOOR CLOSER is 


litionally g teed for two years. Failure to 





perform efficiently for any reasons (other than mis- 
application or misuse) during that time will be im- 





mediately adjusted. 











Next time you walk down your block, take a quick check on 
the store doors that would be better equipped if they had 
new ILCO UNIVERSAL CLOSERS. The butcher, the 
baker, the druggist . . . every single one has steady in-and-out 
traffic all day long. 

Show them the ILCO UNIVERSAL, the closer that’s made 
to shut doors gently, quietly . . . right down to the final click 
of the latch. Point out how they automatically eliminate the 
constant nuisance of doors that slam, or stand ajar. 

Then when you mention the fact that ILCO UNIVERSALS 
are ready for quick, easy installation by anyone you'll be 
surprised at the way your door closer sales . . . and profits 
... will spurt. 


ILCO UNIVERSAL CLOSERS MEAN 
FOOLPROOF INSTALLATIONS 





Nobody has to be a mechanical genius to mount an ILCO UNI- 
VERSAL. It goes up quickly and easily with a screwdriver; 
complete instructions are furnished with every closer. And since 
it fits either left- or right-hand doors, it reduces stock required 
to cover every installation. ILCO UNIVERSAL CLOSERS are 
available for immediate delivery with any style bracket and 


hold-open feature. 
ot ANCHEs In 


2 5 
2 CO 
‘Neipat c* 


10 


INDEPENDENT LOCK COMPANY - Fitchburg, Massachusetts 
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Shadow 


box units atop ledges feature items in usually difficult display spots. 


Display and Showmanship 





838 


lds bhi f) F 2 
hi \’ Floor coverings, 


eueere both yard goods 

i. : and tile, are at 
the front of the 
store. Customers 
find this an ex- 
tremely pleasant 
and roomy spot. 


ry 
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Partially masked windows serve to attract attention to the displays within. 


Pay Off in South Dakota 


W hether it is a window display, complete kitchen 
setup or giftwares, Arthur Johnson manages to 
do a job that succeeds in attracting customers 


| display 


methods and a high degree of 

showmanship have served to build 

business for Arthur Johnson, op- as _ 
. and, 

erator of the Marshall-Wells store ain — pene a 

in Yankton, S. D. Mr. Johnson. blue silk that 





a former department manager for adds a note of 
a mail order store, uses display 
ideas that have brought many of 
Yankton’s 6,798 inhabitants to 
his store as customers. 

Not very long ago, Mr. Johnson 
staged a special showing and dem- 
onstration in connection with the 
sale of kitchen cabinets and sinks. 
These items were featured in one 
of his display windows but they 
weren't displayed in the customary 
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glamour, holds a 
display of port- 
able radios at 
the front of the 
store. Not many 
people pass it— 
they stop. 
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fashion. Part of the window was 
painted white to resemble a folded 
stage curtain and the merchandise 
behind it seemed to be featured on 
a stage. Neat copy informed pass- 
ing housewives about the items on 
display and invited them to come 
in and inspect them. 

Radios were featured in another 
window at the same time. That 
window was also painted white 
with a clear circle in the middle 
through which the radios could be 
seen. A third window featuring 
appliances was also treated in the 
same fashion, the space in this in- 
stance being octagonal in form. 
Dressing up the windows in this 
fashion served to give them a de- 
cidedly unusual appearance which 
resulted in attracting the curiosity 
of passers-by. 


Radio Display 


Another effective idea of Mr. 
Johnson’s concerns the display of 
portable and table model radios. 
He had a special step-up stand 
constructed and draped it with 
blue silk. The radios reposed 
upon the silk-covered steps in a 
manner that was both distinctive 
and eye-appealing. 

The ledges between the tops of 
sidewall fixtures and the ceiling 
are often awkward places to han- 
dle from a display standpoint but 











The special model kitchen setup illustrates what may be done in 
a compact space. This display is near the center of the store. 


Mr. Johnson has succeeded in us- 
ing this area in an effective man- 
ner. He installed a white trim 
area along the walls above the 
ledges and placed an indirectly il- 
luminated shadow box display at 
intervals of every 15 or 20 ft. 
Items displayed in these shadow 
boxes attract a maximum of atten- 
tion from everyone in the store. 


The shadow boxes are large 
enough to hold sizable items. In 
fact, there was ample space in one 
of them to accommodate a wash 
basket. 

In the middle of the main floor 
is a model kitchen display which 
is in effect a separate room. The 
floor has an excellent floor cover- 
ing and the housewife who walks 


Glassware and 
dinnerware dis- 
plays run right 
up to the front 
window and seem 
to be a part of 
the window dis- 
plays. Part of 
this section uses 
glass_ shelving 
with mirror back- 
grounds. 
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Concealed lighting units above this brush display help catch the 
eye—ard the customer. Brushes are between the paint section and 
an unusual display of utensils. Arthur Johnson, owner, is at left. 


upon it gets the impression that 
she is entering a real kitchen in a 
home. This centrally located 
model kitchen attracts many femi- 
nine browsers and numerous sales 
have been traced to it. 

Mr. Johnson also has a plastic 
miniature model kitchen set which 
he uses when talking to prospects. 
Pieces are movable and can be ar- 
ranged to suit the dimensions of 
the kitchens of many prospects. 
In short, the prospect can have a 


Across the store 
is the sporting 
goods department 
which also runs 
clear to the win- 
dow. Fishermen's 
equipment takes. 
the limelight in 
this spot and it 
attracts anglers 
who are passing 
the store. 


rm 
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visual example of the way in 
which her kitchen can look. 
“Prospects are often lukewarm 
when looking at a model kitchen 
and ask a few questions as to ar- 
rangement and price,” says Mr. 
Johnson. “However, as we dem- 
onstrate what can be done, by 
means of the small plastic models. 
many of them become interested 
and we often make sales as a re- 
sult. That’s why we display model 
kitchens where the store traffic can 
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see them. You never know when 
some regular store customer will 
become a model kitchen customer 
as a result of seeing this interest- 
ing display.” 

The floor covering section is at 
the rear of the store with a large 
table containing a display of rub- 
ber tile in the center of the area. 
Floor linoleums stand on end and 
are in racks at the rear and at one 
side of this section. 

“There are many people in this 
district who lay their own floors,” 
says Mr. Johnson. “If a man is 
handy at this type of work, we 
give him all the extra advice he 
needs and offer to inspect the job 
if he so desires. Once a man has 
completed a satisfactory floor-lay- 
ing job in one room of his home, 
he is encouraged to try his hand 
with other rooms.” 


Paint Brushes 


Mr. Johnson also has some ef- 
fective display ideas with regard 
to paints and paint brushes. Many 
of his brushes are displayed in 
fan-fashion on a_ sidewall panel 
while additional stocks of brushes 
are shown below them on shelves. 
The store does a large business in 
both paints and brushes and the 
large stock of brushes helps boost 
sales. for Mr. Johnson encourages 


Continued on page 127) 
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Modernization Brings Jump 


Campbell Hardware Co. experiences 20 per cent 


increase following improvements. Open display 


is an 





Open display is the rule and it applies both to 


# 
~ 
oy 


important factor in producing results 


center aisle tables and sidewalls. 


Men's merchandise is at the left, women's at the right, paints are at rear of store. 


A FATHER - AND - 


SON combination has produced 
excellent results for Campbell 
Hardware Co., Coeur D?’Alene. 
Idaho. The father is Harry C. 
Campbell, who is assisted in opera- 
tion of the store by sons Bob and 
Don. An example of their success- 
ful family team work is the mod- 
ernization program which they 
completed in 1947 and which suc- 
ceeded in raising sales by 20 per 
cent. 


Open Display 


A main point in the moderniza- 
tion was installation of open, self- 
service fixtures. This principle was 
followed throughout, with both 
wall shelving and island displays. 
The store is long and relatively 
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narrow and a single row of dis- 
play islands runs its entire length 
to the paint department at the 
rear. Islands were built low 
enough so that customers can see 
all parts of the store from virtually 
any point. Good illumination aids 
in accomplishing the same _pur- 
pose. An attractive store front 
with backless display windows, en- 
ables passing foot traflic to see 
the interior from the street. 

A full line of giftwares has been 
carried over from the former store. 
This merchandise was first brought 
in during the war when many 
other hardware items were hard to 
get. They proved their worth dur- 
ing that period in their ability to 
attract women shoppers, so both 
housewares and gift items have 
been retained and expanded since 
that time. Today, these items oc- 


cupy the favored spot at the front 
of the wall shelving on the right 
hand side, as well as the front dis- 
play island, 

This merchandise has _particu- 
larly strong appeal for tourists who 
visit Coeur D’Alene in consider- 
able numbers, especially during 
summer months. Coeur D’Alene, 
a town of approximately 15,000 
population, is located on the shore 
of Coeur D’Alene Lake. a well- 
known Pacific Northwest scenic 
heauty spot. 


Responsibility Divided 


One reason for the effective 
working combination of the Camp- 
bell family, is division of responsi- 
bility. Harry Campbell, who 
founded the store and operated it 
alone while his sons were growing 
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p | in Stores Annual Volume 


up, still controls general store 
policy and passes on major de- 
cisions. Day-to-day conduct of the 
business is vested primarily in his 
sons, with Don in charge of the 
paint department. Bob does the 
purchasing for other departments 
of the store. There is one male 
employee, and one woman who 
has charge of the feminine section. 


System Functions Well 


This set-up gives opportunity 
for each son as well as the em- 
ployees, to learn the merchandise 
thoroughly in their particular de- 
partments. Don has learned, for 
example, that he can do a more 
expert job of selling paint after 
reading up on the subject in tech- 
nical books. He also learns by 
asking professional painters about 
jobs they are working on and how 
they are doing them. He is thus 
able to give competent, qualified 
advice to less well informed cus- 
tomers. Paint, an exceptionally 
good traffic item, is located in the 
back of the store with the wrap- 





The store front catches the eye of the passers-by 
for the entire interior may be seen from the street. 
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1 it The paint department at the rear is a complete unit, even to its own wrapping 
ing table. Brushes and other paint accessories are featured in display at right. 
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Tools occupy the front of the wall section at the left. There's plenty 
of merchandise on sidewall and shelving and it's all easy to examine. 


ping counter directly in front of it 
and brushes at one side. 


A specialty of Bob’s has been 
the garden material department. A 


Twelve-Month Display and 


4 ENEVER you display 
inadequately, your sales 
suffer,” states E. M. Zivitz, owner 
of the Alabama Hardware Co., 
Mobile, Ala. And this, coupled 
with the maintenance of a full toy 
inventory the year around, has 
been instrumental in building his 
“Magic Toyland” volume. Mr. 
Zivitz also advises, “Estimate your 
yearly planned sales and keep the 
inventory up to the proper figure. 
Slack sales in toys may only be 
the result of poor inventory!” 


Attends Toy Fair 


Mr. Zivitz, himself, does all his 
buying, and doesn’t miss the New 
York Toy Fair each year, when 
orders are planned and tentatively 
booked. Having a good selection 
of goods at any time of the year is 
one of the best ways of building a 
toy department reputation—and 
this department can well take ad- 
vantage of the wheel goods de- 
mand in spring, summer, the good 
weather days. Then there is a con- 
stant demand throughout the year 
for toys for birthdays and other 
events in children’s lives. Twenty 
per cent of the store's total inven- 
tory is in toys. 
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Spur Toy Sales 


The toy department occupies all 
of the second floor, except for a 
balcony opening and office space, 
and into this is packed the massed 
display of wheel goods, games, 
dolls, mechanical toys, and play 
sets. This toy department is so 
placed that sales in this depart- 
ment may be made by sales clerks 
in the other parts of the store dur- 
ing slack seasons, with special help 
added during the pre-Christmas 
period. 

The stairs leading up to the sec- 
ond floor toy department are at the 
rear of the store, and sales clerks 
can spot customers going up these 
stairs and accompany them. This 
cuts overhead so that the only cost 
of maintaining the toy department 
is the time necessary to make in- 
ventory checks, cleaning, and dis- 
play re-arrangements. 

Though this toy department has 
been in operation only two sea- 
sons as a year-round proposition. 
a large neon sign on the front of 
the building now advertises the 
“Magic Toyland” on the second 
floor, and about 50 per cent of the 
store’s budget of 2 per cent of the 
total sales volume is used for toys. 
During the pre-Christmas period 
full-page advertisements are run in 





tie-in with the promotional pro- 
gram of a garden equipment 
manufacturer brought good results 
here. In this case, the store simply 
sent the manufacturing firm a list 
of garden prospects, to whom the 
manufacturer then mailed its own 
promotional literature. This, of 
course, referred the prospect to 
Campbell Hardware. Sales of gar- 
den materials increased substan- 
tially as a result, with an increase 
in seed business of 200 per cent 
within one Education of 
customers leads to a demand for 
the quality national brands which 
the firm carries. 

Another policy of the firm is to 
be satisfied with a reasonable 
mark-up on all merchandise. This 
gives good volume in sales through 
repeat business of satisfied cus- 
tomers. 


year. 


Inventory 


the various Mobile newspapers. 

A lay-away plan is heavily pro- 
moted on toys. A good six months 
to a year prior to Christmas, the 
plan is advertised to customers to 
set a schedule of payments so that 
toys will be paid for and ready 
for delivery on Christmas. Large 
signs in the toy department call 
attention to this plan. 

The store devotes at least 25 per 
cent of its display space to toys. 
A big formal opening of the toy- 
land on July Ist sets the keynote 
for the fall merchandising. 


Meets Competition 


Competitive prices are watched 
constantly so as to meet compe- 
tition on toys. “We simply price 
our merchandise properly in the 
first place,” Mr. Zivitz states, “and 
never hold clearances, though, of 
course, we occasionally mark 
down individual items and adver- 
tise the price. We work our busi- 
ness on maintaining constant turn- 
over rather than in holding big 
sales events.” This does not mean 
that he overlooks seasonal sales 
and promotions, but that he gen- 
erally does not go in for promo- 
tions based purely on price cuts. 
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264 S. MAIN 


SPECIALS 


GALVANIZED 6x14” 


Built-In 


(woop) 


ith IRON REST and 

CAST IRON SWIVEL, 

Rough-in_ size. 14x57 '2 
° COMPLETE 


$7.50 


e or too small, 
REAL VALUE AT 


Compleie Line © 


264 S. MAIN 


Some samples of the type of classified ads 


ENDERLE 


HARDWARE 






Builder's & Contractor's 


Eoundation Vents 18c 


lroning Board 


CABINET PU LLS, Chrome 


Regular 25¢. On sale at 15¢ 


Bri or mail your 

JILDERS — ring 

BU oe are list. We figure complete 
_— FREE ESTIMATE. None 
arg 


PORTING GOODS 
Guns, Shells, Fishing Eqpt. 


Tools—Hand & Power 


re 
Enderle Hardware ,. 
Cor. 3rd & Main. Free Parking. 264 S.M 








ENDERLE 


HARDWARE 
264 S. MAIN 


Builder's & Contractor's 
SPECIALS 


Foundation Vents 18c¢ 
GALVANIZED 6’’x14”" 


SHOPSMITH 


5 MACHINE TOOLS IN ONE 
Lathe 8-inch saw 


Disc 
Ss Sander 
Horizontal Drill Press 


$159.50 $195.50 


Without Motor With Motor 


Cabinet Pulls, Chrome 


Regular 25c. On sale at 15¢ 


BUILDERS — Bring_or mail youl 
hardware list, We ficure complete 


ENDERLE'S jobs. FREE ESTIMATE. None too 


large or too small. 
REAL VALUE AT ENDERLE'S 


Sporting Goods 
Guns, Shells, Fishing Eqpt. 
Complete Line of 
Tools—Hand & Power 


Enderle Hardware 


AIN : MA-7781 
Cor. 3rd & Main. Free Parkins. 








ENDERLE 


HARDWARE 
264 S. MAIN 


Builder's & Contractor’ 
SPECIALS 





Foundation Vents |8c 


GALVANIZED 6''x14” 


BRAND NEW 


Shopsmith 
(lathe. 8” saw, 
Gril] press & Sota” ral antes ) 
{ Tools-in-One) 
ves ti 
COMPLETE WITH NOTOR 


$195.50 


Descriptive folder sent free. 


CABINET PULLS, Chrome 
Cab. pulls (plastic) Se 4 ioc 
BUILDERS Bri 
BLE _— ng or mail 
arewere Nat. We figure complete 


FREE 
large or tee a IMA 'E. None too 
U 








REAL VALUE AT ENDERLE’ 
SPORTING GOODS 
Guns, Shells, Fishing Eqpt. 
Complete Line of 
Toolk—Hand & Power 


a Enderle Hardware 


AIN 
Cor. 3rd & Main. Free reeset 











used by the store. 


Two Business “Bird Dogs” Build 


Business in Precision Tools 


Te Enderle Hardware 


Co.. 264 South Main St., Los An- 
geles, Cal., is using two business 
“bird dogs” to fetch customers to 
the 30-year-old store. 

The firm leans heavily on these 
two business builders to bring 
customers into one of the best 
stocked stores on the West Coast 
__a stock which includes a $200.- 
000 inventory of precision tools. 


Classified advertisements and early opening 
hours have aided the Enderle Hardware Co. 
in obtaining two annual turnovers in this line 


What are the two “business bird 
dogs” which, incidentally, help 
turn the precision tools stock 
twice each year? 

1. For the first time this year 
the firm is using classified ads in 
two of the area’s leading Sunday 
papers. This is the main printed 
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salesmanship which tells the hard- 
ware store’s story to hardware 
users. 

2. Enderle Hardware Co. opens 
at 7:30 in the morning to provide 
service to persons who need tools 
or builders’ hardware, or any 
other items, before reporting in a 
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shop or on a job. It’s a time saver 
for many customers. 

Are these methods bringing re- 
sults? 

Frank C. Enderle, president of 
the company, says this: 

“The classified ads surprised 
me. For 30 years, we, and the 
store’s previous owners stuck to 
display advertising. I didn’t have 
much faith in classified ads. 

“But I gave it a try the first of 
this year. We’re getting better re- 
sults at less expense from the class- 
ified ads this year, than we did 
from larger display one year ago 
when business conditions were 
better generally.” 

And the firm is using classified 
ads in the same newspapers which 
it used previously for display. 

The store’s best results accord- 
ing to Mr. Enderle are obtained 
from the Sunday metropolitan 
papers. 

Enderle Hardware runs a 6-in. 
ad in the Los Angeles Examiner. 
and another in the Los Angeles 
Times. Both run the ad under the 
general heading “Miscellaneous 
for sale.” 

The response, according to Mr. 
Enderle. comes from as far away 
as San Jose, Cal., 300 miles north. 
and Phoenix and Tucson. Ariz.. 
400 miles east. Recently the firm 
advertised obsolete pattern latches 


Aiuer 


Culery [adis-t 


which it wanted to clear out. In 
a short time 500 were sold out 
following their appearance in the 
classified ads. 

Machinery ads aimed at shop- 
smiths also do well, as do adver- 
tisements carrying builders’ hard- 
ware items. 

Mr. Enderle keeps close check to 
see which of the two newspapers 
has the pulling power. 

Practically each Sunday he runs 
one different item in each ad. Or 
he may have some phrase which 
will help him determine the re- 
sponse to the overall ad. The 
April 3 advertisement, for exam- 
ple, in both papers carried a 
power tool item. Both carried 
the same description. But one had 
in addition, the line “Descriptive 
folder sent free.” 


Early Opening 


The other “bird dog” for busi- 
ness building makes friends for 
the concern. That is, many cus- 
tomers appreciate the chance to 
do their shopping at 7:30 a. m. 
This not only allows them to shop 
before going to work. It permits 
them to park on the busy down- 
town street before the 8 a. m. ban 
on parking goes into effect. 

The 7:30 opening is unique in 
Los Angeles. Two members of the 


2l-man crew volunteer their ser- 
vices at this early hour. Their 
eight-hour day is finished early in 
the afternoon. 

So popular is the early opening, 
that the two men are kept hopping 
to take care of shoppers. Women 
in the garment district come in 
for scissors. Carpenters, and con- 
tractors load up with materials be- 
fore reporting on the job at 8. 

Since Enderle’s stays open from 
7:30 to 6 p. m., the rest of the 
sales staff works “staggered” hours 
so that each person works an eight- 
hour shift. Some men report at 
8, others at 10. These last are on 
duty until closing time. 

The Enderle family has been ac- 
tive in the hardware business since 
1918. Founder of the first enter- 
prise. a furnace and sheet metal 
hardware manufacturing _ plant. 
was Frank X. Enderle, father of 
the three sons now carrying on 
the business. 

Executives of the firm, in addi- 
tion to Frank C. Enderle, are his 
two brothers, Art Enderle, vice 
president, and Emil Enderle, secre- 
tary-treasurer. 

The three brothers also operate 
two other modern hardware stores 
in California, one at 115 East 
Colorado Blvd., Pasadena, and an- 
other at 937 West Valley Blvd.. 


Alhambra. 





The store's corner location is an added asset when the early opening hours are considered. 
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Key Business Figures 
For Hardware Executives 


Here is a compilation of The National Wholesale 

Hardware Association, indicating which operational 

figures its members consider most important to 
executives for running their businesses. 


iia figures for 
executives are a compass enabling 
them to steer a course safely on 
the profit side of the ledger. These 
figures (and how frequently they 
pass across executive desks) help 
to evaluate current operations and 
determine future business conduct. 

Based on members’ experiences 
in providing their key personnel 
with periodic reports of sales, in- 
ventory, collections, gross margin, 
and other operational figures, this 
report of The National Wholesale 
Hardware Association, Philadel- 
phia, Pa., is published with its 
special permission. 

The operation of retail hard- 
ware business parallels, though on 
a narrower scale, that of a whole- 
sale hardware business. Hence, 
with some trimming, these statis- 
tics can prove to be a valuable 
guide for those dealers who wish 
to have a current and periodic 
yardstick of their business condi- 
tion. 


Breakdown in Chart Form 
The breakdown of the whole- 


salers’ replies has been arranged 
in chart form to provide a quick 
study of the key figures with which 
they provide their executives. 
Heading the list are those on sales, 
inventory, bank balance, accounts 
receivable and operating expenses. 
Inventory, accounts receivable and 
operating expense reports are 
issued monthly by the majority of 
wholesalers while sales, and bank 
balance reports are relayed daily. 
Other types of reports and the fre- 


quency with which they are issued 
will be found in the chart. 

Some members reported more 
fully on the type of statistics de- 
veloped and provided to their 
executives. A few of those reports 
follow: 


From a member—‘ Cash _posi- 
tion and sales checked every few 
days. Each week a tabulation of 
the number of orders received 
from each salesman. 

“Monthly a complete report of 
the entire operations for the month, 





ITEM | No. 


Members 


Sales. . | 83 40 


Reporting | Daily 


Frequency of Reports 


| Semi- 
Weekly | Monthly | Quarterly} Annually 


| 


6 35 2 


| 


| (Some of the above have various comparisons provided with 
these figures such as tabulation of sales for the month-to-date, 
year-to-date, last year’s figures, etc.) 
} J , 


Inventory. . 44 6 
Bank Balance 34 28 


6 | 32 
2 4 | 


| (Three of those providing daily figures have a breakdown of 


daily deposits and daily payments.) 
| | 


| 


Accounts | | 
Receivable . 31 | i! 3 17 | 
| (A few make comparisons with the previous year; a few also 
| express accounts receivable in the form of the,number of days 
| business they represent.) 
Collections. . | 14 10 4 
Delinquent | 
Accounts..... .| 7 ; 2 5 
Purchases.......| 23 10 3 10 
Accounts Payable; 20 9 1 10 
Purchase | 
Liability.......| 11 7 | 4 
Gross Margin... .| 8 3 | ; 5 
Payroll Figures _.| 5 3 1 1 
Operating 
Expenses. . 31 30 1 
Profit and 
Loss Statement 22 1 18 2 1 
Balance Sheet. 14 14 





Types of statistical reports. 
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the fiscal year to date with com- 
parisons against the same month 
of the previous year to date. This 
report of seven pages includes: 
first page summary of expense, 
sales, collections, receivables, num- 
ber of days’ business on books, 
inventory, turnover, purchases, 
and freight on purchases. The 
second sheet is an asset and lia- 
bility statement, exactly as our 
auditor draws it up at the end of 
each fiscal year. 

“The third sheet is a statement 
of earnings and expense of opera- 
tions and is drawn up exactly as 
our auditor draws up our annual 
report at the end of the year. 


Detail of Expenses 


“The fourth sheet is a complete 
detail of expenses, broken down 
into four major classifications: 1. 
administrative (14 sub-heads) ; 2. 
warehouse and handling (14 sub- 
heads) ; 3. selling (5 sub-heads) ; 
4. fixed charges and miscellaneous 
(9 sub-heads). This detail of ex- 
pense pretty generally follows the 
association breakdown, except that 
in some cases we break it down a 
little further. 

“The fifth sheet shows depart- 
mental sales. We have our busi- 
ness broken down into 23 mer- 
chandise classifications and on this 
sheet we show the sales in each 
for the month and the year to date, 
and the comparison with the previ- 
ous month and year. 


Inventories and Turnover 


“The sixth sheet shows depart- 
mental inventories and turnovers. 
We figure our turnovers by de- 
partments, in an effort to control 
our overall turnover better. The 
sheet reveals comparisons with 
previous month and year also. 

“The seventh sheet lists in- 
dividual salesmen’s sales for the 
month and the year to date and 
the comparison with the previous 
year.” 

From a_ second member:— 
“Every morning the following 
figures for the previous days are 
placed on my desk: our sales; 
number of items; number of 
charges; tonnage in and tonnage 
out. Also a daily bank report 
showing deposits and payments for 
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the previous day, and net balance 
in the bank for the previous day. 


“We do not keep any figures on 
a weekly basis but we do get quite 
a long report each month. Monthly 
figures are: sales; percentage of 
profit; credits which include re- 
turn goods, price errors, billing 
errors, order department errors, 
salesmen’s errors, policy adjust- 
ment; receivables reduced to num- 
ber of days; tonnage incoming and 
outgoing; estimated merchandise 
on hand and on order; payroll; 
expenses broken down as follows, 
insurance, donations, advertising, 
credit, collections and legal, mail 
and postage, telephone and tele- 
graph, heat, light and water, travel- 
ers’ expenses, prepaid freight and 
freight allowances, catalog ex- 
pense, stationery, maintenance and 
repairs, and general expenses other 
than noted above; balance sheet; 
estimated profit and loss account.” 


Report of Sales 


A third member reported: “The 
daily figures consist of a report of 
sales to date for each month com- 
pared with the same number of 
days of the corresponding month 
of last year, as well as the sale 
for the day. Weekly we supply our 
executives with a report of the in- 
crease or decrease in inventory. 
Monthly we provide comparative 
balance sheets for this and last 
year; sales and earning statements 
for the month and year to date 
compared with the corresponding 
month and year to date for last 
year; expense figures for the month 
and year to date ‘compared to the 
budget for the month and year to 
date, and compared to the month 
and year to date for last year; 
and a breakdown of the salary 
and travel accounts, department- 
ally. We also furnish a cumulative 
comparison between expense fig- 
ures and budget figures with the 
overs and unders to date and a re- 
port of the budget performance 
for the month just past, showing 
overtime as well as a comparison 
of individual accounts with budget 
accounts. 

“Another monthly report is 
computed from the line item count 
during the month. It furnishes 
the executive with the number of 
items written and the number 


HARDWARE AGE, NOVEMBER 17, 1949 


short, the number of items filled 
from bin stock and the number 
filled from the off-the-floor goods; 
the percentage in each of these 
categories, itemwise and dollar- 
wise, and the value per item in 
each of these categories by depart- 
ments. It also shows the average 
value per order by departments 
and overall, the cost per order, 
the cost per item, and finally the 
number of items filled per day dur- 
ing that month. 


Merchandise Report 


“The merchandise report for the 
month shows the figured inventory 
by departments. This is arrived 
at through adding the purchases, 
freight, city buy and returned 
goods to the inventory for the 
previous month and deducting 
sales. It also shows the percentage 
of gross profit by departments and 
overall. This merchandise report 
is figured for the month as well as 
for the months to date. The sales 
department receives a report of its 
salesmen’s performance both as a 
whole and by merchandise depart- 
ments each month. This is also 
figured to date at the end of each 
month. All major department heads 
receive monthly the same budget 
comparison figures that the man- 
agement receives but their reports 
contain only the figures applying 
to their own departments. 


Past Due Accounts 


“In addition, the credit depart- 
ment prepares a monthly list of 
accounts which are past due, age 
by months, and list of all accounts 
on our ledger whose balance is 
over :$1,000.00 at the end of each 
month. 

“One other report which goes to 
the management and the head of 
the buying department, is a 
monthly report of inventory and 
commitments for each department, 
from which is computed each 


month an inventory quota for 60: 


days ahead. With the exception of 
this commitment report, all of the 
above are ready by the second or 
third of the month. The commit- 
ment report, because of our han- 
dling of orders, must be delayed 
until the fifth or sixth.” 
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Business Must Serve the Public 
To Be Successful 


The ultimate size of a business is "dictated only by the 
aggregate demand of its ultimate customers” says du Pont 
president. Growth in an industrial enterprise, he emphasizes, 
is pleasing customers, employees and stockholders. The 
company’s success comes through new products and new 
processes developed in its own laboratories, he declares, 
citing the fact that "Sixty per cent of du Pont sales in 1948 
consisted of products that were not in commercial production 
in 1928—just two decades ago.” 


By CRAWFORD H. GREENEWALT* 


President, 
E. |. du Pont de Nemours & Co. 
Wilmington, Del. 


W. all want a stronger 


America—-a more _ prosperous 
America—an ever better place in 
which to live. We have won-for 
ourselves the highest living stand- 
ard in the world, and the benefits 
of our economy are spread among 
all our people, perhaps not so 
widely as we would like, but never- 
theless more widely than in any 
other country. 

As a nation we are not content 
lo stay put. We are eager to push 
ahead—to reach ever higher—to 
spread the benefits of our produc- 
tive genius ever farther. 

The quarrel comes not in what 
we want to accomplish but how 
best we can get at it. 

That is where the problem of 
higness in business first rears its 
head. We have big business—we 
have always had it. 

But many people now seem to 
regard big business as in some 
way inimical to the public interest. 
They look upon large corporations 
as “monopolies,” “concentrations 
of economic power,” selfish and 


*From an address, Sept. 29, 1949, 
before the National Press Club in 
Washington, D. C. 


heartless, seeking economic ag- 
grandizement for themselves at 
the expense of the rest of the 
people. Believing that, it is a 
natural consequence to favor the 
use of political power to restrict 
corporate activities, to bring their 
operations under the control of the 
government, and in some cases to 
break them up. 


Customer Satisfaction 


Any one who has studied the 
economic problems of the nation 
must know that these premises are 
wrong. A business, whether it be 
big or little, to be successful must 
serve the public interest; and if a 
business grows it does so because 
the quality and price of its prod- 
ucts win public confidence. Its 
ultimate size is then dictated only 
by the aggregate demand of its 
satisfied customers. There is a 
clear difference between protecting 
competition and protecting com- 
petitors, and true and lasting eco- 
nomic progress lies in encourag- 
ing the most efficient producers so 
that all people may have more and 
better things for their money. 

Actually, growth in an industrial 
enterprise has only one connota- 
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(Fabian Bachrach) 


CRAWFORD H. GREENEWALT 


tion—and that is success in pleas- 
ing three groups of people—its 
customers, its employees, and its 
stockholders. That is no easy task. 
The record also shows that there 
is nothing static in that success 
once it is achieved. If you will look 
at the lists of the largest industrial 
corporations in this country year 
by year since the beginning of the 
century you will see that success 
in business, as in any other en- 
deavor, is indeed a fugitive thing. 
Most of us have forgotten that 
some of the’leaders of a genera- 
tion ago ever existed, and that is 
because the decision that led to 
their downfall or shrinkage was 
taken, not by government, but by 
the most powerful body in this 
country—the customers with dol- 
lars in their hot hands searching 
eternally for lower costs and bet- 
ter quality. 

The du Pont company is suc- 
cessful and it is big, and in saying 
that I am merely reciting cause 
and effect. Those of us who are 
responsible for its management 
are thoroughly and painfully aware 
that that success comes about 
through public acceptance of the 
goods and services we offer. 
Should we ever fail in maintaining 
that acceptance, we will lose busi- 
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"A business is simply a pool of people's resources—the resources of a group of 
employees, of a group of investors to accomplish a given task. Since there is a 
limit to what any one man will risk, the larger the task the bigger the pool must 
be. If we want low priced automobiles, low priced radios, low priced television 
sets, we must have a large team of people to work and venture so that the benefits 
of mass production can be applied to those products.” 

—Crawford H. Greenewalt 


a | 
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ness and someone else will gain 
it. And that, gentlemen, will bring 
about a breakup of what has been 
called the “du Pont industrial 
empire” far more quickly and far 
more devastatingly than any out- 
side attack. 

“Monopoly” is a word in the 
glossary of modern terminology 
which is much used, and much 
abused. We now have a legal in- 
terpretation that says “monopoly” 
is the manufacture of a large share 
of any product by any one com- 
pany regardless of how competi- 
tive that product may be with 
other materials doing the same 
job. To add to the legal confusion, 
the word “share” appears to mean 
anything between 30 and 100 per 
cent depending upon circumstances 
which are also as yet undefined. 

The political interpretation of 
“monopoly” seems to be that any- 
one who is big has it, and very 
recently we have been given the 
concept that if as many as three 
or four companies have a majority 
of a market they are said to be 
monopolists, or “oligopolists” as 
the erudite call it, regardless of 
how intense the competition be 
between them. 


Means "One Seller" 


Actually monopoly means “one 
seller,” and the test of monopoly 
is whether the buyer of any 
article has freedom of choice in 
fulfilling his requirements. If he 
can make his purchase from only 
one source, then a monopoly ex- 
ists, even though that monopoly 
may be a perfectly legal one, such 
as the purchase of electric power 
in many of our communities. But 
if he can select from among sev- 
eral materials, each of which will 
to a greater or less extent relieve 
his need, then no monopoly in any 
real sense exists. The choice be- 
comes that of the customer and 
he can buy or refuse to buy with- 
out compulsion and according to 
his best judgment. 

The term “monopoly” has also 
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been given the implication that it 
is intended to smother or to ex- 
clude competition. The chemical 
industry is popularly depicted as 
a haven of monopoly, yet it is in 
fact one of the most competitive 
industries in the world. 


Chemical Competition 


There are something like 9,000 
companies engaged in the manu- 
facture of what the Census Bureau 
describes as “chemical and allied 
products.” As a corporation, the 
du Pont company is the largest of 
these and has roughly 8 per cent 
of the trade in this segment of 
American industry. Individually, 
however, few of our products lead 
their fields. In most instances our 
leading competitors are more im- 
portant factors than we in many of 
our markets. 

In the paint field, Sherwin- 
Williams is bigger than du Pont 
and both of us fight for business 
among nearly 1,200 active com- 
petitors. American Viscose is 
larger than we in viscose rayon: 
Celanese in acetate rayon, and 
there are about 15 other important 
companies in those fields. Union 
Carbide is bigger than we in plas- 
tics; Allied Chemical in nitrogen 
products; Eastman Kodak in pho- 
tographic film; Dow in chlorine 
products and also in insecticides. 

I say that without shame—be- 
cause it comes about as a matter 
of deliberate policy—a policy of 
diversification which I believe has 
operated in the interests of the 
consumer, of the du Pont com- 
pany, and of the public at large. 
With limited resources for capital 
expenditure, we have no wish to 
strive for a fixed percentage of 
any market. To do so would pre- 
vent us from exploiting to the full 
the new developments produced in 


our research laboratories, and that 
I think is our greatest challenge 
and our greatest responsibility. 
Any success we might have in ex 
cluding competition in viscose 
rayon, in paint, or in sulfuric acid 
might very probably make us miss 
a neoprene synthetic rubber, a 
Cellophane, or a nylon, and that 
would be advantageous neither to 
us nor to the public. 

For the du Pont company, and 
I believe this is also true for the 
chemical industry, | can say cate- 
gorically that our present size and 
our present success have not come 
about through a process of stifling 
competition by absorbing com- 
petitors. 

It has come about through the 
new products and new processes 
that have been developed in our 
laboratories, and the proof of that 
statement is in our sales figures. 
Sixty per cent of du Pont sales in 
1948 consisted of products that 
were not in commercial produc- 
tion in 1928—just two decades 
ago. 

Experience in other countries 
has shown that the hand of mo- 
nopoly is a dead hand indeed. It 
profits no one, least of all the 
company that attempts to prac- 
tice it. 


Competition Strengthens 


The du Pont company has ex- 
isted for nearly 150 years in an 
atmosphere of free and vigorous 
competition. We have done well 
under that system and we like it. 
Competition is a prod that keeps 
us continually on our toes. We 
think we are stronger because of 
it; we think we would be weaker 
without it. The opportunities for 
growth and service in our industry 
through the development of new 
things are limitless. It is utter 
foolishness to think that growth 
in any of its varied phases can be 
brought about only by the elim- 
ination of other manufacturers. 

It should be obvious to anyone 
that big businesses are essential in 


(Continued on page 136) 


"And our success in the future, if we are fortunate enough to have it, will come 
not because we have taken business from someone else, but because we are able 
to keep that stream of new products and improved processes continually flowing. 


—Crawford H. Greenewalt 
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School and College Students 
Provide 30 Per Cent of Volume 


Avon Hardware, in Providence, R. |., does a large percentage 
of its business with local students and advertises in all school 
and college publications throughout the area. 


W. EN Joseph S. 


Valentino opened the Avon Hard- 
ware Store, 279 Thayer St., Provi- 
dence, R. I., a little over a year 
ago, he found himself in a small 
group of selected stores in a high 
class residential section. There 
are many single dwellings and 
apartment houses, representing 
persons of medium and high in- 
come brackets. These people have 
patronized the store very well and 
are customers of the best type. 
They buy quality merchandise, pay 
cash and have the means of pur- 
chasing whatever they want. 


Many Nearby Colleges 


The store is also located in the 
very heart of the city’s school, and 
college area. Within a short dis- 
tance there are seven large and 
well known colleges such as Brown 
University, Pembroke College, 
Bryant College and also the Moses 
Brown, Katherine Gibbs, Wheeler 
and Lincoln Schools. These are 
known nationally and have students 
from all parts of the country. 

This means that large numbers 
live in nearby fraternity, sorority 


and rooming houses. Some group 
together and have apartments. 
Hundreds of students live within a 
short distance of the store. Away 
from their permanent homes. these 
young people are on the own as to 
buying and getting along. To Mr. 
Valentino’s amazement, they pro- 
duce fully 30 per cent of his total 
annual sales volume. They pay 
cash and the business is steady 
throughout the college and school 
year. 

“The biggest factor in getting 
this business,” says Mr. Valentino, 
“is of course the location. These 
voung people buy where it is handy 
and location is the basic factor. 
Our store is so located that hun- 
dreds of students pass directly 
every day, and many go back and 
forth any number of times a day. 

“We advertise in every school 
and college publication in the area 
with a regular schedule throughout 
the academic year. These are gen- 
erally small ads, mostly of the re- 
minder type, and they keep our 
store name before the students at 
all times. They create a valuable 
amount of good-will because the 








U NAME IT —WE HAVE IT 


Avon Hardware & Paint 
279 THAYER STREET 


HOUSEWARE — GIFTWARE 


1 DAY SHOE REPAIRING 


students come here to solicit ad- 
vertising and they are pleased when 
merchants give them an order for 
space, 

“The next important factor is 
the type of merchandise. College 
men and girls range in age from 
18 to 25 in most cases. They are 
young and modern, and want new 
things. They are impressed with 
new gadgets, with bright colors 
and modern appeal. Show a col- 
lege man a new invention or a 
new item, and he’s interested. We 
find they are always willing and 
eager to buy something new, to 
experiment. 


Wide Range of Purchases 

“As for the variety of merchan- 
dise they buy, you would be sur- 
prised. They are excellent cus- 
tomers for all electrical merchan- 
dise, including clocks, desk and 
bed lamps, percolators, electric 
sockets, wiring equipment, exten- 
sion cords and electric bulbs. They 
are always ‘rigging up something 
in the electrical line and improv- 
ing the lighting in their rooms. 
They buy flashlights, curtain rods, 
rod fixtures, paper goods, tack 
hammers, and small screws. They 
buy drinking cups, paper baskets, 
batteries, some outdoor picnic and 
camping equipment and supplies, 
and some dry goods. 

“The fellows trying to go 
through college on the inexpensive 
side are excellent prospects for 


(Continued on page 129) 











Here are examples of ads run by the company in school and college 
papers. In original form, the one above was two columns wide and 
2 in. high. The one at the right is reproduced in original size. 
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Avon Hardware & Paint Co. 
279 THAYER STREET 
Providence, R. 1. GAspee 1-9786 
HOUSEWARE 
SHOE REPAIRING 
You Ask for it We Have it 
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The new store was created by joining two 
old structures and modernizing them both 
inside and out. In oval is shown the sign 
used when firm was founded 25 years ago. 


13,000 Registered on 


Modernized establishment opened 25 years after firm was 
founded. During first month new store showed a 200 per 
cent gain in business over same month in previous year. 
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Di: forerunner of the 


Kincl Hardware Store, Taylor, 
Tex., a town of less than 8000, was 
the Taylor Saddle Harness Shop, 


Frank Kincl, proprietor, which 


opened on April 21, 1924. A 
quarter of a century later, on April 
23. 1949, to be exact, a thoroughly 


Showing part of the opening day 
throng which came to see the new 
store and enjoy its entertainment. 
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Here is part of the hardware section. Despite the supporting columns, there is an appearance of un- 
interrupted display which attracts the customers. Most of the merchandise is shown in open units. 


Kincl's Opening Day 


modern store was opened with 
“Everything for the Home, Farm 
and Ranch.” The opening was ad- 
vertised in circulars sent to 6000 
people on the county poll tax roll 
and in newspapers. The first day’s 
registration totaled 13,000 and 
each registrant received a gift. It 
is estimated that total visitors on 
that day numbered from 18,000 
to 20,000 as many of them did not 
register. 

Did the idea of modernization 
pay? Business showed a 200 per 
cent gain over the same month last 


Appliances and giftwares are very 
popular and these neat and invit- 
ing displays help do their part. 
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year, in the store’s first month of Kincl Hardware announced its 
operation. removal to new and larger quarters 
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in a letter-size circular, printed in 
blue ink which showed an illustra- 
tion of its new store. The circular 
also referred to the firm’s new 
store as, “The most complete hard- 
ware, appliance and sporting goods 
store in central Texas.” 


Public Informed 


Two weeks prior to the opening 
of the new quarters the company 
ran a six-page circular which was 
distributed throughout its entire 
trade territory which extends about 
50 miles around Taylor. This was 
supplemented by daily newspaper 


This area of the 
store is given 
over to a display 
of commercial re- 
frigeration units 
in a number of 
different types 
and sizes. 
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cds and radio announcements. 
During the entire construction 
period, from September, 1948, to 
April 1, 1949, the company ran ads 
in newspapers and featured radio 
announcements telling people about 
construction progress and hinting 
at, though not revealing, the ap- 
proximate time of its opening. 

A large number of distributors 
and their representatives were pres- 
ent on the store’s opening day and 
but for their help, says Louis A. 
Kincl, general manager, “it would 
have been impossible to wait on 
the great crowd. The sporting 
goods department which is located 


Oo O 


Tools and items 
of masculine in- 
terest are shown 
in this section. 
Bulky items are 
shown on ledges 
above the side- 
wall fixtures. 


0 


on the mezzanine floor drew more 
than 10,000 visitors and a very 
good business was enjoyed on the 
opening day.” 


The New Store 


A wall separating a former feed 
store and refreshment parlor was 
torn out, and the two units were 
made into a modern structure 
shown in these pages. The side- 
walk and floor level were lowered 
about 18 in. to eliminate three 
steps from the street to the floor 
level. A sweep of plate glass was 
installed along the entire front of 
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the two units and an upstairs dis- 
play window was constructed over 
half of the front. A single high 
and small display window and 
modern side entrance, under the 
canopy that extends the entire 
length of the front, was installed 
on the side street. Another win- 
dow, also under a canopy, was 
installed at the store’s rear en- 
trance on the side street. 


Air-Conditioned 


The building is completely air- 
conditioned and all plumbing, elec- 
trical, sheet metal and air-condi- 
tioning work was done by various 
departments of the company. An 
illuminated sign, on the front, and 
half of the building’s height bears 
the name “Kincl” and above the 
canopy are the words—“Hardware, 
Sporting Goods, Appliances.” The 
exterior walls of the store are of 
white stucco. 


Attractive Color Scheme 


The store interior is in ocean 
green, from the ceiling line ap- 
proximately 3 ft. down. One wall 
is ivory and two are peach colored. 
the ceiling being of ivory colored 
insulation material. Steel beams 
supporting the ceiling were covered 
in plaster and then painted ivory. 
The store’s west wall, devoted to 
showings of appliances, has an 
ocean green background. 

The wrapping counter and ac- 








In the plumbing and electrical section there is a wide area of the 
ceiling devoted to a display of ceiling lighting fixtures. Booths 
along the wall house a number of complete bathroom installations. 


counts receivable departments are 
built around the staircase. Main 
offices, sporting goods, commercial 
refrigeration and used merchan- 
dise departments are located on the 
mezzanine floor. The second floor 
includes the sheet metal shop, 
plumbing and electric service 
shops, as well as refrigeration shop 
and warehouse for appliances and 
shelf hardware. Heavy hardware is 
warehoused in another building. 


The Organization 


The Kincel organization employs 
28 men and women in addition to 


the four partners, each of whom 
devotes his entire time to the busi- 
ness. Partners are Frank Kinel, 
Sr., president; Louis A. Kinel, 
general manager: Arnold Kincel, 
plumbing and _ electrical depart- 
ment, and Frank J. Kinel, sporting 
goods department manager. At 
present, the store employs four 
outside appliance salesmen, each of 
whom has a quota of $4,000 sales 
per month. Salesmen are paid 
small salary plus commission and 
are not retained in the organiza- 
tion if their volume falls under 
their assigned quota for three 
consecutive months. 
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Here is part of 
the store's well 
stocked sporting 
goods section. A 
well illuminated 
and extensive ar- 
ray of firearms 
is particularly 
noticeable here. 
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There is plenty of space for demonstration in the power tool department. 


Power Tools 
A Ngjor Line in 
Town of 5,300 


Regular demonstrations by store staff and 
periodic ones by factory representatives help 

lark-Deaver Hardware Co., Springdale, 
Ark., exceed $15,000 annual volume in line 


Aerio GH the town 


has a population of only 5300, 
power tools add $15,000 to the 
yearly volume of the Clark-Deaver 
Hardware Co., Springdale, Ark. 
Daily promotion does the good 
work. 

The power tool department, es- 
tablished in 1945 with a few units 
placed cautiously on display, is 
now rated by a distributor as being 
the second largest in the state in 
point of yearly volume. 


15 Hooked-Up Units 


In the permanent department 
which is arranged in the center of 
the store, there are 15 units 
hooked up, ready to be demon- 
strated at any time. They attract 
hobbyists, craftsmen, and farmers 
who do much of their own con- 
struction work. Those farmers are 
broiler and egg producers and 
orchardists, with comfortable, 
steady incomes. Cultivating them 
as customers of the power tool de- 
partment adds materially to yearly 
volume. 

The power units on the floor 
consist of radial arm saws, shap- 
ers, drill presses, metal lathes, 
wood lathes, and other power 
tools. There is also a well-lighted 
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display of accessories, such as 
moulding cutters, dado heads, mo- 
lors, paints, varnishes, repair 
parts, and many other smaller 
items in demand by customers who 
own power tools. 

H. R. Clark, one of the partners. 
says that practically every item in 
the department is a fast seller and 
turns several times a year. 


Power Tool Inventory 


Starting in 1945 with an invest- 
ment of less than $500 in the de- 
partment, the store now carries a 
power tool inventory of about 
$5,000. In addition to the actual 
volume done on merchandise sold 


from this department there are 
many other resulting sales. H. G. Clark demonstrates the use of a radial arm saw. 
f Demonstrations are the rule in this hardware store. 





Power tools receive continuous 
promotion in the store, starting 
with one display window, where 
tools are always shown together 
with a sign inviting the customer 
to come in for a demonstration. 


That demonstration does not 





town mean a_ semi-annual promotion 
5300, staged by a factory representative. 
> the It means the skilled demonstration 
eaver that H. R. Clark gives. 
Ark. “If such a department is to pay,” 
good he says, “it must be in charge of 
someone who understands power 
t, es- tools and who can talk the lan- 
units guage of the craftsmen who use 
y, is them and teach the hobbyist.” 
being Small pieces of wood of various 
te in kinds are kept on hand at all times 
for these individual demonstra- 
tions. The customer tests the ma- The prospect is taught the use of a power tool. Then comes the sale. 


chine on the spot by doing his own 
sawing, shaping, and drilling. 





ment 
er of . 
nits No Crowding 
mon- Another bit of advice that Mr. 
tract Clark passes on is to have plenty 
mers of room for this department. It 
con- must not be crowded, he warns. 
Ss are The foundation of volume is active 
and demonstration, which cannot be 
able, carried on_ successfully unless 
them ample space is provided. Every 
I de- unit on his floor has enough space 
-arly around it for adequate demonstra- 
tion of the tool itself and any ac- 
floor cessories that are used with it. 
hap- When Mr. Clark sells a power 
thes, tool he stresses accessories, parts, 
wer and repair service. The best tool 
hted wears out or breaks with use, he There's an ample stock of power tool accessories and they move rapidly. 
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Athletic equipment for schools and clubs is another major line 
that occupies but little display space and has a rapid turnover. 


points out. But even in this little service on any power tool bought 
city of 5300 population, the cus- from the store. 
tomer can get fast, skilled repair Once or twice a year a well-pro- 





Floor coverings represent the third major department that 
adds $15,000 to the annual volume of this establishment. 


moted demonstration is given un- 
der the direction of a factory rep- 
resentative. About 100 invitations 
are sent to vocational training in- 
structors, carpenters, and hobby- 
ists. Two daily demonstrations 
are given, the first from 2:30 to 
5:30 p.m., the second from 7:30 to 
10:00. These hours catch the car- 
penters as well as hobbyists who 
are employed during the day. Re- 
freshments are served at the dem- 
onstration. 

“A prosperous small town can 
yield fine volume on power tools,” 
Mr. Clark says. “The potential 
sales are there, ready to be culti- 
vated—the hobbyists who would 
have their own homeworkshops 
with a little encouragement; the 
carpenters who must do wood- 
working on the job with portable 
tools; and the farmer who would 
like to modernize and keep his 
farm in a good state of main- 
tenance. 

“All of these customers respond 
to power tool promotion. Then if 
they are served by the dealer who 
understands his lines and backs 
sales with service, the customers 
keep coming: back.” 


Time Payments 


Many of the higher priced units, 
some selling for about $400, are 
bought on extended terms. The 
store does not carry its own paper 
on the long-term purchases, but 
assists the customer in contacting 
the outside financing company. 

In addition to power tools, this 
store has two other major lines, 
each of which adds $15,000 more 
to yearly volume. One of these is 
the floor-covering department. 
Two mechanics are kept busy lay- 
ing linoleum for this department. 
The head mechanic scouts the 
town for sales to both individuals 
and commercial accounts. Aggres- 
sive salesmanship has made the 
store known throughout the sur- 
rounding territory as a_ highly 
satisfactory place in which to buy 
linoleum. 

The third major line is athletic 
equipment for schools and organ- 
ized teams. Active salesmanship 
and advertising has built growing 
volume on this profitable line that 
takes little space in the store for 
display. 
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It's easy to see the store interior from the sidewalk. Floor-to-ceiling win- 
dows, good lighting and open-type displays make the window a showcase. 


Volume Totalled $140,000 in 
First Year, $190,000 in Second 


DO IT NOW! 
DON’T WAIT! 


OUR 
Plumbing 
NEEDS 


Can have the fast dependable service 
that is needed. 


Just Phone 760 * 


For The PLUMBING SERVICE You Want. 
No Job too Small—No Job too Large 


YOUR 


Heating 
NEEDS 


Y 


Should be taken care of 


NOW 


Before cold weather comes 


BUY NOW— PAY IN OCTOBER 


Save up to 10% NOW 


Install your heating equipment 
Floor Furnaces—Circuletors—All Types of Heating 





One of Moran's smaller ads in re- 
duced form. It was three columns 
in width and 10's in. in height. 
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Net profits for Moran's Hardware & Supply for 
first year were 14.9 per cent. Incentive pay 
plan and advertising aid in stimulating sales 


Bax in 1946 when 


John Moran was still managing an 
automotive chain store in the town 
of Lamar, Colo., he asketl himself 
a question—a question, inciden- 
tally, which likely occurs to many 
a youthful chain store employee 
“TI wonder how much business | 
could do in a hardware store of 
my own?” That was the unspoken 
question which went through his 
mind, 

In May, 1947, Mr. Moran in- 
vested $10,000 in stock and fix- 
tures in a hardware business of 


his own. Soon he would find out 
what he could do in a business of 
his own. He opened Moran’s 
Hardware & Supply. 

Lamar, the county seat, with an 
estimated population of 8000—it 
was just 4000 before the war. 
already boasted three automotive 
chain stores which sold hardware; 
one five-and-dime with a hardware 
department; several lumber yards; 
one order department for a na- 
tional mail order house, and a 
regular hardware store. 

Despite this seemingly well 
covered field, Mr. Moran’s receipts 
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Since 1869 





N 1869 the driving of a golden spike 

united the Union Pacific and Central 

Pacific Railroads... joined our eastern 
and western coasts. 





In the same year Thomas Edison an- 
nounced the opening of his electrical 
laboratory. The Indian Wars officially 
ended. Popular songs were “The Little 
Brown Jug,” “Shoo Fly, Don’t Bother 
Me,” and “Up in a Balloon.” 


And — in 1869 David Round founded 
the chain-making organization which 
today operates factories in six U. S. 
cities... whose products are used in 
homes and industry throughout the 
world. 


David Round learned his trade as an 
——— in his father’s hand forged 
chain plant in Staffordshire, England. A 
master chain craftsman, he demanded 
the utmost in fine workmanship... re- 
fused to compromise with quality. 


This insistence upon perfection con- 
tinues today. 





Lhe Cleveland Chain & Mfg. Co. 
Cleveland 5, Ohio Bad 
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««. Security in every link 


It is the guiding spirit of the organi- 
zation which is now headed by Raymond 
L. Round (chairman of the board and 
president), a grandson of the founder. 


Members of the supervisory group in 
the Cleveland factory (foremen and 
superintendents) average 26 years of 
service. Six have exceeded 40 years. 
Many families claim three generations 
in Round plants. 


And, working side by side with veteran 
craftsmen, are large groups of carefully 
selected younger men. They are being 
trained to maintain the Round standards 
of quality... will provide business leader- 
ship in years to come. 


To the Round organization, the pro- 
duction of fine chain is more than a busi- 
ness. It is a tradition to be upheld...a 
reputation to be carefully guarded. And, 
above all, it is a clearly recognized re- 
sponsibility which guarantees that every 
Round Chain product will be unsur- 
passed in quality. 


Industrial Sling Chains e@ Farm Chains ¢ Mari 

Chains © Tire Chains e Log Chains e Building 
Chains ® Railroad Chains e Crane and hate 
Chains e Sugar Cane Sling Chains (with Grip Trip) 





Round Associate Chain Companies: The Bridgeport 


Chain & Mfg. Co., Bridgeport Conn. e i 
Round & Son, Cleveland, Othe . Round Pd 
Chain Co., So. San Francisco and Los Angeles 
Cal. e Seattle Chain & Mfg. Co., Seattle Wash ° 
Woodhouse Chain Works, Trenton, N J 











The store front is modern and the windows are a boon to passers-by. 


the first year in his own hardware 
business totaled $140,000. This 
was $50,000 more than he had 
done his last year as a chain store 
manager. 

By the end of the first year, Mr. 
Moran needed a larger store. 

To make room for the expanded 
business, Mr. Moran moved his 
business to 123 South Main St. 
The new store gave the Moran 
Hardware & Supply 25 ft. by 100 
of sales area, compared with 25 
by 60 ft. in the first location. 

Here’s how Mr. Moran, apply- 
ing chain store methods to his own 
business. developed his trade: 


te | 


SH 


“When I analyzed the business 
at the end of the year I learned 
that my sales crew produced much 
more business per man than the 
average chain store employee.” 
Mr. Moran says. “The reason is 
simple. | was paying my men top 
salary. And this high productivity 
of my sales staff was an important 
factor in helping me turn my stock 
about once a month!” 

In addition to good salaries, Mr. 
Moran gave his sales staff an in- 
centive toward greater sales. From 
the start he devised an incentive 
pay plan. His plan, by the way. 
is a little different from the 


straight type incentive payments. 

First, he pays his assistant a 
percentage of net profits. Then 
he uses a different incentive pay- 
ment for inside and outside sales- 
men. 

Take the inside men first. First 
of all, a man is paid a salary 
based on his ability and experi- 
ence. Mr. Moran keeps track of 
each employees sales by means of 
a sales book and through cash 
register records. 

For an inside salesman to be 
productive, his salary should not 
exceed 10 per cent of his retail 
sales, is a rule he follows. Thus a 
salesman who carries his load and 
is drawing $200 salary a month 
should turn in $2000 retail busi- 


ness. 


Here's How It Works 


Here’s how he pays an incentive 
commission. For the $200 a month 
man, he sets a quota of about 
$2500 sales. The difference be- 
tween $2000 retail and the $2500 
quota—that is the $500 retail sales, 
he figures take care of store over- 
head, advertising costs, etc. 

Then on any sales over the 
$2500 the salesman gets 2 per cent 
commission on net profits. 

The “overage” of one per cent 
is paid at the end of the month. 
This gives the salesman an im- 
mediate return on his extra efforts. 
(And to sustain the interest in 
higher sales and incentive earning. 


(Continued on page 126) 





There's ample space in which people may browse and everything is out in the 
open where it may be seen. That's why many browsers become customers. 
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AMERICAN MANUFACTURING COMPANY, BROOKLYN 22,N.Y. + ROPE - TWINE - OAKUM - PACKING 
Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
Sales Offices: BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIP 
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Backless windows stop the pedestrians. Outdoor displays are shown in the area behind the posts. 





Here's a part of the hardware section with island displays of utility and fancy items. 
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A section of the furniture and giftwares section. 





Note mirror backgrounds of sidewall fixtures. 


With a Capital ‘S" 


This policy helped Cashmere Hardware & Furniture 

do $80,000 volume its first year with an initial invest- 

ment of $8,400. Last year the firm grossed $187,000 
in a town of only 1,500. 


= are often 


more eloquent than words. In the 
case of Cashmere Hardware & 
Furniture, Cashmere, Wash., the 
figures reveal an_ exceptionally 
successful hardware store opera- 
tion in a town of only 1500 popu- 
lation. 

The store was started in Novem- 
ber, 1944, by partners Milt Blon- 
den and Ed Sevy,. with an initial 
investment of just $8,400. Gross 
sales the first full year of opera- 
tion hit the $80,000 mark and 
more than doubled that figure the 
next two years, with a gross of 
$190,000 each year. Due to local 
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factors, sales fell off slightly to 
$187,000 for 1948. Inventory 
meanwhile has risen to $80,000 
worth of merchandise which is 
required to maintain the firm’s 
varied stock of hardware, appli- 
ances, and furniture. This volume 
of business has been built up al- 
most entirely with residents of 
Cashmere and its surrounding 
rural area which has an approxi- 


1949 


mate population of from 5000 to 
6000. 

Messrs. Blonden and Sevy at- 
tribute their firm’s exceptionally 
good record of sales progress to a 
combination of factors. Outstand- 
ing among them are methods of 
display, variety of merchandise, 
special services, and participation 
in promotion of community activi- 
ties. They each had over six years’ 
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experience in retail selling with a 
large retail chain and mail order 
organization before they decided 
to pool their resources and “go in- 
dependent.” 


The Store 


The building they selected for 
their venture measures 50 ft. front- 
age by 80 ft. in depth for a total 
of 4000 sq. ft. of display area. An 
additional 30 by 50 ft. in the rear. 
provides part of their warehouse 
Additional 
has since been provided by a 40 
by 100 ft. Quonset hut acquired 
for that purpose. With the ex- 
ception of building the fixtures. 


space. warehousing 





the two partners performed all of 
the preliminary work of putting 
the store in shape for the opening 
day's business. Display islands 
were built quite low, so that mer- 
chandise on the top shelves is be- 
low eye level. This makes for good 
over-all store visibility. Wall shelv- 
ing is within convenient arm’s 
reach of the customer. 

There are some exceptions to 
the open display principle, notably 
in the sporting -goods department. 
Some small but valuable items are 
displayed in glass top service cases. 
Fishing reels are displayed on open 
fixtures but are bolted to the fix- 
ture. Rifles are locked in the gun 
rack so that they cannot be re- 





Co-owner Blonden places some frozen food in a home freezer unit. At 
least one type of appliance is kept in operation ready for demon- 
stration. In the background is part of the floor covering section. 
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This part of the 
sporting goods 
department holds 
a considerable 
stock of items of 
interest to an- 
glers. Easily pil- 
fered items are 
kept under glass 
and glass shelving 
adds to the gen- 
eral effectiveness 
of the display. 


oo @ 


moved and damaged by inexpert 
handling. 

Floor space is about equally 
divided between hardware on one 
side, and furniture on the other. 
The latter department includes 
china and crystalware on mirror- 
backed wall shelving. with major 
appliances at the rear. Window 
display space on the furniture side 
is usually reserved for appliances. 
Backless window displays are the 
rule, so that the interior may be 
seen from the street. The front of 
the store is set back several feet 
from the sidewalk, permitting side- 
walk displays of seasonal mer- 
chandise. 


Wide Variety 


One of the principal reasons for 
their exceptionally high gross sales 
figure, Messrs. Blonden and Sevy 
point out, is the wide variety of 
merchandise which the store han- 
dles. Their customers can obtain 
virtually anything for their homes 
with the exception of lumber and 
a few other building material 
items. Items which they can obtain 
include wire, cement. plumbing 
materials, heating materials and 
units, electrical equipment, and 
floor coverings. Thus, the home 
builder knows that he can obtain 
virtually all his supplies—with the 


(Continued on page 120) 
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DEALER’S COST 
RETAIL VALUE 


Place the new Klean Strip “Try-it-Yourself” pack on your 
counter or display table so your customers can make the fa- 
mous one-minute Klean Strip demonstration themselves! 
They'll see how Klean Strip actually “Peels off Paint”—so 
cleanly—so easily! You'll see how easy it is to make sales. 
The “Try-it-Yourself” pack comes to you complete with 
brush, metal testing panels, booklets, and 12 pints of Klean 
Strip. It can be set up to go to work for you in a jiffy. 
Order from your jobber today and watch your paint re- 


mover profits grow! There’s nothing like Klean Strip! 


eae 





DEALERS: For prices and free sample write 
W. M. BARR & CO., 2342 S. Lauderdale, Memphis, Tenn. 
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ORDER THIS NEW DEMONSTRATION PACK! 
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Bottled Gas Paves the Way 
For Sales in Other Lines 


‘ = profitable can a 


bottled gas operation become? 

This question is answered by 
Ralph Hawkins, owner of the Haw- 
kins Hardware Co., Hebron, Neb., 
who says that “our bottled gas 
department is quite profitable, the 
way we operate it.” 

Mr. Hawkins should know, be- 
cause he has been selling bottled 
gas for about 10 years and has 
tried many of the angles of cutting 
costs and boosting profits. 


More Profit Now 


Time was when Mr. Hawkins 
bought his bottled gas from a 
distributing company, much as do 
many hardware dealers today. 
However, the margin of profit 
which he received through this 
method was not entirely satisfac- 
tory to him. Therefore, after the 
war, he established his own bottled 
gas storage station on the out- 
skirts of Hebron. 

Mr. Hawkins has 265 bottled 
gas accounts in the area and he 
says the investment at each home 
where gas is delivered averages 
about $50. 


Operating Costs 


“Our operating costs on bottled 
gas range about $450 monthly,” 
says Mr. Hawkins. “This pays for 
cost of product, shrinkage, salary 
of employees, insurance, depreci- 
ation and interest on investment. 
The profit on 150 of our accounts 
goes to pay those costs.” 

For his bulk plant he has two 
large tanks, each of which holds 
1860 gallons of bottled gas. These 
tanks are filled about twice a 
month by tank truck from Atkin- 
son, Kan., about 100 miles distant. 
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Hawkins Hardware Co. has 265 accounts and profit 
on 150 of them pays costs. Firm maintains its own 
storage station. Business promotes many contacts 





Ralph Hawkins stands beside the truck at his bottied gas plant. 


Mr. Hawkins says that by pur- 
chasing his gas in this way, stor- 
ing it in large tanks, and then 
bottling it himself as needed, the 
cost of the gas is reduced 50 
per cent over the practice of buy- 
ing from a distributing organiza- 
tion. 

Each customer on the Hawkins’ 
bottled gas route has two large 


drums of gas. When one drum is 
empty the customer sends the firm 
a notification card with which he 
has been provided. At his early 
convenience the driver replaces the 
empty drum. Thus the customer 
usually has a reserve drum in 
stock at all times. 

The average farm 
needs to be served only once every 


customer 





A closeup of the firm's bulk bottled gas plant. 
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FOLKS near his store... folks on the 
other side of town...newcomers and 
oldtimers...they’re all prospects for 
the merchant who runs a growing 
business. 

How can he reach them effectively? 
Through radio and newspaper adver- 
tising? Yes. Through window dis- 
plays? Yes again. But to these 
important media he should add the 


AMERICA'S 
BUYING 
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Where does a merchant 
get his customers ? 


buying guide that 9 out of 10 shop- 
pers depend on... the ‘yellow pages’ 
of the telephone directory. 

Your name and sales message in 
the ‘yellow pages’ work 24 hours a 


day...every day...to help guide pros-" 


pects your way. Use this important 
buying guide to remind buyers WHO 
you are, WHAT products or services 
you sell...and WHERE youare located. 


GUIDE FOR FOR FURTHER INFORMATION, CALL YOUR 
eee LOCAL TELEPHONE BUSINESS OFFICE 

















SPRING LOCK 
WASHERS 


| with “Controlled 
Tension” built in 
"| FOR LONGER LASTING 
*) SERVICE...BETTER QUALITY 


! Diamond G “Controlled Tension” in 
12 every spring lock washer makes assem- 
e blies tight. . . keeps them right. Gar- 
4 rett's exclusive “Controlled Tension” is 
>! the secret of the success of Diamond G 
se Spring Lock Washers . . . the result of 
' | absolute, precision control in manufac- 
turing. Every lot of Diamond G Spring 
| Lock Washers is “torture-tested’ to 
, assure maximum quality and peak per- 
‘ formance. Write for Lock Washer 

Booklet. 
WASHER FOR EVERY NEED 


Whatever your needs in spring lock 
washers, there's a Diamond G to an- 
swer it—high carbon steel, bronze, 
aluminum, stainless steel and monel 
metal spring lock washers finished or 
plated with cadmium, nickel, bross, 
copper or other finishes . . . plus the 
new Di d G Alumi: Spring Lock 
Washer that combines lightness of alu- 
minum with the strength and durability 
of steel. 








Garrett also manufactures a complete 
line of flat washers, spring washers, 
springs, stampings, hose clamps, snap 
and retainer rings. Write for technical 
booklet on small parts. 


DIAMOND G PRODUCTS 

Manufactured by 
GEORGE K. GARRETT CO., INC. 
1421 Chestnut St., Phila., Pa. 





OF SMALL PARTS 
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month-and-a-half to two months. 
says Mr. Hawkins, depending up- 
on the number of appliances that 
are connected for bottled gas. 
Some farmers have refrigerators. 
stoves and hot water heaters con- 
nected. In such instances, of 
course, bottled gas consumption 
is high. 

“Not only does our present bot- 
tled gas operation make us a 
sizable profit,” says Mr. Hawkins, 
“but it gives us contact with 265 
customers regularly, most of 
whom are farmers who buy other 
items at our store. A considerable 
number of these farmers are ap- 
pliance prospects, and our bottled 
gas man is able to get many sales 
from time to time just by being 
alert and promoting sales.” 


Considerable Investment 


With an operation of this sort, 
Mr. Hawkins says, a hardware 


dealer must be prepared to make 
a considerable investment in plant 
and equipment, and must also 
be prepared to pay some heavy 
insurance costs. Despite such 
costs, however, he finds, as stated 
earlier, that 150 bottled gas ac- 
counts pay for total costs of the 
gas operation. 


A Steady Repeater 


“Another thing which we like 
about the bottled gas business.” 
says Mr. Hawkins, “‘is that it is a 
steady repeater month after month. 
You can look ahead and figure 
on a certain volume and an ap- 
proximate profit, which is some- 
thing you cannot always do on 
other lines. And most certainly 
there is an important advertising 
value to the line, due to the fact 
that store personnel is able to 
meet so many good farm custo- 
mers so often during the year.” 


They Give Service 
With a Capital "S" 


(Continued from page 116) 


few exceptions noted—at Cash- 
mere Hardware & Furniture. 

The firm also makes it a point 
to have a sufficient variety of stock 
within each classification to satisfy 
the needs of most customers. This 
means not only variety in items 
but in brands. The store carries 
at least two brands of nationally 
advertised products in each cate- 
gory of merchandise. This makes 
selling easier to those customers 
with a preference for a particular 
brand, 


Special Service 


The partners make it a point to 
give special service in obtaining 
items which are requested by cus- 
tomers but which they do not regu- 
larly carry in stock. In such cases. 
they tell the customer that they 
will find out where they can get it, 
and how much it will cost. The 
latter point almost invariably 
brings the customer back into the 
store out of curiosity as to price, 
if for no other reason. The firm 
then orders the item, if the cus- 
tomer decides to buy it. In this 


’ 


way, they enlarge their “effective’ 
stock, without having to carry a 
lot of slow-moving items. 


Visit Suppliers 


This service is extended in some 
instances by taking the customer 
direct to the supplier. In one in- 
stance, Mr. Blonden drove a cus- 
tomer to a factory in Seattle, 150 
miles away, to show him the manu- 
facturer’s assortment of wall-to- 
wall floor coverings. This service 
resulted in closing a $500 floor 
coverings sale at the factory, plus 
a dining room set which the cus- 
tomer bought “on impulse” at the 
same time. 

In other cases, Messrs. Blonden 
or Sevy will direct a customer to 
another dealer to obtain the item 
he wants, following a phone call 
to a competitor to find out if he 
has the article in stock. Their rea- 
soning on this is logical and sim- 
ple. If they don’t have it, and the 
competitor does, the customer will 
probably find out about it anyway. 
The result may be a customer lost 
to the competing dealer on later 
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sales. By going to the trouble of 
locating the item for the customer. 
they make it virtually certain that 
he will come back into their store 
on his next shopping trip in that 
area. 

In any case, they never tell a 
customer that they don’t have an 
item, and let it go at that. They 
ask how soon he needs it, and set 
out to get it for him. For this pur- 
pose, both partners carry a book 
for special orders in their pocket. 
The items are crossed out of the 
book after they have been ob- 
tained. 


Depends on Foot Traffic 


The store depends primarily on 
foot traffic brought in by hard- 
ware, giftwares, and other items, 
to provide leads for sales of major 
appliances. Thus, a customer who 
comes in for a piece of kitchen 
ware, may come back six months 
later to buy a refrigerator which 
she saw on her initial visit. The 
firm has its own service man for 
appliances, who checks every arti- 
cle before it leaves the store and 
after installation. This also gives 
him the opportunity to check over 
the customer’s other needs, with a 
view to future sales. 

For other merchandise requir- 
ing special skills for installation. 
the firm has a working arrange- 
ment with local mechanics in those 
fields. They can thus call on the 
services of the local plumber, elec- 
trician, floor covering mechanic. 
or gunsmith. These technicians in 
turn usually buy their supplies 
from the store. 


Community Activities 


Participation in local commun- 
ity activities is desirable for a 
number of reasons, the partners 
believe. By no means secondary 
is the fact that both men thor- 
oughly enjoy such activities quite 
apart from the undoubted benefit 
that is derived from them by their 
business. 

Both are members of the Cham- 
ber of Commerce and Lions Club, 
and of the local rifle and pistol 
club. Mr. Blonden is vice-presi- 
dent of the Cashmere sportsmen’s 
group. He is also head of the club 


which is training "teen agers in 
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—to tie in with the current trend 
of “more color in the home’’—+this 
board displayed in your paint depart- 
ment is a sure sales stimulator! 








n 


IMMEDIATE 
DELIVERY 
% dozen of 18 different items of McKinney 
Genuine Forged Iron Cabinet Hardware- 
FOR FLUSH DOORS FOR %"' OFFSET DOORS 
Small knob Throw Over Latch Throw Over Latch 
Large knob Plate Latch Plate Latch 


H Hinge H Hinge 

H and L Hinge H and L Hinge 

6144,” Heart Strap Hinge 6%," Heart Strap Hinge 
8y%,"’ Heart Strap Hinge 8y,"’ Heart Strap Hinge 


Drawer pull 
Heart Door Pull 
Butterfly Hinge 
Thumb Latch 


(Regular price through Jobber of these items would be $54.50.) 


Also—a supply of consumer sales 
literature for counter or mail use. 

And—National Advertising to help 
build demand for McKinney Forged 
Iron Hardware. 


12 additional items mounted (as 
shown above) on an attractive green 
Display Board. 

(This gives you an added bonus of 
$3.24 worth of merchandise). 


A timely, practical merchandising idea for quick, easy, profitable sales of the 
authentic McKinney Forged Iron Cabinet Hardware. 


Order from your Jobber—or send this coupon 


McKINNEY 


1400 Metropolitan St., Pittsburgh 12, Pa. 


Please ship through jobber indicated below McKinney Hardware kit or kits as checked: 
#77 with Pastel Green Board at $51.00 [ #78 with Knotty Pine Board at $51.00 


Firm Name 


Address City State 
Name (individual) Title 
Jobbers (To assure prompt delivery, please list two jobbers.) 
1949 121 











True Temper is TOPS in Axes 


122 


&XAMPLE—The True Temper Perfect and the True Temper 
Flint Edge. Expert designs produced on modern 
equipment by modern methods from modern steels. As a 
result of user preference based on quality and value no axe 
is even a close second in sales to the Perfect and the Flint 
Edge the world around. 

Nationally advertised, directing consumers to see and 


buy in their home town hardware stores. 
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Kitchen wares and electric housewares caught the eye in this window 
display which was kept low enough to permit a view of the interior. 


rifle and pistol shooting. Both are 
active hunters and fishermen, and 
Mr. Sevy is expert in tennis, golf, 
and bowling as well. These activi- 
ties, of course, are invaluable in 
sales of sporting goods equipment 
through building confidence of 
customers in the judgment of the 
dealer. 


Advertising Budget 


The store’s advertising budget 
is approximately 3 per cent of its 
annual gross sales. The largest 
portion of this goes to the local 
weekly newspaper. In addition, 
the firm sponsors the Saturday 
night broadcast of the Wenatchee 
baseball team. Wenatchee is lo- 
cated 12 miles from Cashmere and 
has a population of approximately 
15,000. 

The firm’s biggest advertising 
“splurge” takes place the week be- 
fore Christmas. This special pre- 


Christmas sale is publicized with 
at least three full-page advertise- 
ments in the Wenatchee news- 
paper, with an ad run every other 
day. Spot radio announcements 
are also taken to call attention of 
the public to the newspaper ads, 
and special offerings. Price re- 
ductions are offered at this time 
on any merchandise the store 
may want to offer on a clearance 
basis because it is a slow mover. 


$20,000 in One Week 


The effectiveness of this promo- 
tion can be indicated by the fact 
that the store sold $20,000 worth 
of merchandise in one week last 
year. It has been particularly 
effective, Mr. Blonden points out, 
because people are in a buying 
mood at that time of year. Some 
customers came from as far as 
150 miles away to make their pur- 
chases. 
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True IEMPER 


THE § STAR LINE 





1. STEEL GOODS: 


Value leaders for more than 100 years. 
Example, True Temper Stainless Steel 
Garden Trowel —stainless steel blade — 
Fire Hardened handle—Professional Eng- 
lish gardener design. 

HAMMERS: Dynamic design (patented). 
Steps up driving power and pulling lever- 
age. 

HATCHETS: Patented, power centered, Dy- 
namic design. Value and utility unmatched. 


AXES: Perfect and Flint Edge. User pre- 
ferred the world around. 


SHOVELS: Solid Shank and Dynamic 
Forged Socket... blade, shank and socket 





forged in one piece. 


RODS AND BAITS: The Rod of Cham- 
pions ... The Lure of Experts. 

HEDGE AND PRUNING SHEARS: Designed 
and built by experts for vastly improved 
efficiency. 

GRASS CUTTING TOOLS: Complete line 
of quality tools produced by modern 
methods on modern equipment. 


CNOAWAWDN 





| IRUE [EMPER Corjroration 


FORMERLY THE AMERICAN FORK AND HOE COMPANY 


CLEVELAND 15, OHIO 


Fine Tools - Flthing Roda 
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The display room of the restaurant supply division is so arranged that 
certain portions of it exactly resemble the layout in most restaurants. 


Restaurant Supply Division 
A Hardware Traffic Builder 


Restaurant customers must pass through store of 
Giese Hardware Co. in order to reach restaurant 
division owned by one of hardware store's owners 


i stocks of res- 
taurant and hotel supplies are well 
displayed at the Giese Restaurant 
& Hotel Supplies, East Grand 
Forks, Minn., and succeed in at- 
tracting customers from many 
towns and rural areas. Located in 
the same building which houses the 
Giese Hardware Co., the restau- 
rant division is owned exclusively 
by H. G. Giese, who, with his 
brother, C. H. Giese, owns the 
hardware store. 

Complete displays of restaurant 
hotel equipment, especially cook- 
ing utensils, ranges and other spe- 
cial equipment, are so spread out 
in a large room that the hotel, 
restaurant or resort proprietor 
can browse through it and find 
many items of equipment which 


124 


will make his cooking and serving 
operations more efficient. 


Salesmen on Road 

In addition, the division also 
has two salesmen on the road who 
visit hotels, restaurants, resorts 
and institutions in the region. 
This sort of selling brings very 
good results, according to Harold 
Giese, son of H. G. Giese. 

“We are known throughout this 
area as a house which has excel- 
lent equipment,” he says, “and 
for that reason customers for such 
merchandise usually contact us 
first. In addition, our salesmen 
also contact the trade, securing 


prospects, most of whom usually 
make the trip to East Grand Forks 
to look over our stocks.” 

A good business building idea 
which the firm uses is the taking 
of photos of installations of Giese- 
sold equipment throughout _ its 
trade territory. These pictures are 
8 by 10 in. size. They are 
posted on bulletin boards in the 
Giese showroom. In addition they 
are also put into sales books which 
the outside salesmen use. 

When the prospect sees the 
equipment actually in use in spe- 
cific resorts and hotels, this helps 
to convince him of the worth of 
the items, Mr. Giese reports. 

The large amount of traffic 
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Get your 
FREE supPly 


of these 





To help you sell more window glass and glazing 
supplies, you'll want some of these new Libbey: 
Owens:Ford folders to hand out. When you see 
a copy, you'll agree it is a great little business- 
builder. Builds good will for you, too. 

In eight easy-to-follow steps, it tells the home- 
owner how to replace broken windowpanes him- 
self, if he can’t bring the sash in to you. You will 
appreciate one step especially. It tells exactly 
how to measure the opening, using a rule or steel 
tape (not a piece of string), and get accurate 
dimensions for you to cut to. 


Besides helping you sell more window glass. it 







Helpful Hints o” 


helps sell other high-profit items also—paint, 
putty, putty knives, glazing points, tools, Builds 
up your sales ticket. 

Just off the press, a supply of these folders is 
being rushed to your L-O-F distributor. Send the 
coupon to him today for these sales builders. 

In order to provide prompt service to your 
customers, be sure to check vour stock and order 
all the sizes you need in Libbey -Owens: Ford 
Window Glass, the glass that is so much easier 
to cut cleanly. 

Libbey -Owens * Ford Glass Company, 46119 
Nicholas Building, Toledo 3. Ohio. 

















LIBBEY: OWENS :- FORD 
@ Gpedl Nase te NY Miicinsasintannicininpiceic oe 














Helptul Hints or 
W 


To REPLACE 
BROKEN 
WInDOW GLASS 





Free! 


Use the coupon 








today to get your 
initial supply of 
these folders! 


eee eee 
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COMPANY NAME___ 


STREET ADDRESS__ 


ae 


ORDERED BY 


IMPORTANT: Mail this coupon to yeur L-O-F glass distributor 


Please send me 50 copies of the new Libbey-Owens-Ford folder, ’’How To Reploce 
Broken Window Glass”. 













(Please Print) 


POSTAL ZONE _~STATE_ 
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Foster Alumbsie ‘Alloy CEE Clamps are 

@ step forward tor the hardware field 

because they-ffer more advantages 

than malleable:sastings—and at com- 

parable prices.) a 
Greater ~strengt (made of the 
strongest;a Uminum alloy). 

2. Lighter in “weight. 

3. Fast, smboth’ acting screw (brass 
against Sluminum). 

4. No fire neners due to sparks. 


For You © = 


1. A fast Siling Broduct which you 
can advertise.4s new and better. 
2. Save 60% in ‘teansportation cost. 
3. You havé assurance of customer 
satisfaction,- since strength of 
Foster clamps has been tested. 
4. For Convenience: Stock ber and 














Write today for full information on 
the BIG PROFIT OPPORTUNITIES of the 
new Foster Aluminum Alloy CEE Clamp. 


FOSTER 


ALUMINUM ALLOY 
PRODUCTS CORP. 


FORESTVILLE 3, NEW YORK 
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which the'restaurant supplies divi- 
sion secures throughout the year 
benefits the hardware store con- 
siderably, because all the traffic 
comes in through the hardware 
store entrance. Likewise the res- 
taurant supply division also bene- 
fits the hardware store. 

“Most progressive restaurants 
and hotels and resorts in this re- 
gion are improving their equip- 
ment every year,” says Mr. Giese, 
“and this is one reason why there 


is an opportunity for our kind of 
business in the future. The sum- 
mer population especially is in- 
creasing in the resort areas, and 
this means more money for resort 
owners and suppliers.” 

In January of this year, the firm 
published a full page advertise- 
ment featuring the restaurant sup- 
plies division. The page was re- 
plete with pictures of showroom, 
several outstanding _ illustrations 
and interesting copy. 





Volume Totalled $140,000 in First Year, 
$190,000 in Second 


(Continued from page 112) 


the other one per cent is paid at 
the end of each quarter. 

Outside salesmen are paid on a 
different basis. They receive a 
salary plus a percentage of their 
own gross sales. 

“The emphasis in our store is 
on sales,” says Mr. Moran. “When 
a customer comes in, we want the 
salesman closest to the customer, 
except where a customer is seeking 
a certain salesman, to drop what 
he is doing and take care of the 
customer. 

“We're not worried about get- 
ting stock marked, or getting 
shelves restocked,” Mr. Moran 
adds. “Given a live wire sales staff, 
such as my crew, a staff which is 
making money, and they'll get the 
chores done. 

“After all when a salesman has 
a chance to share in profits he 
knows stock must be marked, 
stock displayed, if he is going to 
realize maximum sales,” Mr. 
Moran says. “We encourage a 
competitive spirit, and the sales 
staff gets along fine.” 

How is the multi-incentive play 
working ? 

Perhaps the second year’s busi- 
ness can best answer this question. 
The second year in business for 
himself Mr. Moran rang up a 
$50,000 gain over year number 
one. Retail volume rose from 
$140,000 to $190,000. 

Do incentive payments drain an 
employer’s net profits? Here’s Mr. 
Moran’s answer. 

“Our first year in business, net 
profits—profits after payment of 
all wages and operating expenses 
—were 14.9 per cent.” 


Not bad. Net profits on $140,- 
000 for the first year in business. 
And on an original investment of 
$10,000! 

His average gross profit on re- 
tail volume is 331/3—this is 
33 1/3 on sales, or 50 per cent on 
cost. And his sales methods pro- 
duce high volume. 

Mr. Moran spends an average 
of one and one-half per cent on 
advertising. This includes news- 
paper, radio,. screen, and such 
personalized items as ash trays, 
balloons for children, hot pads 
and dust pans for housewives. 


Tied in With Ads 


Of course, he ties in window dis- 
plays and departments with adver- 
tisements. 

For an opening “splash” he used 
two full pages in the newspaper. 
To be effective and to pull trade, 
Mr. Moran learned that half-page 
or full page advertisements paid 
off. They attract attention of cus- 
tomers and help to bring them into 
the store. 

Another “angle” method of sell- 
ing was this. After the first year, 
Mr. Moran eased up on ads a 
little, and put more effort in out- 
side salesmen. First he put one 
man on, then another. 

And he even moves and changes 
departments around from time to 
time. 

“Periodically changing the store 
helps sales for two reasons,” Mr. 
Moran states. “It gives the cus- 
tomers a new interest in the store. 
It gets them out of the inertia, the 
‘oh, I’ve seen this same stock be- 
fore’ attitude. 
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“It also gives the sales staff a 
new interest. Instead of being 
bored: by sameness, they’re apt to 
say to themselves, ‘Wonder how 
this is going to move in the new 
spot?’” 

These are some of the ideas 
which are selling merchandise at 
Moran’s Hardware & Supply now, 
this year. And they’re proving 
what Mr. Moran really suspected 
all the time: 

“Chain store methods, plus the 
interest and greater efficiency of 
personal operation and manage- 
ment, can pay off,” he figures. 

And at Moran’s Hardware & 
Supply, in the little town of Lamar, 
not far from the Kansas state line, 
these ideas are indeed paying off. 





Display and Showmanship 
Pay Off in South Dakota 


(Continued from page 91) 


paint purchasers to use new 
brushes for all jobs. 

Another effective idea is the 
running of sidewall displays close 
to the glass of the front windows. 
As a result of doing this, part of 
the sidewall display becomes, in 
effect, a window display. Mr. 
Johnson features sporting goods 
in this extreme up front position 
on one side of the store while gifts 
and housewares are accorded a 
correspondingly favorable display 
spot on the other side. As the 
store measures 75 by 88 ft., there 
is considerable opportunity for 
up-front display of merchandise. 

Mr. Johnson does considerable 
advertising. Four-page handbills 
are distributed monthly to as 
many as 4,700 persons in the 
Yankton area. 

“We do outside selling on spe- 
cial leads within about 50 miles of 
Yankton,” says Mr. Johnson. Our 
advertising ties in well with this 
type of selling because these peo- 
ple have all been receiving our 
literature and they know our store. 
That often makes it easier for us 
to sell appliances. We do not do 
any outside canvassing as yet but 
we have enough good leads to fol- 
low up at the present time. 

Mr. Johnson likes to get out and 
do as much outside selling as he 
can. In his absence, Mrs. John- 
son manages the store and handles 
all of the office work. 
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YOUR FAST MOVIN 
OUTDOORS ITEM 


Build outdoor item profits with the HI-LO out- 
door stove. A must for every person who gets 
the call to the “great outdoors”. 

Ideal for the backyard barbecue, hunting 
and fishing trips, or those gay beach parties. 


Vv FOR EVERY SEASON 

Vv FOR YEAR ROUND SALES 

Vv FOR STEADY, QUICK PROFITS 

Vv FOR ATTRACTIVE STORE DISPLAY 


HI-LO yer ¢ « « Four-way heat—Warm, Hot, 
Hotter, Hottest. Burns wood, charcoal or coal. 

The HI-LO stove carries easy as a brief-case — sets 
up at a moment's notice. 

Feature HI-LO, the all-outdoor stove, for year round 
sales and profit. 


STEEL PRODUCTS 








UNION COMPANY 


ALBION, MICHIGAN 
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their 
Window of the Charles A. Sturmer Co., Port Huron, Mich., which was 

awarded the first grand prize. Standing in front of the display, a replica of they 
and a pioneer one-room log cabin for which many genuine antiques were loaned, spool 
are Charles A. Sturmer (left) founder of the company, shaking hands with make 
John Rekker, who has been a customer for 55 years. ing F 
RASPS we 

‘ >] 
The Big Winner—Sturmer's Hardware et 
A profitable line to a 
hasdie hocane HE Charles A. Sturmer Co.. trophy, 15 in. high and mounting “F 
911-913 Military St, Port a replica of a sailboat. tome 

© their clean-cut appear- Huron, Mich., always in the fore- For the celebration, the Sturmer ties, 
ance and deep sharp front in cooperating with com- store transformed one of its dis- have 
uniform teeth make them munity activities, has again won play windows into a pioneer one- sizes 
easy to sell recognition for its endeavors. This room log cabin complete with an It br 

© tele et 0 time the company won the grand _ old iron stove, antique furniture. that. 

eir fast-filing and long- . i , 
wneies auiliiies win award for excellence of display home appliances, fighting weap- sell ¢ 
segect orders windows, employees’ costumes and —_ ons, room furnishings and men’s lon 1 
interior decorations commemorat- and women’s clothing to provide this 
@ the American Swis ing the local Blue Water Festival the proper atmosphere. All store quan 
100%, dealer policy pro- Centennial celebration. employees were dressed in cen- caust 
— ee wee The award was a gold and ivory __ tury-old costumes. ing U 
Made by file specialists se 
with 50 years of experience reple 
in the manufacture of pre- able 
cision files. flash 
merc 
Write for AMSWISS cata- Ay 
log describing and listing trade 
these high-quality files - 
same 
Man 
meal 
a mi 
They 
ticles 
tivel 
AMERICAN SWISS are 
equi 
FILE & TOOL co. Not a replica but the original Sturmer Hardware store photographed in sorts 
410 Trumbull Street, Elizabeth 1, N. J. the summer of 1894, a year after its founding. Standing at the extreme Es 
din: sitaaiaiaties ap tet tte aes | right is Charles A. Sturmer, who is pictured in front of the prize-winning & P; 
cerved tooth files, rotery Sles ead mechonics’ window 55 years later, as shown above. At the extreme left is the same 

hond tools. John Rekker, one of the firm's first customers who is still a customer. ened 
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Not only did the window win 
the grand first award for the store 
but as a display, proved to have 
greater drawing power than at any 
time before. Local people were 
very cooperative in lending the 
Sturmer Hardware, as one of the 
independent stores, their antiques. 

The Sturmer company was 
founded in 1893 by Charles A. 
Sturmer and is now under the ac- 
tive management of Carl H. 
Sturmer. 


School and College 
Students Provide 
30 Per Cent of Volume 


(Continued from page 101) 


cooking equipment and dishes. 
Many of them plan to get some of 
their meals in their rooms, and 


Recommend C LEVE LAN D 


High Carbon Hea! 


-Treated 






*% 


ly 7 they buy toasters, knives, forks, 
» loaned, spoons, salts and peppers. coffee 
ads with makers, small sauce pans and fry- 

ing plans, cups and saucers. These i 

are single units in all cases but 

you'd be surprised how many of | 

them we sell. | 
ounting “For another thing, these cus- | 

tomers buy in very small quanti- | It’s good business to recommend these extra tough 
Sturmer ties, which pleases me. We do not screws to all fastener customers—for fast handling in 
its dis- have too much space and small assembly and extra strength in repairs and manufactured 
er one- sizes keep our investment lower. products. It pays you to sell them the best that money 
with an It brings them in often and welike | can buy at only a slight increase over the cost of 1020 
rniture, that. When it comes to paint, we | bright screws. Cleveland High Carbon Heat Treated 
; weap- sell 50 small cans to each one gal- | Cap Screws are made by the Kaufman Double Extrusion 
1 men’s lon unit. They buy one or two of Process—a method that assures extra strong fasteners 
provide this and that. They want small with extra close tolerance forming. It pays you to stock 
ll store quantities to use immediately, be- and sell Cleveland High Carbon Heat Treated Cap Screws. 
in cen- cause they have no room for stor- THE CLEVELAND CAP SCREW COMPANY 


ing unused portions. 

“They are excellent sources for 
replacement purchases on break- 
able items, such as electric lamps, 
flashlights, lamps, dishes and other 
merchandise of that type.” 

An unusual part of this college 
trade, according to Mr. Valentino, 
is that girl students have about the 
same buying habits as the men. 
Many of them get some of their 
meals in their rooms and they buy 
a minimum outfit for this purpose. 
They buy more in the way of ar- 
ticles to fix up their rooms attrac- 
tively than the fellows do but they 
are excellent sources of electrical 


2917 EAST 79TH STREET ° CLEVELAND 4, OHIO 
Warehouses: Chicago, Philadelphia’ and New York. 


ews 











large diameter cap and set screws 
(1% to 1% inch diameters) 


Check uth Clevelaud 


Many Sizes carried in Stock 


When you need these “BRUTE” size 


1020 Bright and High Carbon Heat Treated 











ee — 


ORIGINATORS OF THE 


KAUFMAN Noss ais PROCESS 


Specialists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS 


Ask yeur jobber for Cleveland Fasteners 


equipment and supplies and _ all 
sorts of small hardware items. 
Established as Avon Hardware 
& Paint the store has since short- 
ened its name to Avon Hardware. 


Top Cualilg 
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Exterior of the new Nashville division headquarters of the Moore-Handley Hardware Co. 


"At Your Service’ 


Moore-Handley Hardware Co., southern hardware whole- 
saler, opens new Nashville division. Operation is now 
housed in 117,000 sq. ft. of warehouse and office space. 


A F TER occupying 


temporary quarters for several 
months, the Moore-Handley Hdwe. 
Co. has moved to a newly com- 
pleted warehouse and office quar- 
ters in Nashville, Tenn. The com- 
pany’s main headquarters are in 
Birmingham, Ala., and it also 
operates a branch in Mobile. 

When experience proved that 
business in Nashville justified an 
expansion, Moore-Handley _ pur- 
chased 260,000 sq. ft. of land and 
constructed the new plant which 
affords a total warehouse and 
office space of 117,000 sq. ft. The 
warehouse is so arranged that one 
side features railroad loading fa- 
cilities; a truck loading dock is 
on the other side and there are 
ample parking facilities so that 
dealer “will call” orders can be 
delivered promptly. 

A two-day open house gave 
dealers and suppliers an oppor- 
tunity to visit informally with com- 
pany officials on a tour of inspec- 
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Caught by the camera at the opening celebration, left to right: Alex Davies, 

manager of mill and mine supply department; W. W. French, Jr., president; 

J. R. Nesbitt, vice president and general sales manager, and Miss Beatrice 

Burns of the accounting department. More than 2,000 customers and sup- 
pliers attended the two-day open house. 
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The new building is 458 ft. long and 251 ft. wide. A railroad siding serves 

one side. On the opposite side is a truck-loading dock. The building, situated 

between two main highways, offers plenty of parking space and dealers “will 
call" merchandise can be delivered promptly. 


tion of the construction and design 
features incorporated in the build- 
ing. The site consists of approxi- 
mately 61% acres and the building 
is 458 ft. long and 261 ft. wide. 
From the floor to the bottom of the 
beam and light there is a 14-ft. 
clearance. 

The bays are 41 by 30 feet. The 
railroad siding, of approximately 
700 ft., enables quick unloading of 
incoming merchandise, the load- 
ing dock, 10 ft. wide by 315 ft. 
long, provides ample space for 
trucks and customer. And_ the 
18-ft. over-hang for the loading 
dock insures loading even in the 
rain without damage to the mer- 
chandise. 


Unusual Construction 

The floor is 7 in. thick, placed 
over 4 by 4 wire mesh and fin- 
ished with metallic hardener and 
chalk-proof compound. The con- 
struction of the warehouse is un- 
usual in that the walls are of a 
tilt-up type. After the concrete 
floor was poured, the walls were 
framed on the floor and 31% in. of 
concrete poured into the form. 
Reinforcing steel and wire mesh 
were then placed into the form and 
an additional 31% in. of concrete 
was poured. The entire finishing 
of the outside panels was com- 
pleted while the wall was still flat 
on the floor. 

After these panels had “cured” 
for seven days, each 26,000-lb. 
section, 20 by 20 ft., was hinged 
to the outside wall and “tilted” in- 
to place by a large winch. When 
two panels were raised, the column 
was then poured. This tied them 
together. Steel trusses form the 
frame of the roof and purlins are 
placed at the angle in which the 
roof is pitched. Precast concrete 
slabs, approximately 5 feet wide, 
are mortised on the purlins and 
to complete the covering a 25-year 
guaranteed built-up roof is applied. 

There are 1700 sprinkler heads 
in the building with four separate 
valve units. In the warehouse 
alone there are over 400 lights. 

Office and display rooms oc- 
cupy 15,000 sq. ft. and are air 
conditioned by a 40-ton unit. The 
air conditioning, in three parts all 
tied into one, provides cooling 
when the condenser is running: 
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For faster, more positive identification, the 
easy-to-handle cartons and packages con- 
taining Bethlehem Bolts now carry this 
new red-and-white label. With the basic 
information—type, quantity, diameter and 
length—displayed prominently in large, 
clear type, the label is extremely easy to 
read, even from a distance. It minimizes 
the possibility of error, and makes an eye- 


EASIER 70 READ, MAKES WEATER DISPLAY 


catching, effective display on your shelves. 
As for the bolts this new label identifies, 
they're as rugged and dependable as 
ever. Bethlehem Bolts come well packed, 
reach you in good condition. And their 
well-formed heads, strong shanks and 
smooth-fitting threads add up to just one 
thing—they’re the kind of bolts your 
customers will buy again and again. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHE 
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ventilation when only the fan is 
running; and warmth when the 
switch is thrown to heating. Radi- 
ants for the heating are in the 
same ducts which provide cooling. 
The entire mechanism is automati- 
cally controlled by a switch in the 
office. 





A cafeteria is operated for the 
convenience of employees and cus- 
tomers only. 


Organized in 1882 bi 

The Moore-Handley Hardware estal 
Co. was organized in 1882. Its WI 
Nashville division, under the man- — 
agement of Neal O. Jones, handles acres 
more than 34,009 items of general wher 
hardware, electrical appliances. A: 
mill supplies, all types of ma- New 
chinery (light and heavy), build- out. 
ing supplies, auto accessories, are fi 
sporting goods, floor coverings adeq 
and furniture, cutlery, toys, and prod 
house furnishings, and is exclu farm 
sively wholesale. , Fc 
All sales and shipments are han It’s 
arm 


dled by the Nashville division 
Merchandise shipped into the di 
vision is invoiced to Nashville and -.. 
paid through Nashville banks 
Eighteen salesmen are now travel- 
ing out of Nashville and at the 
present time the company has 80 





Views of the merchandise display rooms. The Nashville division handi!es 
more than 34,000 items of general hardware, electrical appliances, machin- 
ery, building supplies, sporting goods, housewares and other lines. employees. 
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slow to make new customers 
and keep your old ones 





Promote Soil Conservation 


F the farmers in your area stay prosperous, the hardware and 

building supply dealers enjoy better business, too. This is a well- 
established economic fact. 

What’s more, recent surveys made by the government show soil 
conservation pays handsome dividends. On farms totaling 3,972,173 
acres, farmers reported an average increase in crop yield of 35.7% 
where soil conservation methods were used. 

A soil conservation program usually means a re-location of fences. 
New fences are built around wood lots and ponds to keep livestock 
out. More efficient farm layouts call for additional fence. Gullies 
are filled in and planted with trees. These must be protected with 
adequate fencing. For all these uses, American Fence is the ideal 
product. It keeps cattle and poultry where they belong —saves the 
farmer hours of time. 

For quick information on soil conservation, write for our booklet, 
“It’s Your Top Soil.” This will enable you to talk intelligently with 
farmers about starting a program in your area. 


Loree mite CMER/ICAN FE r. 
S4@LLS WMO AM CAE “I lCWCl 
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More customers will come to your store when you can 
supply the materials needed for a soil conservation pro 
gram. American Fence, Poultry Netting, Barbed Wire and 
other American Wire Products are the brand most in 
demand. 


AMERICAN STEEL & WIRE COMPANY, 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, 
BIRMINGHAM 
UNITED STATES STEEL EXPORT COMPANY, NEW YOR? 
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AMERICAN FENCE 
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IT'S A YEAR ‘ROUND LINE! 


Theyre going to buy them 
somewhere... why not 
from you! _ 


Sell it Fall, 
Winter, 
Spring and Summer! 


You can’t build a gardening busi- 
ness with a 3-month stand. 
You’ve got to keep gardeners 
coming to you all year long. For 
example, sell Vigoro and End-o- 
Weed now for fall and winter 
lawn work ... for bulb planting. 
Keep Vigoro handy for pot plant 
feeding. (New Vigoro Tablets 
are ideal for this purpose.) Re- 
member, too, the 4 oz. sifter-top 
End-o-Pest container is just the 
thing to keep house plants free 
from fungus and insect injury. 

Small sales are profitable .. . 
they lead to big garden-season 
sales. For America’s 3 Great 
Gardening Aids win friends by 
the fine results they give. 







*VIGORO is the trade-mark 
for Swift & Company's 
complete, balanced 
plant food. 


Presented by 
SWIFT & CO. 


Plant Food Division 
U. S. Yards 
Chicago 9, Ill. 
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Business Must Serve the Public to Be Successful! 
(Continued from page 100) 


the complex economy in which we 
live today. A business is simply a 
pool of people’s resources—the re- 
sources of a group of employees, 
of a group of investors to accom- 
plish a given task. Since there is 
a limit to what any one man will 
risk, the larger the task the bigger 
the pool must be. If we want low- 
priced automobiles, low-priced 
rad‘~- low-priced television sets, 
we must have a large team of 
people to work and venture so that 
the benefits of mass production 
can be applied to those products. 

It follows also that big business 
has its own peculiar responsibility 
—that is to devote itself to those 
tasks that require its full resources 
of manpower, of finance, of talent. 
So far as du Pont is concerned we 
have endeavored over the years to 
tackle the difficult projects that 
make full use of the resources we 
enjoy. I would like to cite a few 
examples out of many in which 
that. policy has been successfully 
employed. 


Chemical Pioneering 
The United States had no dye- 


stuffs industry worthy of the name 
prior to the First World War and 
was dependent on Germany even 
for the dyes with which to print 
stamps and money. Du Pont was 
one of the pioneers in instituting 
dyestuffs manufacture in this 
country. What that venture cost 
like-minded chemical manufac- 
turers I do not know. I do know 
that for du Pont it was 18 years 
and 43 millions of dollars before 
profits offset losses. 

In the early twenties we built 
a plant in West Virginia to manu- 
facture ammonia and other chemi- 
cals by the application of pres- 
sures unheard of commercially up 
to that time. That was another 
long and expensive trip since it 
was more than 10 years and many 
millions of dollars before that de- 
partment began to show black ink 
on its profit and loss statement. 

Nylon is at the same time one 
of our greatest successes and one 
of our greatest gambles. Basic 
research leading to this develop- 
ment was started in 1928 but it 
was not until 1940 and the expen- 


diture of about 27 millions of dol- 
lars that we were able to sell the 
first pound made in a commercial 
unit. 

Some of you may have heard 
that we have a new textile fiber 
in the making which we have 
called “Orlon” acrylic fiber. We 
are building the first commercial 
unit for its manufacture at Cam- 
den, S. C. We have hopes for that 
new product but I must admit that 
we do not yet know whether it will 
be a sheep or a goat. Before we 
find out, sometime in 1950 or 
1951, we will have gambled $7 
million in research and $15 mil 
lion in plant investment. 


Higher Living Standards 

Nylon, ammonia, dyestuffs have 
been profitable items for du Pont. 
But don’t think for a minute that 
du Pont stockholders were the 
only gainers. There were thou 
sands of men and women who go! 
jobs that never existed before. 
There were millions of consumers 
whose standard of living was 
raised by each such success. There 
is the country itself, stronger both 
in peace and in war. When these 
gambles pay off, everybody bene 
fits. 

And research itself is perhaps 
the greatest gamble of all. You 
gentlemen see only the successes 
described in high-sounding re 
leases from our public relations 
department. What you do not see 
is the long list of failures—the 
brave new ideas that don’t pan 
out. I speak with deep feeling be 
cause as a research man I had lots 
of those brave new ideas myseli 
that ended in the trash can. 

Statistics on failures are difh- 
cult to come by but it is a fair 
approximation to say that not 
more than one out of five research 
dollars pays off. That means 
simply that if the direct cost of 
nylon research is say five million 
dollars, there is perhaps twenty 
five million dollars worth of un- 
successful research that has to be 
paid for by that one successful 
development. We are playing with 
very blue chips indeed. 

And our success in the future, 
if we are fortunate enough to 
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have it, will come not because we 
have taken business from some- 
one else, but because we are able 
to keep that stream of new prod- 
ucts and improved processes con- 
tinually flowing. 

On many of these developments 
we have for 17 years the sole right 
of manufacture by virtue of 
patents granted us under the laws 
of the United States. Nylon is 
one of those developments. But 
let me assure you that while we 
are the only manufacturer of 
nylon, we have in no sense a mo- 
nopoly of the applications for that 
product. Nylon competes for the 
customer’s dollar with every syn- 
thetic and natural textile fiber. 
Your wives may have their stock- 
ings, dresses and lingerie made of 
nylon, but you may be very sure 
that if price and quality are not 
competitive, the ladies will turn to 
silk, rayon, or in fact anything 
that better suits their fancy and 
their purse. If we are not success- 
ful in meeting the competitive re- 
quirements of the market place we 
may continue to be the only manu- 
facturer, but we will have nothing 
but red figures on the balance 
sheet to show for it. And that is 
cold comfort indeed. 


Strive for Largest Market 


With our new products it is es- 
sential that we strive for the largest 
market, not for the highest price 
or the highest profit. We intro- 


duced Cellophane many years ago 


and costs of manufacture by the 
methods used then forced us to 
sell it at $2.65 a pound. It was 
used initially only in wrapping 
luxury items, such as perfumes, 
bath salts, and fancy candy boxes. 
Some purchasers even thought it 
valuable enough to keep in their 
safes. Today, as a result of tech- 
nological improvements and _in- 
creased volume, Cellophane sells 
for around 50 cents a pound. Be- 
cause of that low price, Cello- 
phane now protects the most com- 
monplace articles and saves mil- 
lions of dollars annually in elimi- 
nating waste and spoilage of food. 

And so to strive for the largest 
market, at the lowest price that 
yields a reasonable return on our 
investment, is a policy which 
serves many ends. It is beneficial 








THE PRODUCTS 


Four top-line power mowers 
and three handsome, well-built hand 
mowers. Both types designed and 
built by experts from the finest ma- 
terials to last a lifetime. 


ADVERTISING 


Large consumer ads, many in 
color, will be used in such maga- 
zines as Saturday Evening Post, Bet- 
ter Homes and Gardens, Pathfinder 
and Farm Journal during the peak 
of the selling season. 


SALES PLAN 


Liberal discounts to increase 
profits for every dealer. Mowers 
may be bought now .. . for billing 
April 1, 1950. 


Write for Special Dealer Data 
Folder containing complete 
details of the Philadelphia 
1950 Profit Package. 





PACKAGED WITH 
PROFITS FOR 





MERCHANDISING 
PROGRAM 


Colorful window streamers, 
hand and power mower folders, 
wall tapes, and decalcomanias .. . 
in addition to ad mats, and radio 
scripts for local use ... are available. 


SERVICE 


Service stations are located 
strategically throughout the coun- 
try ... Each station is required to 
carry a wide selection of parts and 
experienced personnel. 


Make this the most profitable 
mower season in your history. 
Handle the complete Phila- 
delphia line and sell ALL 
your customers the finest mow- 


ers money can buy. 


THE PHILADELPHIA LAWN MOWER DIVISION 


HARDWARE AGE, NOVEMBER 17, 1949 

















to the public in making availabe sire— 
to them an ever-increasing flow these | 
of the goods and services they de- out of 
sire. It is beneficial also in creat- be kill 
ing new opportunities for employ- volder 
ment, and, finally, it is profitable 
to us as a corporation and so F 
provides our 100,000 stockholders Lh 
with a return on their capital. 
ness a 
Relationship of Size a 
There is much misconception our | 
also about the relationship be- Shern 
tween big and little businesses. du Pe 
The idea has been put forward alway 
that big businesses grow by swal- that |. 
lowing little businesses or by limit- vides 
ing their growth. Nothing could petiti 
be farther from the truth. No little that 
business could compete with us in ree 
nylon for the reason that no such agp 
business could bring together the . 
© ACCURATE DIAMETER capital and technical resources re- thoug 
quired for an efficient producing ~— * 
@ CONCENTRIC SHANK unit. We, on the other hand, have 7 
is no interest in competing in spheres other 
@ KEEN CUTTING EDGES where we can make no substantial = 
technical contribution, and there 
are many activities, particularly in self | 
@ EXCELLENT CHIP REMOVAL fields of marketing and distribu- — 
tion, that small businesses can do with 
better than we. It is, in addition. able. 
essential for us to pursue a co- 1 
operative relationship with those press 
small businesses since they are the large 
suppliers of our raw materials and mist. 
the primary consumers of our fin- of pi 
ished products. man 
Let me cite an example. We sphe 
make nylon yarn and sell it to let t 
whoever will buy. Your wife buys, the | 
let us say, a nylon blouse. Between trial 
the sale of that yarn and that syst 
blouse are the throwster who twists stro! 
the yarn, the weaver who weaves free 
it, the finisher who finishes and mated 
dyes it, the cutter who makes the T 
garment, and the retail store that to : 
sells it. For the most part those so-C 
are small businesses. They need bus 
us; we need them. We thrive to- est | 
gether by virtue of a cooperative T 
relationship. Perhaps I can put it allo 
for you quantitatively. Your wife pla 
pays about $1.50 for her nylon fall 
stockings. We get about 10 cents + 
for the yarn that goes into them. _ 
and the difference represents th: the 
contribution, the opportunity, and “a 
the profit of the many smaller busi nie 
nesses that lie between us and th pie 
final consumer. ial 
Had we the power and the de- 
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sire—which we do not—to swallow 
these businesses or to drive them 
out of existence, we would indeed 
be killing the goose that lays the 
golden egg. 


Favor Free Enterprise 


I have spoken about big busi- 
ness and about monopoly. Let me 
say a word about the laws that 
regulate them. We have had on 
our books for many years the 
Sherman antitrust law. The 
du Pont company is now and has 
always been heartily in favor of 
that law and the safeguards it pro- 
vides for our system of free, com- 
petitive enterprise. Unfortunately 
that law states an objective and 
prescribes no rules so that the 
ideology of enforcement is left to 
the shifting winds of political 
thought. This has led to continu- 
ing changes in interpretation as 
one court decision succeeds an- 
other. Unfortunately also, no prac- 
tical statute of limitation applies 
—so business frequently finds it- 
self attacked for acts done many 
years ago in all good faith and 
with the best legal advice avail- 
able. 

I do not want to leave the im- 
pression that business, whether 
large or small, has never made 
mistakes. A business is a group 
of people, subject to the same hu- 
man frailties as people in any 
sphere of activity. We must not 
let the occasional error blind us to 
the overriding benefits our indus- 
trial system has brought. That 
system has made America the 
strongest nation on earth, and its 
free development will carry us to 
new heights. 

The controversy which is rising 
to a climax in this country over 
so-called “monopoly” and _ big 
business is a matter of vital inter- 
est to all of its citizens. 

This nation has grown strong by 
allowing the forces of the market 
place to rule—the business laurels 
falling to whoever is able enough 
to win them, the law present to 
insure fair play. I do not see that 
there is any tenable alternative. 
In the national interest no steps 
must be taken that penalize suc- 
cess and efficiency. We dare not 
hobble the willingness of a busi- 

(Continued on page 149) 
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this time with a new 


Yes, American Wire Fabrics is first again . . . 
metal bung. In contrast with conventional wooden bungs, which 
may be off-center, off-size and rough-sided, this new metal bung is 
precision stamped. Its smooth sides protect the edges and mesh of 
the innermost layers of screening. 


But, more important is the long, dependable service which high 
quality Gold Strand screening provides for the ultimate user . . . an 
assurance that retailers will continue to make profitable sales to 


satisfied customers. 


Request American Gold Strand from your jobber and give it a 
prominent place in your store. 

American Gold Strand Insect Wire Screening is manufactured in 
strict accordance with U. S. Dept. of Commerce, Commercial Stand- 
ard C.S.-138-47. Supplied in Galvanoid, Bright or Antique Bronze, 
Aluminum and other non-ferrous metals, in standard meshes and 
widths. Carefully inspected . . . packed in strong, clearly labelled 
cartons. 


Other famous Wickwire Spencer Hardware Products Include: Clinton Hardware Cloth, Clinton Hex Mesh Nettings, 
Clinton General Purpose Welded Wire Fabric, Perfection Door Springs, Nails and Brads, Wissco Clothes Line 


AMERICAN WIRE FABRICS CORP. 


WICKWIRE SPENCER STEEL 


500 FIFTH AVENUE, NEW YORK 18, NEW YORK 


Boston + Buffalo * Chicago + Denver + Detroit + Ft. Worth + Philadelphia 
Pacific Coast Subsidiary—The California Wire Cloth Corporation, Oakland 6, Cal. 
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It's the Extra Touches 
That Build Paint Sales 


Information on how to do the job, color charts 


Aw the paint pros- 


pect in choosing the right color 
and proper type of paint for every 
job and you make many repeat 
customers. So states Robert Ger- 
lach, president of the Rite Hard- 
ware Co., 2130 W. Vliet St., Mil- 
waukee, Wis., who does an ex- 
-cellent paint business because he 
puts a great deal of merchandising 
effort into the line. 

In the first place, this firm sends 
paint color charts to selected cus- 
tomers. It also has these charts 
handy to give to each prospect 
who seems hesitant about the type 
and color of paint he wants. 


Dealer Should Help 


Mr. Gerlach is a former paint 
salesman, who formerly contacted 
many paint and hardware stores. 
He knows paint and is using this 
knowledge effectively now that he 
has a store of his own. He says 
that very few paint customers have 
all the knowledge necessary to ob- 
tain the best type of job. There- 
fore, it is up to the dealer to learn 
if he can be of assistance to the 
prospect in buying the paint and 
learning how to apply it properly. 

“Most customers want help but 
are often hesitant about asking 
for advice,” says Mr. Gerlach. “In 
order to get these customers talk- 
ing, we show them a color chart. 
or bring out a can of paint and 
begin talking about its qualities. 
Then the customer becomes more 
friendly and will often tell us all 
about his proposed job. After all, 
if the customer buys the right 
paint and knows how to apply it 
for best results, the store is going 
to get repeat business, sooner or 
later. That’s why it pays us to 
take a lot of time with each cus- 
tomer, to find out if he is all ready 
to do a good job. If not, it’s up 
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and suggestions as to needed accessories help 


make repeat paint patrons for Rite Hardware Co. 


Robert Gerlach, right, points out items on the color 
chart to a paint customer of the Rite Hardware Co. 


to us to help him. I think this 
method of helping each individual 
customer is an important point in 
our sizable paint volume, plus our 
quality line.” 

Mr. Gerlach and his assistants 
do not miss any merchandising 
bets insofar as supplies are con- 
cerned, either. Brushes, scrapers, 
sandpaper and other supplies are 
called to the attention of every 
paint customer. Often a new brush 
can be sold to a paint customer, 
Mr. Gerlach says, just by showing 
it to him and pointing out the 
fact that a good brush makes a 
better paint job. 


Neat signs, both outside the 
store, advertise the brand of paint 
which the store handles and helps 
call attention to paints. This, plus 
the merchandising effort put be- 
hind paints in the store, make 
paint sales decidedly profitable. 

“Due to the fact that we are a 
neighborhood store, we do not ad- 
vertise a great deal in the metro- 
politan newspapers,” says Mr. Ger- 
lach. “Instead we go in a little 
heavier for direct mail, community 
publication advertising and win- 
dow displays. Such advertising 
seems to reach many homeowners 
regularly.” 


HARDWARE AGE, NOVEMBER 17, 1949 





)MMENDED 


oARENTS 
Wrvey v 4b. 13 


ST 


Contains | 


Price to des 


P 





)MMENDED 


oARENTS 
weve? V4ia 1: 


aim 


pret 0 


E Gvarathoed 
Good Housekee; 
for 


AS apveaTistD 


HAS THE CALL! Bro 


A Sure Money Maker 
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STOCK NO. JR-48 


Contains enough Mortite for the average 


vite window MORE ADVERTISING MEANS 
ked 
oye he aay “A 33% eeee MORE DEMAND 


Per Carton $9.28 
Profit to dealer $4.64 Mortite has been advertised 


for the past 6 years 


— Popular Homecraft * Successful Farming 
STOCK NO. B-2 ee “a Good Housekeeping * Popular Mechanics 


Contains enough i for : a. 34 Saturday Evening Post * Popular Science 
windows — J 
List Price $1.25 Sil - : ‘ Better Homes & Gardens * American Home 
Packed 12 to carton ,, f 
Price to dealers, list less 334% 
Per carton $10.00 =f "UN ORE > Mechanix Illustrated 
Profit to dealer $5.00 sane tan, °F 


Parents’ Magazine ¢« Science & Mechanics 


o-../. | i a Nancy Sasser’s “Buy Lines” Columns in 
etro- Bie ig ee 31 Leading Metropolitan Sunday Newspapers 
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Promoting Good Will 
Is as Important as 


Promoting Merchandise 


Ad-Ventures 


“Good will is built up over a period of many years 
by honesty, integrity and service. Its practice costs 
nothing. Its dividends are tremendous” 


By IRVING SETTEL 


Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising, 
Pace College, New York City 


a be a success, it is 


necessary for your store to enjoy 
the fullest confidence of your cus- 
tomers. If you are to sell hard- 
ware, the public must believe every 
word you place in your advertise- 
ments, must feel that you are offer- 
ing merchandise possessing good 
quality at a fair price. You must 
convince your public, also, that 
you are a reputable citizen run- 
ning a respectable establishment. 
When you have done this, you will 
have acquired “good will” and 
the confidence of the town. 


Takes Years to Build 


Good will, of course, is some- 
thing which cannot be built over- 
night. It takes years of honest 
and sincere business dealings. It 
takes careful store-keeping, _re- 
gard for the customer’s viewpoint, 
scrupulous adherence to the “cus- 
tomer-is-always-right” theory. 

An important factor in the main- 
tenance of good will is the peri- 
odic promotion of “goodwill 
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campaigns.” These should be han- 
dled with all the usual effort put 
into an ordinary merchandise 
campaign and should contain the 
following objectives: 


Campaign Objectives 


1. The campaign should attempt 
to promote the fact that your 
store makes every effort to oper- 
ate for the customers’ benefit. 

2. The campaign should try to 
renew the acquaintance of “old” 
customers. 

3. You should try to inform 
the public of the many advan- 
tages which result from trading in 
your store. 

4. You should indicate that you 
appreciate the customers’ patron- 
age. 

5. You should attempt to un- 
cover all cases of customer dissat- 
isfaction. 

6. You should promote the fact 
that you welcome suggestions and 
will readily make changes if they 
are reasonable. 

Plan your good will campaign 


just as if you were planning any 
other. Use a week during which 
business is generally slow and de- 
vote all this period’s advertising 
to this promotion. Use all media 
including newspaper, radio, direct 
mail, window display, store dis- 
play, etc. Important, too, your 
salespeople should talk about the 
campaign to customers and point 
out the signs. A suggestion box 
should be installed and its use en- 
couraged. 

Here are some suggestions as to 
the method of handling the cam- 
paign within the various media: 


Types of Media 


Newspaper: Cut down on the 
size of your ads but maintain the 
same lineage by running small 
ads more frequently. Build up the 
themes, “we prize your good 
will,” “we will make every effort 
to satisfy our customers,” “we 
sincerely believe that your good 
will is our most valuable posses- 
sion,” “we want to please, let us 
know how you feel about us,” etc. 

Radio: A similar theme should 
be played on radio and hammered 
away with spot commercials. Em- 
phasize the fact that “suggestion 
boxes” are available to customers. 
Urge everyone to take full advan- 
tage of this “democratic” way of 
doing business. Dress up the cus- 
tomer services you now offer and 
make known the fact that as time 
goes on, new ones will be con- 
stantly added. 

Window and Store Signs: Place 
large signs both in your windows 
and in your store. Announce the 
fact that “this week and every 
week is good will week.” With 
signs, direct your customers’ at- 
tention to the suggestion boxes in 
the store and urge their use. 

Not only must you preach good 
will, but you must practice it as 
well. One of the best ways to 
build the confidence of the com- 
munity is to exercise honesty in 
your advertising throughout the 
year and, of course, point it out 
during goodwill week. 

Some of the rules to follow all 
the time, are as follows: 

1. All your advertisements 
should be honest always. This 
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@ Here’s the new 1950 Power Model— 
with all the old reliable grass-cutting quality that 
has made PENNSYLVANIA a favorite with 
two generations of hardware retailers 


SPECIFICATIONS 
Height of cut %” to 2”. Five 
extra wide crucible analysis 
steel blades. Rubber tires. 














and their customers. 
Briggs & Stratton motor. 

Place your order MODEL R—~9 

a Wheel 10 in. dia. 

with Width of cut 18 in. 

Your Jobber— Shipping weight 135 Ibs. 
Net weight 111 Ibs. 

NI oO W é Motor l hp 

MODEL T—9 

Wheel 10 in. dia. 
Width of cut 21 in. 
Shipping weight 145 Ibs. 
Net weight 116 Ibs. 
Motor 1% hp 






To simplify your service prob- 
lem, Pennsylvania offers you a 
complete REPLACEMENT 
PARTS CATALOG. A copy will 
be sent free of charge on request. 


‘DEN NSYLVANIA 


QUALITY LAWN MOWERS SINCE 1877 


me ‘\ PENNSYLVANIA LAWN MOWER DIVISION : 
Way, AMERICAN CHAIN & CABLE 


aT 


\ 
3 


7 Bridgeport, Conn. « Camden, N. ay) 
al ridgeport, Conn. ‘amden, N. J. — 





GREAT AMERICAN PENNSYLVANIA JR 
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means that they should be written 
clearly and factually, without dis- 
tortion or implications. 

2. Use only true price compari- 
sons. It is better to eliminate 
comparisons unless they are truth- 
ful and actual. 

3. Advertise and illustrate only 
the items you are actually selling 
and at the exact price. Do not 
promote items which you cannot 
supply in sufficient quantities to 
satisfy all requests. 


4. Advertise your customer ser- 
vices as they actually are. There is 
nothing more disappointing to a 
customer than to be misrepre- 
sented. 

5. Let the public know that you 
are extremely careful about truth 
in advertising. 

Goodwill for a store is accumu- 
lative. It is built up over a period 
of many years of honesty, integ- 
rity and service. Its dividends are 
tremendous. 





The Value of 
An Inventory 


Ml E have long urged our 
members to take a physi- 
cal inventory at least once a year. 
This is of importance because of 
your liability under the Treasury 
Department should you be checked 
on your income tax and also 
should you have a fire loss, an in- 
ventory is very valuable. 
“Following is quoted a letter 
from the U. S. Treasury Depart- 
ment, dated August 25. Read it 
very carefully. 


“ ‘Reference is made to your let- 
ter dated August 12, 1949, in 
which you request to be advised 
with regard to the necessity of 
retail hardware and paint stores 
taking a complete physical inven- 
tory of their merchandise once a 
year at the close of their fiscal 
year. 

“ ‘For your general information 
it may be stated that sections 
29.23(c)-1 and 29.41-3 of Regula- 
tions 111 specifically provide that 


a taxpayer who is engaged in the 
purchase and sale of merchandise 
is required to take inventories at 
the beginning and end of each 
taxable year and use such inven- 
tories in the computation of his 
net income in order for such in- 
come to be correctly reflected. 
Furthermore, in any case in which 
it is necessary to use an inventory, 
no method of accounting in regard 
to purchases and sales will correct- 
ly reflect income except an accrual 
method. (Section 29.41-2 of Regu- 
lations 111) 


“Section 29.22 (c)-2 of Regu- 
lations 111 provides in part that 
where the taxpayer maintains book 
inventories in accordance with a 
sound accounting system in which 
the respective inventory accounts 
are charged with the actual cost of 
goods purchased or produced and 
credited with the value of goods 
used, transferred, or sold, calcu- 
lated upon the basis of the actual 
cost of the goods acquired during 
the taxable year (including the 
inventory at the beginning of the 





GET THIS NEW 


VISE- 


WRENCH MERCHANDISER 


FOR BIGGER, FASTER, EASIER SALES! 


GRIP 





SURE HE 
SELL LPS 
VISE-GRIPS 








a 





YOURS with order for one each of po 
the 6 VISE-GRIP wrenches 'e 
READY AT YOUR JOBBERS NOW! 12" wide ad 


Made of durable ply-wood beautifully enameled, attractively designed. This SILENT SALES- 


te e 
MAN keeps on the job every hour of the day .. . every day of the week. Displays one each 20 high 















tyr 
of the six VISE-GRIP wrenches. Occupies little space. Has easel for standing . . . drilled ’ 
hole for hanging. And it's yours for an order of one each of following VISE-GRIPS. f aa , col 
” ” j } ani 
One No. 7 (7°’ Standard) One No. 10 (10°° Standard) | | 
One No. 7C (7° New Model without cutter) One Wo. 10C (10°° New Model without cutter) i 
One No. 7W (7’’ New Model with cutter) One No. 10W (10°’ New Model with cutter) DISPL A y G/ VEN me 
, sel 
WORLD'S MOST POWERFUL. MOST USEFUL HAND TOOL with purchase of the 6 wrenches aii 
VISE-GRIP is the original toggle wrench—the leader in its field. Locks to work with more 5 
than a ton grip—or adjusts to powerful pliers action. Does difficult jobs like magic. Nation's RETAIL 45 ; 
fastest seller! So take advantage of this MONEY-MAKING OFFER. Write your jobber for 3 j 
VISE-GRIP wrenches and display board today. VALUE | - " 4 
Manutactured Only By LESS regular dealer discount | {2 
PETERSEN ORDER NOW a 















DeWitt, Nebraska CASH IN ON THIS PRE-TESTED DEAL 
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= ¥ Do You Handle Sling Chain? 
WHEN YOU SELL McKAY ‘Engineered’ CHAIN... : 
| Then You'll-Want the New 
Remember that fhe nearer the sling legs are to vertical—the 
greater the load that can be lifted safely with a given size Me KAY SLIN G-CHAI N C HART 
sling chain. Factors such as this make it important fo en- | we gies th Walatattain + vat 
gineer chain for each particular application. | types of sling chains and outlines the pro- 
That's the benefit of handling McKay chain . . . for with rennet godine yet p28 chain. bare 
this ‘“engineered’’ line you can always recommend the exact | Of the sling chains your customers use. 
type, grade and size for every working need. McKay chain, j 
correctly specified, properly used and regularly inspected =e MAIL THIS COUPON 
and maintained, gives the needed ‘“‘working load limit.” — = —— “J 
For details on how to engineer chain to specific require- ! Yes eee 
ments, call McKay. We'll show you the profit advantages of | Send Me the McKay Sling Chain Wall Chart | 
selling McKay ‘Engineered’ Chain for industrial, commercial 1 | 
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When the 


“IRON HORSE” 
opened up the West... 











was a lusty 5-year ol 


1864 was a magical year in American 
history. The Civil War had come to a 
close, and the United States stood on the 
threshold of a tremendous era of indus- 
trial and economic expansion. As an ex- 
ample, the first transcontinental railroad 
was linked up in 1869, and the epic de- 
velopment of the West began. 

Since 1864, P. Wall has been manu- 
facturing a line of soldering products 
which are unsurpassed for quality and 
serviceability. We are proud to have con- 
tributed to the astonishing growth which 
has made America a symbol of strength 
and progress throughout the world. 


Typical of P. Wall's complete line are the following products. 


“DREADNAUGHT” 
Torch No. 4] 


This gasoline blow torch 
features a drawn steel tank 
with all inlets brazed and 
bottom electrically seam 
welded to tank shell. Blow-proof pump, durable 
double coat brass gloss finish. Highly polished 
brass tank available. Attractively priced. 





“DREADNAUGHT” No. 2 
Alcohol Blow Torch 


The Dreadnaught self- 
enerating torch moves 
ast and brings quick prof- 

its. Triple chrome plated. 

Ideal for home workshops. Flame temperature 

1800°F ... just right for pre-heating work . ..im- 

proving quality of soldering. Two sizes available. 








NOTE: Blow torches and soldering irons 
can be supplied in Christmas wrapping. 





if you do not have our new 
catalog, send for a copy today. 


Since N, ALY 1864 


SUPERIOR 
PRODU 


P. Wall Mfg. Co. 





202 ERIE STREET 
Your Most Complete Line of Soldering Products 
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year), the net value as shown by 
such inventory account will be 
deemed to be the cost of the goods 
on hand; and that the balances 
shown by such book inventories 
should be verified by physical in- 
ventories at reasonable intervals 
and adjusted to conform there- 
with. It may be stated in connec- 
tion with the foregoing that the 
reasonable intervals referred to in 
the regulations contemplate the 
taking of physical inventories at 
or near the close of the periods 
for which tax returns are filed. 


‘Intentional disregard of the 
rules and regulations is expressly 
declared to subject a taxpayer to 
the negligence penalty imposed by 
section 293(a) of the Internal 
Revenue Code. Where the de- 
ficiency is due to lax bookkeeping, 
including proper valuations of in- 
ventories at the beginning and end 
of the year, the negligence penalty 
will be asserted.’ ” 


—from a bulletin of the 
Chicago Retail Hard. 


ware Association 


Electric Freezers, Water Systems and Ranges 


Top Farmer's 


T HREE-QUARTERS of a billion 
dollars is the value of the im- 
mediate market for electrical ap- 
pliances among American farm 
families with electric service, ac- 
cording to an estimate based on 
the results of a sampling survey 
recently completed by the Edison 
Electric Institute’s Farm Section. 
At the end of 1949, it is estimated 
that about 5,000,000 farms will be 
receiving electric service. 

Interviews with 2377 farm elec- 
tric customers in 19 states repre- 
senting every section of the coun- 
try indicate an average retail mar- 
ket for appliances of about $150 
per customer. The survey, con- 
ducted among their farm cus- 
tomers by 26 electric operating 
companies, covered in addition to 
the farm families, 293 rural cus- 
tomers who were not classified as 
farmers. ' 

The survey shows more than 40 
different types of electrical equip- 
ment are desired immediately, 
with home food freezers, electric 
water systems, and electric ranges 
leading in demand. The survey, 
projected on the basis of the total 
number of electrified farms, in- 
dicates that nearly a quarter of a 
billion dollars in retail sales is 
represented by the demand for 
food freezers; while over $90,000,- 
000 would be expended for the 
pumps alone in water system in- 
stallations. With 41 per cent of 
rural electric customers already 
cooking with electricity, an addi- 
tional 12 per cent want electric 
ranges now. 

Fourth in demand are electric 


Demand List 


water heaters, representing about 
$70,000,000 in sales for electric 
appliance dealers. Over $55,000,- 
000 worth of new electric refrigera- 
tors is also indicated, despite the 
fact that about 85 per cent of farm 
customers have them already. 
The survey also indicated that 
36 per cent of farm electric cus- 


tomers cook with wood, coal, oil - 


or kerosene, while 23 per cent 
cook with bottled gas. Some 
farms use two sources of fuel. 
Wood, coal, oil or kerosene is used 
by 45 per cent to heat water, while 
15 per cent use bottled gas. 

Since running water is basic for 
farming operations, detailed ques- 
tions were asked of those inter- 
viewed concerning water systems. 
[Electric water systems are being 
used by 65 per cent of these cus- 
tomers, with an additional 15 per 
cent using some other type of sys- 
tem, bringing the total with run- 
ning water to 80 per cent. In com- 
parison, only 53 per cent of these 
rural customers had a bath or a 
toilet, and only 62 per cent were 
using running water in the kitchen. 

The prime consideration in the 
customer’s purchase of a particular 
water system was the ability of the 
dealer to install it and provide ser- 
vice. Other important considera- 
tions were the water system’s me- 
chanical features, price, brand 
reputation, and capacity. 

In number of water systems al- 
ready sold to those interviewed in 
the survey, the greater number of 
sales were made by hardware deal- 
ers with plumbers second, and elec- 
tric appliance dealers third. 
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FULLY GUARANTEED WATCHES 
OF DEPENDABLE ACCURACY 


O.. 28 years of watch making “know how” 
assures you of precision accuracy and styling known 
for its beauty and loveliness. CLINTON watches are 
the choice of discriminating men and women 
everywhere—internationally known and acclaimed 
for fine performance and matchless beauty. Every 
CLINTON watch is boxed in a handsome gift case 


ALL CLINTON watches are made with inter- 
changeable parts, electronically tested and rigidly 
inspected. Dust-proof crowns shield and preserve 
every watch for added years of service. 


Advertised in leading notional publications in- 
cluding SATURDAY EVENING POST, LOOK, 
COLLIER'S, LIFE and ESQUIRE. 


A limited number of territorial franchises now available 
Full details upon request. 


WATCHES 


CLINTQN WATCH CO. 














for EX7KA sales 
EXTRA profits 


Display 


WOW! 


Game fish go for 
this super-action 


Tie up with 
HORNET’S 
national advertising “> 
and “More Fish or 

Money Back’’ Guarantee 












* irae 


You land easy extra sales because HORNETS 














\ 29 E. MADISON STREET * CHICAGO 2, ILLINOIS j 
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are pre-sold to your customers in Field and 
Stream and Hunting and Fishing. HORNETS 
prove so successful with bass, pike, pickerel, 
trout and muskie that they’re “guaranteed to 
catch more fish or your money back.” We back 
you fully on guarantee. Display HORNETS 
and they sell — for casting, trolling and spin- 
ning. 


HORNETS are beautifully made pre- 
cision quality lures —that sell on sight! 








Three sizes— Nos. 3 (1/4 02z.), 2/0 (2/5 oz.), 7/0 
(1 0z.), each size in combinations of red, yellow, 
green, black and white trim on bodies, swivel- 
guards and tails of soft pliable plastic. Line 
keels prevent line twist. Bodies of 
nickeled brass. No. 3, 75c each re- 
tail, No. 2/0, $1.25, 
No. 7/0, $1.75 — full 
profit for you. Dozen 
to carton. Write today 
for catalog-folder 
and prices. 














Red Hornet No. 3R1 
weight 1/6 oz. 
(actual size) 
For trolling, casting, 
spinning 
















aN HORNET, Inc. 


t 
400 Clark Street, Elyria, Ohio 





THERES A SUPER 


CARBIDE TIPPED 


MASONRY DRILL 
FOR EVERY JOB! 


Aer 
Ss Ta ° 


WRITE FOR NEW BULLETIN 
SUPER TOOL COMPANY 


0 HOOVER ROAD ° DETROIT 13. MICHIGAN 
SURPLESS-DUNN CO. 
Notional Distributors 
NEW YORK 7 CHICAGO 








At right is the modernized 
front of the W. M. Scott & 
Co. store, Carnegie, Pa. 
Below is the former front. 







Putting on a Good Front 


ERE are two of the many 

hardware store front modern- 
izations currently being effected 
for member stores of the Ameri- 
can Hardware Supply Co., dealer- 
owned wholesale hardware firm of 
Pittsburgh, Pa. Striving for uni- 
form store front identity for its in- 
dependent dealer members, the op- 
portunity of converting drab and 
uninteresting store fronts into 
neat, modern traffic-getters is of- 
fered at low cost. 


go oO 


At the right is the 
former front of 


For a minimum expenditure in 
paint, plywood or masonite, an at- 
tractive effect is achieved. The de- 
sign is flexible enough so that 
it can be adapted with a minimum 
of change to fit numerous varia- 
tions in window and front size. 
Steel-stamped porcelain enamel let- 
ters are supplied at cost to each 
member store, and the uniform 
colors of deep blue, red and cream 
complete the attractive color 
scheme. 








Jesse F. Barker 
Hardware store, 
Titusville, Pa. Be- 
low it appears in 
modern dress. 


m oO 
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Business Must Serve 
The Public 
To Be Successful 
(Continued from page 139) 


ness te venture by refusing it the 
fruits of its success or by holding 
out the doubtful privilege of gov- 
ernment regulation when that suc- 
cess has been achieved. We can 
preserve competition only by al- 
lowing it to operate, and so to 
make effective the votes of thou- 
sands of satisfied customers. 

It is vital to the strength, hap- 
piness and future standard of liv- 
ing of the people of this country 
that we permit the free growth and 
development of large businesses 
capable of taking the great risks 
invelved in the difficult industrial 
tasks, for we cannot have what we 
do not produce. 

I have spent many of my work- 
ing years in the fields of science. 
I learned there a fundamental 
principle—never to discard the re- 
sults of a well-demonstrated ex- 
periment in favor of an untried 
hypothesis. I would urge that that 
principle never be forgotten in 
dealing with these vital problems. 





Words of Wisdom 


If you want a place in thé sun, 
you'd better expect to get a lot of 
blisters.—Exchange. 

Beaten paths are for beaten men. 
—Eric Johnston. 

A politician thinks of the next 
election; a statesman, of the next 
generation. — James Freeman 
Clarke. 

Trifles make perfection; but 
perfection is no_ trifle.—Michel- 
angelo. 

The most manifest sign of wis- 
dom is continued cheerfulness.— 
Montaigne. 

A good laugh is sunshine in a 
house.—T hackeray. 

If youth be a defect, it is one 
that we outgrow only too soon.— 
Lowell. 

I had rather be sick than idle.— 
Seneca. 

Be sure you are right—than go 
ahead.—David Crockett. 

No man was ever great by imi- 
tation.— Samuel Johnson. 

Words are the only things that 
last forever—William Hazlitt. 

—from Carey Impressions 
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It’s an expanding market—in h 


the cream of the business. 


1. Worthington QD Jr. V-Pulleys 
are Easy to Fit—Can’t Work 
Loose — Noiseless — Trouble-free 
—No Wobble. The interchange- 
able rim and hub feature reduces 3 
your inventory. = 


V-Pulleys are rugged, sturdy, uni- 
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" WORTHINGTON 


Se coe NG Lek= 
FRACTIONAL- HORSEPOWER 


V- PULLEYS 


FOR V-BELT DAIVES IN 
SHOPS. HOMES, STORES 
AND ON THE FARM 








quick 
OeTAGRABLE 


WORTHINGTON 


SF nak KS 
MERCHANDISING DIVISION 








Get that fractional horsepower drive business by handling the 
‘“‘Profit Maker’ Assortment of V-Pulleys and V-Belts furnished 
by “the good right hand of industry’ 


farms. And the many Worthington sales points mean you'll get 


form high quality. Available in 
single and double grooves to serve 
your customers’ varied speed re- 
quirements. 


Cord V-Belts have their continu- 
2. Worthington Adjustable-Pitch ous cords located in one neutral 
plane, unaffected by flexure. 
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Worthington-Goodyear EC 
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and for quick turnover 


You get the attention- 
compelling Profit- Maker 
Display Stand, posters 
and window banners . . . 
fact-full sales literature 

.- Simplified tablesshow- 
ing correct V-Pulley and 
belt sizes—to serve 90% 
of your customers’ re- 
quirements. 

Contact your local 
Worthington Distribu- 
tor or send the coupon 
for complete informa- 
tion on how the Worth- 
ington FHP Profit- 
Maker Assortments 
mean Higher Profits for 
You! 


Worthington Pump and Machinery 
Corporation 


! 
| 
MVD Sales Division, Dept. N851 1 
Buffalo, New York \ 
Please tell me how lcan make Higher | 

i 

| 


Profits with Worthington FHP Profit- 
Maker. 
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ALWAYS A GOOD SELLER 
ALWAYS POPULAR 


AND IN 


DEMAND 
PATSY PRIM 


DUST <“ 
o = PAN 
1 ti why p Rg 0 -T 5 X * It's beautiful * It's practical 
eee © It's moderately priced 
STOVE AND TABLEPADS cee sess - on 


outsell all others / | wearing and sturdy long handle dust pan. 
\ |  Durably constructed of 28 gauge stock, 













_—=,N heavy gauge wire handle extending 26" 


from floor. 


P i = Green or Red Enamel 
\ | See your jobber or write today for 
Y : : 
ri hy sicad | I ; colorful literature on the Fulton 


) Line. 

















Steak Kr 











PATENT NOVELTY CO. i 


e i. ; . vi ss iW FULTON 11, ILLINOIS "< 
HARVEST M89 


Newest PRO-TEX design. 


Fruits and vegetables in full J Nation ’s Best Selling 


natural color! Appeals to. 


every housewife. Ironing Tables Ce 
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> ae) \ 
DUTCH COLONIAL a 
Six gay colors! It’s the fastest sell- Safety Lock you 
, ing deluxe Pad on the market. Your in Brid 
ws customers will buy it on sight. slips in place by 
itself. Releases Ke 
with one finger in hi 
plate 
Sr ge Stea 
Good Housekeeping Honi 
Secon stan 
in co 
See the Write ro : 
full line for prices STYLE 1200, STANDARD (Illustrated) | C; 
: Lowest priced all-metal table on market. | - , 
of PRO-TEX & illustrated Improved Arvin construction gives | ot 
Pads in color! catalog sheets! faster, better ironing results. sift 
STYLE 1300, ADJUSTABLE _ 
Nationally 4 most convenient heights—27”, 30’, 
Advettised— 32”, 34”. Adjusts easily in 30 seconds. a 
atten Sturdy, rigid, ‘‘fool-proof”’’. = 
Cr 
Catalog Sheets th fit building products of Go: 
. Pans) NOBLITT-SPARKS INDUSTRIES, Inc, Columbus, Indiana > 
META L PRODUCTS co. DISTRIBUTED BY S2lbnanton E Ce, oe. Mov eiccon cae tanta apace om é 
E wien Gt ees - ‘N 
1820 East 37th Street @ Cleveland 14, Ohio © METAL CHROME-PLATED DINETTE SETS © ALL-METAL IRONING TABLES 
© ALL-METAL OUTDOOR FURNITURE 
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Famous Arvin 
Safety Lock 
slips in place by 
itself. Releases 
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Carving Knife and 
Fork Set Ad 





Steak Knife 
Sets of 
4,6 
and 






3-piece 
Carving Knife 
Set. (Also avail- 
able with fork) 















~ 
Carvel Hall “XS 
Cutlery 


If you’re interested in fast selling items, here’s something 
you can’t afford to overlook . . . Carvel Hall Cutlery by 
Briddell! 


Keen hollow-ground chrome-vanadium steel blades are set 
in handsome ivory Lustrex handles with sparkling chrome- 
plated safety bolster and ferrule. You can sell individual 
Steak Knives, Carving Knives, Slicers, Carving Forks or 
Honing Steels in sets. And talk about packaging! Besides the 
standard Briddell plastic jewel box case, there’s a new line 
in colorful limed-oak frames with burgundy velvetyn lining 
and plastic cover with tremendous display possibilities. You 
can sell a wide price range, too (from about $3 to $35 retail). 


Carvel Hall Cutlery and the dealers who sell it are backed 
up by Briddell’s big advertising campaign in Good House- 
keeping and Better Homes and Gardens. There are special 
gift promotions in the peak selling seasons. See your jobber 
and cash in on these fast selling cutlery items today. 


‘@ Briddell 


Master Set, ~~ , 
6 Steak Knives, “ 
Carving Knife and Fork 





Famous Carvel Hall 
Cutlery bears the 
Good Housekeeping 
Seal of Approval 


om Oyen Ps 
** Guaranteed by » 
Good Housekeeping 











* INCORPORATED 
icici CRISFIELD, MARYLAND 


Fine Dualety Cullery 
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Here’s a new cabinet hardware item that has tre- 
mendous appeal for all who see it. Tuteh Latch is 
applied to the interior of wood cabinets. It is 
entirely concealed from external view. The gentle 
touch of a finger, wrist or elbow instantly opens 
cabinet door. When door is closed, Tutech Latch 
holds it securely. Consumers want Tuteh Latch. 


It’s easy for you to handle «..and mighty profitable. 


Only Small Investment Required e Ask Your Jobber 


as 


* 
. 


re | 
me 


FREE DEMONSTRATOR ENVELOPE PACKAGED 


Ask your jobber about all these items, too... fur- 
niture trim, cabinet hardware, builders hardware, 


screws and bolts, shelf hardware and sash hardware. 


DISTINCTIVE HARDWARE 
ALL FROM ] SOURCE 


NATIONAL LOCK COMPANY 


ROCKFORD + ILLINOIS 
MERCHANT SALES DIVISION 








Christmas Packaging 
For Remington .22s 


Remington Arms Co., Inc., Bridge- 
port, Conn., offers without charge, 
Christmas packaging and _ displays. 





Package consists of slip-on boxes in 
Christmas colors and designs to fit over 
the regular cartons for 500 Remington 
.22 cartridges, a display stand in the 
form of a Christmas tree and a win- 
dow banner in Christmas colors. 





‘Budgeteer' Clean 
Air Cleaner 


Landers, Frary & Clark, New Britain, 
Conn., offers the “Budgeteer” clean air 
cleaner suggested to retail at $49.95. 
Finished in two tones of brown baked 
enamel, it features a_thread-picking, 
self-cleaning nozzle which picks up 
thread, lint and hair; claimed to never 
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clog, will not seal or drag any rug: 
and instant seal hose connection. Toe 
switch eliminates stooping and bending, 
starts or stops motor. Improved strap 
handle provides ease in carrying and 
lifting. Equipment includes eight ft. 
fabric covered hose, two lightweight 
wands, one carpet nozzle, one drapery 
nozzle and one radiator tool. Extra 
attachment kit with carry-all available 
also. 


Full Color Display 
For Door Knobs 


Taylor Lock Co., Philadelphia 32. 
Pa., offers a full color display assort- 
ment No. 422 which contains three 
pair of No. 400 fluted glass knobs, 
bright crystal clear glass with silvered 





backing, diameter of knob, 2 in. Packed 
one pair to individual box. Also two 
pair of No. 410 dull brass plated and 
lacquered knobs. Diameter 2% in. Reg- 
ular packing, a half doz. pair to box 
with steel threaded spindles. One pair 
No. 402-P polished solid brass, wrought 
one-piece knob, 2 in. diameter. Pol- 
ished brass finish with baked-on “Life- 
time” lacquer. Packed one pair to box. 
All knobs supplied with threaded spin- 
dles for easy adjustment. 





Carlco Radiator Covers 


Carlisle Mfg. Co., 138 Avon Ave., 
Newark 8, N. J., is again offering 
Carlco radiator covers. Made of steel, 
one piece. Said to be non-snagging. 





Both open-end and round cornered 
closed end types are available in ivory 
finish or natural wood grain walnut 
design. Closed end covers come in 
7% and 91% in. widths, and 10 by 19, 
18 by 35 and 24 by 47 in. lengths. 
Open end comes in 7% and 9% in. 
widths and in 18 by 35 in. lengths. 
All covers packed 12 to carton. 


$6 T Techie Bos 


Stratton & Terstegge Co., Inc., Louis- 
ville, Ky., offers a steel dual automatic 
tackle box, “My Buddy.” Said to be 
rain-proof, all cover edges overlap to 
form water-shed. All parts drawn from 
one piece of steel. Rayon flock covers 
the cantilever trays and interior of this 
box. Flock is washable and practically 
fade-proof as well as water absorbing, 
says maker. 
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Look what TAYLOR’S 


iving you for Christmas! 








Taylor Instruments 
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MEAN ACCURACY FIRST 





A FIVE-STAR GIFT PROMOTION 


Spearheaded by a full page in the Saturday Evening 
Post; plus important space in Better Homes & Gardens, 


House & Garden, House Beautiful, Parents magazine. 


A TERRIFIC POTENTIAL MARKET—Offering you an unparalleled 
sales opportunity this Christmas! Everybody knows Taylor 
quality. After seeing some of our new designs, 3 out of 4 
people said they’d make wonderful, unusual Christmas 
presents. 


BIGGEST SALES AT CHRISTMAS SEASON—A major part of the re- 
tail sales of instruments are made at Christmas time. So your 
only problem is to EXPOSE Taylor Instruments to ENOUGH 
people before Christmas. 


BIG PROFITS FROM SMALL SPACE—Scarcely an item you handle 
brings so much profit from such small space. Put up a small 
display in a good traffic spot showing all the items featured 
in our big Christmas advertising. 


EXCITING NEW DESIGNS BY WALTER DORWIN TEAGUE—W alter 
Dorwin Teague, internationally famous designer, came up 
with some of the most novel and exciting instrument de- 
signs since barometers and thermometers were invented. 


All designs PRE-TESTED by a national panel of families. 
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Here’s how to get your share! 


1. Set up a small Taylor Instrument Display Counter. These instru- 
ments sell on sight! Display them in a prominent spot where your 
sales people are accustomed to selling high cost prestige items. 


2. Display advertised instruments in your window. A Taylor Instru- 
ment Window at Wm. Hengerer Co., Buffalo, stopped far more 
people than any other window in the store! You'll find Taylor 
Instruments a real traffic builder for you! 

3. Send for FREE COPIES of our big Post Page mounted on heavy 
easel board. Put them on your counter and in your window to tie 
in with the ads. 

4. TIE IN with your own newspaper, radio and television advertis- 
ing — timed to capitalize national ad appearance dates. We'll fur- 
nish free mats and suggested radio copy. 

5. SPEED UP SALES with Taylor Fact Tags. Be sure they're attached 
to each Taylor Instrument (extra tags on request). Good asa short 
training course for your clerks. Help customers sell themselves 
while they’re waiting! 

Taylor Instrument Companies, Rochester, N.Y., and Toronto, Canada 


ORDER TAYLOR INSTRUMENTS NOW! 
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TWO NEW 





PROFIT BUILDERS 
FOR YOU 


ROYAL PRESENTS THESE TWO NEW 
PROFIT MAKERS DESIGNED AND CON- 
STRUCTED JUST AS YOU ASKED. THEY 
WILL MOVE FAST—AND THEY ARE 
PRICED RIGHT FOR MAXIMUM PROFIT 











ROYAL CURTAIN SCREEN—The most out- 
standing curtain screen on the market to- 
day. Offers a sliding wire mesh screen in- 
corporated in a beautifully designed brass 
frame. Inner construction of sturdy angle 
iron. Graceful lines add charm to any fire- 
place. Any person with a fireplace is a 
potential buyer. Available in standard 31” 
height and in three popular widths, 32”, 38”, 
44”. Special sizes at extra cost. 





ROYAL GAS LOG—Beauty beyond compar- 
ison. A replica of beautiful Tennessee Moun- 
tain Oak Logs. It graces any fireplace in 
summer or winter. A.G.A. approved for 
manufactured, natural, butane and propane 
gases. For convenience of installation, three 
orifices, for use with various gases, are in- 
cluded with each heater. Two sizes, L-22 
(20” width—22,000 B.T.U.) and L-30 (24” 
width—30,000 B.T.U.). 


SEE YOUR DISTRIBUTOR OR 
WRITE FOR CATALOG SHEETS. 


CHATTANOOGA IMPLEMENT AND 
MANUFACTURING COMPANY 


CHATTANOOGA 6, TENNESSEE 
Quality ... Since 1891 








WHAT'S NEW 








‘Arco’ Portable Saw 





Tool which is said to convert any 
1, in. electric drill into a portable 
saw. Arco-Saw has a right angle gear 
drive and precision gear box with all 
gears inside, sealed and grease-packed. 
Safety-yoke connects the drill perma- 
nently to the saw unit, preventing the 
drill or saw from twisting. Equipped 
with aluminum alloy castings, self- 
lubricating oilite bearings and precision 
ground piston steel shafts. Feature of 
the tool is the “Hycarbon” sawblade. 
Four in. cross cut, “s in. bore, the 
sawblade is handfiled and constructed 
of tempered tool steel. Maker guar- 
antees all parts. Suggested to retail 
for $9.95 with replacement blades avail- 
able at $1.60. Arrow-Metal Products 
Co., 140 W. Broadway, New York City 
13. 


Dennison Book on 
Decorating Windows 


A booklet entitled, “How To Deco- 
rate Windows With Crepe Paper,” has 
been prepared and issued by Dennison 
Mfg. Co., Framingham, Mass. Avail- 
able for 25 cents, it illustrates and 
explains clearly in detail different meth- 
ods of decorating store windows. Also 
includes tricks with crepe paper, do’s 
and don’ts, and material and _ tools 
needed for such work. 


‘Spirex' Sash Balance 


The Caldwell Mfg. Co., Rochester 4, 
N. Y., offers the Spirex sash balance 
for residential windows. Unit features, 





quiet operation; design which permits 
tension adjustment at any time without 
removing a screw from the attaching 
arm; and quick, easy installation. 
Tubes are finished by electro-galvanized 
method. Flat steel spring coils are 
separated from each other and spe- 
cially coated. Features eliminate fric- 
tion. Rods are cadmium plated. Avail- 
able in all sizes ranging from 8 to 
42 in. glass height. Can be adjusted 
after balance is installed. Requires 
but 3-4 turns for tension balance for 
24 by 24 in. sash. Will go in round 
or square groove, either % by % or 
% by ™% in. Packed in telescoping 
carton with quick size number iden- 
tification. 


'Mirro-Matic’ 
Electric Percolator 


Aluminum Goods Mfg. Co., Manito- 
woc, Wis., offers “Mirro-Matic” electric 
percolator, completely automatic. Maker 
claims that it starts to perk in 30 
seconds. Stops automatically when 
coffee is done. Suggested to retail for 
$12.95, eight cup size, with cord. Said 
to keep coffee hot for hours. 





Wool Sponge Display 


Acme Sponge & Chamois Co., Inc., 
2421-23 W. Division St., Chicago 22, 


Ill., is making an upright counter dis- 





play for wool sponges. Features the 
five best sellers in hardware stores, 
selected from Acme’s line of Medi- 
terranean wool sponges. Sponges are 
available Cellophane individually wrap- 
ped with suggested retail price tags, or 
come without cellophane. Price ranges 
are from 79 cents to $2.98. Available 
without charge with an order of six 
of the five best sellers. Total dealer 
cost $29.56, total retail price, $49.26. 
Display rack and sponges packed in 
shipping carton, weight 8 Ibs. 
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MATCHED DESIGN (above) — Knobs, Pulls, Hinges and Catches oO Se Ske . 3 
match perfectly in design giving lasting beauty to kitchen, bathroom, 
gameroom and storage cabinets. Four design groupings at gradu- 
tae ated prices provide quality hardware for every purse and purpose. 
eu TRIPLE PLATED FINISH (1) with heavy underplatings of both 
.. Maker copper and nickel on steel and die cast items seals the pores of 
- in 30 the metal to protect the beauty of the Polished Chromium finish. 
y when STURDY 5-KNUCKLE HINGES (2) eliminate sagging and binding 
gp ne doors... give longer wear with smooth quiet operation. 
d. 1 
PRECISION COUNTERSUNK SCREW HOLES (2) give perfect fit 
of screws to hinge for smooth surface and finished appearance. 
RAISED JOINTS on semi-concealed hinges (2) allow complete 
, opening of door without strain on hinges or screws. 
oh os NOTCHED PLUNGERS (3) make “Push Button” catches easily 


adaptable for use on various thicknesses of doors. 


NOTCHED MACHINE SCREWS (4) Really 2 screws in 1. Conye- 
nient for use on various thicknesses of wood without cutting or filing. 
TAPED WOOD SCREWS (5) assure full count, eliminate loss, 
and are easy to handle. 

INDIVIDUAL ENVELOPE PACKING (not illustrated) protects fin- 


ish and prevents loss of small parts. Each envelope marked with 
the famous “Amerock” trademark — your guarantee of quality. 
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MORE 


STRIP-SEAL 


FOR 
Less Money 


ANNOUNCING 
THE NEW STRIP-SEAL 
ECONOMY CARTON 


frAL OUT COLD 





* ECONOMY CARTON (Four 29¢ boxes) 
RETAILS 98c. 29c Box actually costs 
dealer 16% c. 

*& PACKED 12 98c Economy Cartons per 
case. (Forty-eight 29c boxes) Case costs 
dealer $7.83. 

* 25% MORE COVERAGE —each 29¢ strip 
(10 strands per strip) now covers approxi- 
mately 20 feet. 


* EACH 29¢ STRIP, now individually boxed. 


STRIP-SEAL... the Mastic 
Weather Strip and Crack Filler 






The new 
10-strand STRIP-SEAL 
is also available in the old 

familiar, long, red box; five cellophane- 
wrapped strips per box — now RETAILS... $1.25 


No tools needed — just press into place. Seals 

cracks around windows, bathroom fixtures, sink 

tops, concrete floors, brick, metal, etc. 

If your jobber can’t supply you, please write us. 
Prices slightly higher in Far West. UT1152 


TREMmCO 


MANUFACTURING CO 
CLEVELAND 4, OHIO 
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WHAT'S WEW 








Master-Keyed 
Doorknob Lock 


LaBelle Industries, Inc., Oconomowoc, 
Wis., offers doorknob locks which can 
be master-keyed or keyed alike. Outer 





knob spins freely when locked; can’t be 
jammed. Quarter turn of milled-type 
key unlocks outer knob so it will draw 
latch. Inner knob opens door at all 
times; only outer knob is controlled 
by mechanism. Lock, tumbler cyl- 
inder type, is built into outer knob 
eliminating need for large lockplates 
or keyholes. Available in statuary 
bronze, polished brass, dull brass, pol- 
ished chrome and dull chrome. 





Table Saw on Wood Base 


The W. R. Vermillion Co., 2205 
Grand Ave., Kansas City, Mo., offers 
a table saw suggested to retail for 
$14.95, designed for cross cut, ripping, 
miter, groove and dado. Said to cut 
to exact dimensions with maximum efhi- 
ciency. All parts, except the saw 








blade and mechanical units are made 
of hard wood treated with a specific 
sealer material and a final coat of bar 
top synthetic lacquer. All wood parts 
guaranteed against defects for a year. 
Fence extends full length of table. Saw 
can be used on either side of blade. 
Miter gage graduated for 15, 30, 45 
deg. cutting. Body, fence guide, and 
saw guard finished in green lacquer. 
top in natural finish. Quick change 
board measuring 7 by 24 by % in. is 
available for $2.50. Includes motor 
bracket, bolts and nuts; also bolts, 
washers and nuts for mounting No, 5 
table saw. Saw blade is 7 in., depth 


of cut, 1% in., bearings, oil-lite, saw 
speed, 4000 rpm., 5 in. recommended 
motor pulley. Shipping weight, 20 
lbs., packed in 200 lb. test shipping 
carton. 


Folding Garment Hanger 


Precision Tool & Die Works, 330 
Fifth Ave., New York City 1, offers 
the Cosmic space maker said to hold 
12 or more clothes hangers. This fold- 
ing garment hanger is made of heavy 
gage steel finished in polished nickel 
plate. Available in blue and yellow, 








we 
= 








baked enamel. Hanger is 14 by 1% 
in. Mounted on a display card, illus- 
trating uses and features. Arms slip 
into a bracket, said to hold firm. Re- 
tails for 79 cents. 





Foam Firefi ghter 


Pyrene Mfg. Co., Newark N. J., has 
designed a two-way playpipe, primarily 
to fight large-area, flammable-liquid 
fires. Its adjustable tip will throw a 
fan-shaped 30 ft. pattern of foam and 
folded back discharges a solid stream 
of foam, 90 ft. Has a hinged tip. Nozzle 
fits a standard two and a half in. hose- 
line and may be used as a hand line 
which one man can handle at 100 lbs. 
pressure per sq. in., says maker. Claimed 
to be capable of producing 1600 gals. 
of foam per minute by using 160 gals. 
of water per minute at 100 per square 
in. and eight gals. of low expansion 
foam compound. Nozzle is flexible in 
its applications since it can be used 
with foam compound pick-up tube 
placed in stationary tank or movable 
drum. 


= — =a) 
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1950 MODEL 


of the famous... 


el LALA LOM. a 





Handee with 51 accessories in handsome 


heavy steel, piano-hinge case, now at 
the lowest price in all Handee 
: "$2495 


History 
CE Siccuexereseseees $1995 


Handee is the “Cadillac” of small power 
tools. First tool of this type and today’s 
finest. 
of homecrafters and mechanics everywhere. 


er 


Handee with 7 accessories in 


Handee grinds, drills, polishes, cuts, en- 
graves, routs, carves, sands, saws, etc. 
Works on metals, alloys, wood, leather, 
plastics, linoleum, glass, horn, bone, etc. 


Gliga” 


AV“ HAS 


BAR ARMATURE 
(OTHERS HAVE 3) 


WHAT THIS MEANS © 
















@ LONGER LIFE 
@ BETTER PERFORMANCE 
@ SMOOTHER ACTION 


@ COOLER MOTOR wnicx 
PREVENTS FREQUENT BURNOUTS 
AND COSTLY REPAIRS 


GIVES YOU 
THE SAME ADVANTAGES YOU WOULD 
GET FROM AN 8-CYLINDER CAR 
AS COMPARED TO ONE HAVING 
ONLY 4-CYLINDERS 










CASH IN ON THIS NEWS 


The dependable Handee advertised for the 
past 18 years is much in demand. It’s easy 
to sell at a good profit. And remember this: 
one Handee customer recommends another. 


ACCESSORIES ARE PROFITABLE 


Over 500 Handee accessories to fit most 
power tools, offer you a steady, year- 
around sales volume. Keep them in the 
new, theftproof, dustproof display case 
which is 23” high, 16” wide, 12” deep 
and attracts a lot of attention. It’s free 
to dealers on a special offer. 


Write for discount: dealer aids and 
details about the display case. 


CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St., Dept. HA Chicago 7, ill. 
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Far ahead of all others, it’s the choice * 








WHAT'S NEW 





W ashburn-Pyrex 
Combination Set 


The Washburn Co., 28 Union St., 
Worcester 8, Mass., and Corning Glass 
Works, Corning, N. Y., offer a beater 


SRR a eee eres 








combination. 


and measure Androck 
rotary beater with a splash-proof cover 
is assembled with a Pyrex qt. measuring 
cup. Measure is shaped like a cup 
for easier handling and pouring of 
liquids. Heat resistant, it has perma- 
nent red markings to measure 0zs., 
cups, pts. and qts. Beater has red 
wooden handles, splash-proof cover and 
nickel-finish metal parts. Colored dis- 
plays and newspaper ad mats are avail- 


able. 


Grabler Packaged 
Pipe Fittings 

The Grabler Mfg. Co., 6565 Broad- 
way, Cleveland, Ohio, has expanded 
its packaging program to include square 
“Gee” malleable pipe fittings, and 
square “Gee” steel pipe nipples and 
nipple assortments. Grabler correctly 
sizes cartons of fittings and nipples. 
Each size fitting or nipples and nipple 
assortment is packaged in quantities 
which have been proved, by experience 
to be most convenient, for storing and 
on-th-job usage. Steel pipe nipples, 
black and galvanized, packaged in two 
ways, one pipe size and length and for 


HARDWARE AGE, NOVEMBER 17, 


assortments, one pipe size in varying 
lengths. Small cartons shipped in 
master containers for protection and 
ease in handling. 





Christmas Gift Package 


Monsanto Chemical Co., 445 Park 
Ave., New York City 22, offers the 
Vuepak plastic cylinder that has a 
colored electric light bulb in its card- 
board top which is printed in four 
colors to suggest the drippings of 
candle wax. An extension cord, in 
green, ducks out the side of the pack- 
age. Designed by the Visible Display 
Packaging Co., Newark, N. J., subsid- 
iary of the Newton Carton Co., Newark, 
ie 8 





Johnson Adds Colors 
To Rubber Tile Line 


Johnson Industries, Inc., 291 Mce- 
Pherson Highway, Fremont, Ohio, has 
added three new colors to its line of 
rubber floor tile. The line will also 
include three colors in grease proof 
tile. One, cream-tan, classed in deluxe 
group while No. 260, black with flecks 
of green and No. 270, deep blue with 
white, are classed as standard. 


‘Lawnstar' Roller 


The “Lawnstar” lawnroller is offered 
for $16.95, size, 18 by 24 in. Features 
hardened steel roller bearings; tubular 
welded construction, full-sized rubber 
hand-grips, adjustable scraper bar. Has 





green drum with yellow frame. Two 
other sizes, 14 by 24, retails for $15.9: 
and 24 by 24 in,. for $20.95. Lodestar 
Corp., division of The Niles Machine & 
Welding Co., Niles, Ohio. 
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CRESTOLOY LINEMEN’S 
SIDE-CUTTING PLIERS. 


No. 1950, in 6, 7 and 
8" sizes. 


CRESTOLOY END 
CUTTING NIPPERS. 


No. 72, in 68 7” sizes. 














CRESTOLOY LONG 
NOSE PLIERS. 

No. 1033, in 6 & 7” sizes. 
Also No. 654, same 
except with side cutter. 









CRESTOLOY DIAGONAL 
CUTTING PLIERS. 


No. 942, in 4, 5, 5'/2 
and 6" sizes. 

















CRESTOLOY LONG FLAT 
NOSE, SIDE-CUTTING PLIERS. 


No. 650, in 7” size only. 


» CRESTOLOY HEAVY 
DIAGONAL CUTTING PLIERS. 


= _ No. 542, in 7” size only. 


st 
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@REsTOLOY 


CRESTOLOY PLIERS 
ane tudiuidually tested! 


Crestoloy Pliers take all the guesswork out of plier 




















buying, because Crescent has taken all the guesswork out 
of plier making. Rigid specifications establish the material, 
design, workmanship, tests and inspection of these better 
tools. Strict adherence to these specifications is maintained 
by continuous tests and relentless inspection of the 
individual tools. Every plier carries the Crestoloy tag 


certifying that it has been individually tested. 


. 
— CRESCENT TOOLS 








Write for a supply of 
this little folder which 
illustrates 21 popular 
patterns of Crescent and 
Crestoloy Pliers. 





” as ° ° ° . 
Crescent’ is our trade-mark, registered in the United Stotes and abroad, for wrenches and other tools. Sold by leading distributors ond retoilers everywhere ond made only by 


CRESCENT Toot CcCOMPAN Y, JAMESTOWN, NEW Yor KX 


HARDWARE AGE, NOVEMBER 17, 1949 139 














for you. 


/ bp MORE PROFITS! 
/ 


Contains New 
IMPROVED FLEXISEAL 
CAULKING COMPOUND 


Demand by customers who 
wanted to do their own caulking 
repairs without the need of a 
gun created the new Flexiseal 
Collapsible Tube. 


It contains improved Flexiseal 
Caulking Compound in Brilliant 
White ...the whitest white 
made. The Flexiseal tube will 
not crack or break; gives even 
pressure, and is air-tight to 
prevent oil loss or drying. 

Sturdy key with every tube 


(ie CE mE EO NR mR ee ce 
USE THIS SALES 
BOOSTING DISPLAY! 


Flexiseal Collapsible 
Tubes are shipped in 
self-displaying carton; 
place it on your coun- 
ter for bigger sales! 





NEW FLEXISEAL CARTRIDGE FITS ANY GUN! 
Another Flexiseal first! Only cartridge 


made to fit either 
conventional or 


skeleton type gun. ‘VV. 





For extra sales and extra profits, order 
Flexiseal from your hardware or paint 
jobber today; or write us for informa- 
tion. 


LANDEN PUTTY WORKS 


MALDEN, MASS. 
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WHAT’S NEW 








Krauter's Tinners' Snips 


Krauter & Co., Inc., Newark, N. J., 
is introducing a line of tinners’ snips. 
Industrial snips with certified cutting 





capacity, standard pattern, 2, 244, 3, 
and 3% in. cut; combination pattern, 
1% in., 3 and 3% in. cut; and bulldog 
pattern, 2 and 2% in. in combination 
and straight cut. Finished with steel 
gray enameled handles, polished head 
and blades. “K” line snips, solid 
steel, standard pattern, 2, 24% and 3 
in. straight cut; combination pattern, 
154, and 3 in. cut. Finished in black 
enameled handles with polished head 


and blades. 


Eighteen-Inch 
Power Mower 


Savage Arms Corp., Chicopee Falls, 
Mass., is offering an 18 in. power 
mower which is suggested to retail for 
$89.50. Powered by a four cycle, 1 hp. 
Briggs & Stratton engine producing 
speeds from 1 to 3 mph. Both clutch 
and speed controls are at operator's 





finger-tips on handle. Handle is free 
floating, which feature is said to reduce 
vibration and ground shock to a min 
imum. When not in use, handle stands 
upright. Blades are “Sta-Temp” hard 
ened and tempered to retain cutting 
edges. Three section roller permits easy 
maneuvering. Heavy duty tires have 
ribbed tread. Mowers finished in two 
colors or baked enamel. 


Kitchen Ventilating Fan 


Westinghouse Electric Appliance Di- 
vision, East Springfield, Mass., offers 
a kitchen ventilating fan finished in 
chrome and beige that can be oper- 
ated either as a window exhaust fan 
or can be snapped out of the window 
panel and used as a portable circulating 
fan. Consists of a 10 in. fan, and a 
steel window panel adjustable for 
window widths from 24 to 36% in. 
Installation requires four wood screws 





set in window frame. Unit is placed 
on inner side of frame, therefore won’t 
interfer with normal opening and clos- 
ing of window sash. Has three wide 
area Micarta plastic blades. Maker 
says when fan is used as an exhaust, it 
is capable of removing 550 cu. ft. of 
air per minute, enough to supply a 9 
by 12 by 10 kitchen with a new supply 
of air every two minutes. Has three 
feet so it can be operated as a portable 
circulating fan. Retails for $29.95. 


Seymour Smith Catalog 


The 100th anniversary catalog of 
Seymour Smith & Son. Inc., Oakville, 
Conn., has been issued. Contains 20 
pages presenting in colors on heavy 
coated stock, the latest line of pruners, 
grass and hedge shears, tree pruners, 
loppers, etc. Catalog features a com- 
plete assortment of 57 popular garden 
tools all in one package. New items in 
book are: bit brace No. 2310; hedge 
shear No. A54-9 with new type blades; 
No. 057, medium priced grass shear 
and the original taintor saw set. 
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HERE'S WHAT HAPPENS BEFORE 


$ KAY-TITE PROFITS $ 


snntatel — youn CASH REGISTER 














—— | | SAY BOB DoN'r | NO SIREE ! IT UCKED , THI 
WE BETTER HURRY] _ : EVER GET WATER : CAN I PUT S 
AND CLEAN THIS {_|. YOUR ane) 
WATER UP SO WE] _ =\i WEL 


SAY I WONDER 
IF HE HAS 
THIS TROUBLE 





AT 
BE DONE...BUT LH 
BE SURE THAT fit 
> | YOU FOLLOW THE}|)/ 











EXCELLE 
NEXT Z| ReEsucts: 


LATER IN BOB’S CELLAR DAY 























Increase Your Profits 


with KAY-TITE PRIMER 


Are you missing KAY-TITE sales because your customers want 
to control water seepage thru non- 
porous,paintedorsmoothmasonry? 
Don't let one single profitable prospect slip 


away ... tell him about KAY-TITE PRIMER... 
How it can be used before applying— 


KAY-TITE 


When you help your customers you make TWO 
PROFITS: One on the sale of KAY-TITE PRIMER 
and one more on the sale of KAY-TITE. 


KAY-TITE is available in... 
WHITE, BUFF, SPANISH BUFF, BRICK RED, GRAY, 
CREAM, GREEN, BLUE, ROSE. 


BE SURE YOUR STOCK INCLUDES... 
KAY-TITE PRIMER Call your Jobber today! 


KAY-TITE COMPANY, WEST ORANGE, N. J. 


To be used on non-porous 
painted or smooth Mason! 
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: First Choice of a 
Solder Users Everywhere 


“Kester Solder has been in 
constant demand for 
over half a century” 




















sales are assured 
by stocking these outstanding Kester items... 
Kester Acid-Core Solder... Kester Metal Mender... 
Kester Plastic Rosin-Core Solder... Kester Radio 


Solder ... Kester Soldering Fluxes (Liquid) 





... Soldering Paste and Salts. 


METAL MENDER AND RADIO 
SOLDER AVAILABLE IN HANDY 
“TOOL KIT’ PACKAGE 


Low-priced items (25c in most areas) that sell on 
sight, each packed ten boxes to a counter dis- 
play carton. All Kester products are backed by 
a vast national advertising program. Insist upon 
them from your jobber. 





KESTER SOLDER COMPANY 


4201 Wrightwood Avenue Chicago 39, Illinois use KESTER 
Factories also at Newark, New Jersey * Brantford, Canada SOLDER 











WHAT’S NEW 


Precision Built 
Builders’ Hardware 


Harloc Products Corp., New Haven, 
Conn., offers a line of precision built 





builders’ hardware centered about a 
tubular latch. There are two styles of 


tubular cylinder lock sets for exterior 
and interior doors, the Hampton, with 
wrought brass knobs and the Lynwood, 
combining a forged solid brass entrance 
handle. Both combine the double spring 





tubular latch with a five pin tubular 
forged brass cylinder lock under a 
single escutcheon, with a single bolt 
latch, Each set available in polished 
or dull satin brass, also in split fin- 
ishes. Locks are furnished with two 
nickel silver keys and can be keyed 
alike or master keyed. Basic latch is 
made in two types, double spring and 
single spring. Case is cold rolled high- 
finish steel with interlocking halves. 
Case and all working parts, cadmium 
plated. Double interlocking face plate 
assures perfect alignment and simplifies 
trim finish, as all face plates for various 
finishes are interchangeable. Bolt is of 
extruded solid brass. Strike is solid 
brass and all working parts completely 
sealed from shavings and dirt. Also 
offered is the Barlock reversible push 
button lock set with fully automatic 
operation. Locks by pressing push but- 
ton bar which can be inserted in either 
side of latch and unlocks automatically 
by turn of inside knob or slight depres- 
sion of latch bolt. Four basic knob and 
trim styles: Bedford, wrought brass 
knob and rose, solid brass French 
shank, Chatham, wrought brass knob, 
solid brass straight shank; Fenwick. 
fluted glass knobs with wrought brass 
rose; Webster, solid round glass knob, 
with wrought brass rose. Available in 
brass, bronze, nickel-plate, chrome- 
plate, in bright polish or dull satin 
finish. Protective synthetic coating is 
applied to exposed parts. Package i 
printed in maroon and gray with yel 
low label, latter containing only infor 
mation to help dealer identify product 
Three color catalog available. 


162 HARDWARE AGE, NOVEMBER 17, 1949 





‘Li 


« 
ing 


liqt 
ash 
anc 
Ma 
hee 
sil 
reff 
ren 
thr 
un 
hez 
age 
Me 
spr 
five 


Il. 
bir 
ft. 

bir 
in. 
bo! 
ad| 
wh 


ty} 


dif 


gre 


H. 


Abesto Fiberated 


‘Lumiclad' Roofing 
Abesto Mfg. Corp., Michigan City, 


ind., offers a double action roof surfac- 
ing material known as “Abesto Fiberat- 
ed Lumiclad.” It is a thick, creamy 














2w Haven, 
sion built 
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» styles of 





ir exterior 
pton, with 
Lynwood, 
s entrance 
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liquid of aluminum flakes, bound to fine 
asbestos fibers by a waterproofing base 
and held in suspension by “Viscroid.” 
Maker says this product protects against 
heat damage caused by sun. Lumiclad’s 


silver color is claimed to act as a 
reflector of heat rays. As the material 
remains silver colored all the way 


through, a reflective insulation on the 
under side of the coating tends to hold 
heat in building in winter time. Cover- “ 0 [ T d N U T 
age is from 100 to 200 sq. ft. per gal. a n 


May be applied by brush or power 
spray equipment. Available in one, id we @) D U Cc T i 
n tubular five and 55 gal. containers. 
under a 
ngle bolt 





polished 


split fin Lyon Bin Units Top Quality All The Way.... 


with two 























atch is LY Metal Products, Inc. Aurora The high quality of every Sheffield 
: latch is . is offering a new line of 78 in. : -det . 
ring and bin units. All are three ft. wide, one Bolt and Nut = is pre de ee 
led high- ft. deep, 6% ft. high. Dividers in all in Sheffield La oratories, specified by 
x halves. bins are adjustable horizontally every Sheffield metallurgists, produced in 
cadmium in. using Lyon “Snap-Ins.” No nuts, Sheffield open-hearth furnaces and 
ace plate bolts or tools required. Shelves are precision fabricated in Sheffield mills. 
simplifies adjustable up and down every 1% in. : 
1 various where dividers are not used. Shelves This absolute control from special steel 
Bolt is of are reversible to provide flat or bin to finished product gives Sheffield Bolts 
is solid yn a — aA -— }. and Nuts the higher quality which has 
ompletely different units offered. inished in New Sheffield handy bolt and nut , 
iy Also green baked-on enamel. ispenser carton. Wide, closeable made them standard in the hardware 
ble push hand opening for quick service. trade and in industry since 1888. 
— Now Sheffield Bolts qnd Nuts are 
‘in ‘aan | ( curse Bolts ond Nuts packaged in a new combination ship- 
matically ; ‘ ping and dispenser carton —clearly 
t depres- in all Types and Sizes labelled and illustrated for type, quan- 
knob and e, tity, diameter and length, with no 
me bens separate lid to be misplaced. 
French 
iss knob, 
spain SHEFFIELD STEEL 
rht brass 
iss_knob, CORPORATION 
pe sel SHEFFIELD HOUSTON KANSAS CITY TULSA 
ull satin Bolt and Nut products in all . 
ating is standard types and sizes in- ; DISTRICT neal Hey gO 
— luding Carriage, Machine, Chicago, Ill; St. Louis, Mo., Des , 
ckage i: 8 ‘ la.: Omaha, Nebr.; Wichita, Kans.; Denver, 
“a Plow, Stove, Stud and Lag ae a. ie Bee.: 
with yel Bolts: Cap, Set and Machine Colo.; Oklahoma City, Okla.; Dallas, *- 
ly infor S on ws | Sues San Antonio, Tex.; Lubbock, Tex.; El Paso, 
product — oe — Tex.; New Orleans, La.; Shreveport, La. 
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Thar’s gold in 


those Pots, 





for stoves 
and furnaces 





That is in the fire 
pots of cook stoves. 
heating stoves, and 
warm-air furnaces. Just 
stock Fireline on your 
shelves and watch those 
easy profits pile up. 
Fireline means more 
business for you _ be- 
cause it ‘‘fits’’ every 
firepot job. It comes 
packed ready-to-use in 
a moist, plastic form that is easy for anyone to 
install. 

Ideal for cook stoves and ranges, Fireline re- 
places stove brick and firebox castings in every 
type, make, or model stove because it is readily 
moulded to any shape. There's nothing to mix— 
nothing to add. Just pound into place with a 
hammer then trim it smooth. When baked out by 
the fire, Fireline forms a durable, gas-tight lining 
that will withstand 3000 deg. F 

But cook stoves and ranges aren’t the only 
Fireline market. Fireline goes much further be- 
cause it is also suitable for warm-air furnaces 
and heating stoves where it is used as a complete 
lining around the entire firepot. It repairs cracked 
and burned-out castings; protects and preserves 
good ones. Also used for lining 
steel furnaces and domestic boil 
ers: for setting stokers; for oil 
burner combustion chambers. 

Fireline is packed in 5 Ib and 10 
lb cans for cook stoves; in 50 lb and 
100 lb drums for warm-air furnaces 
and heating stoves. Stocked by lead- 
ing jobbers everywhere. Write for 
literature, prices, and discounts. 

Also manufacturers of Ironset As- 
bestos Furnace Cement, and Fire- 
Hearth Castable Refractory § (for 
stokers and oil burners). 


IRELINE 








Fireline Stove & Furnace Lining Co. 
1859 Kingsbury St. (Dept. L) Chicago 14, Ill. 











Stays Seld/ 


A sale rung up from a Simplex pump 
leather is cash come to stay, and a cus- 
tomer well satisfied. 

Pressed into every Simplex pump leather 
is an easily-read size marking to tell you 
and your customer what you need to know. 
There is no cause for mistake or exchange. 

Say “Simplex”’ the next time you buy 
pump leathers. 

Ask your jobber or write us 


for price list. 


MANUFACTURING 


AUBURN 
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WHAT'S NEW 








Proto Plier Line Expands 


Plomb Tool Co., Los Angeles, Cal.. 
adds two pliers to Proto line, diagonal 
and wrench types, and also has redesign- 
ed the water pump, ignition and brake 
spring pliers. The seven in. diagonal 














plier No. 207 has 14% in. cutting edges 
and a narrow head. Forgings receive 
two restriking operations to insure 
uniform dimensions. Matched cutting 
edges are induction hardened. Wrench 
plier is an eight in. general utility, 
slip-joint plier with three jaw-opening 
adjustments. Its slim, slightly offset 
jaws reach into narrow places. To 
make the 240 water pump plier stronger 
and suitable for more jobs, the jaws 
were shortened and their offset was in- 
creased. Handles were redesigned to 
spread only to a comfortable hand fit 
in any of their five positions, decreasing 
the hand pressure needed. Midget slip- 
joint ignition plier was streamlined. 
Its offset jaws were narrowed. No. 
215 brake spring plier was improved 
with a larger hook, sharp pointed to 
slip under close-fitting brake shoe 
springs, 


‘Multi-Matic’ Layaway 
Time Payment System 


Remington Rand, Inc., 315 Fourth 
Ave., New York City 10, is offering a 
folder on the use of the “Multi-Matic” 
layaway and time payment accounting 
system. The brochure points out that 
the journal, ledger and receipt entries 
on each transaction are accomplished 
in a single writing with Multi-Matic. 
Folder shows that its six steps elimi- 
nate transcribing and separate postings. 
Board is a device for holding specially 
designed printed forms and _ carbon 
sheets in proper alignment by a metal 
collating bar. Entry is reproduced on 


the customer’s ledger, aligned beneath 
and on the journal, beneath that. Lat- 
ter two forms remain until the end 
the day. Remington says it takes but 
a few minutes to balance journal and 
cash at the end of each day. Brochure 
lists four ways to add to Multi-Matic 
efficiency. Kolect-A-Matic permits con- 
trol of delinquent accounts at a glance 
through visible indexing and margin 
signals; sale-ledge trays, protection 
against fire; Lindex, visible file on ro- 
tary stand which offers cross references 
to all accounts; and Multi-Sort, non- 
mechanical device for sorting material 
into alphabetical and numerical se- 
quence. An original installation of the 
whole setup, including 3,000 printed re- 
ceipts, sufficient for 250 accounts, cost 
about $135. Yearly outlay for forms and 
printed receipts is under $50. 


'Stubcaster’ 


Waltco Products, 2300 W. 49th St., 
Chicago, IIl., offers a “Stubcaster” rod, 
which retains its 20 in. over-all length, 
but, according to the maker, provides 
improved sensitive tip action. Said also 
to provide greater “all-angle action” 
due to a lateral placement of the Stub- 
caster spring coil. Model is chrome 
plated and its Tenite plastic handle 
grips are riveted. Retails at $5.95. 


Two-Inch Poultry Netting 


Gilbert & Bennett, Georgetown, Conn., 
is introducing a 2-in. poultry netting. 
called, all welded “Perma-Netting.” 
Fencing is said to require no stretching 
and is made of 18% gage wire. Made 
in Galv-After welding only. One in. 
mesh can be made at lower sections of 
the fence by staggering a second layet 
of two in. Perma-Netting. Maker claims 
the perfect mesh pattern makes this 
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possible. May be used for poultry 
fence, lawn border, trellis, pea vines 
tomato plants, wire partitions. 
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PITEGOFF BROTHERS, Inc. 
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Makers of Quality Brushes for Two Generations 
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7ée SYMBOL of QUALITY for 62 YEARS 


WASHERS . . . Standard and Special, Every Type, Material, Purpose, 
Finish ... STAMPINGS of every Description . . . Blanking, Forming, 


Drawing, Extruding. 


Your most dependable source of supply — the world’s largest manutfac- 
turer of Washers, serving Industry since 1887. Over 22,000 sets of Dies. 


Submit your blueprints and quantity requirements for estimates. 


WROUGHT WASHER 


MANUFACTURING CO. 


The World's Largest Producer of Washers 


2218 S. BAY ST., MILWAUKEE 7, WIS 











ARMSTRONG » BRAY 


WIREGRIP precision made 2, | 
Belt Hooks come with 
extra’ (patented) biue 
aligning cards—are held 
more rigid, assur- 
ing perfect align- 
ment of hooks— 
less hook loss from han- 
dling—a better job when 
applied with any make 
lacing machine. 6 sizes. 


















PLATEGRIP Fasteners 


for . . . Conveyor dk 
Belts. Make strong ~—— 
dust-tight joints in 

Delts, of any width. 


Spread tension uniform- 
ly across belt, allow 
natural troughing of belt 
and operate smoothly 
over flat, crowned or 
take-up pulleys. Sizes 
for belts from '/,"' 
to I'¥/,"" thick. Easily ap- 
plied anywhere. 


STEELGRIP Flexible Lacing, applied with a hammer, 
clinches over and protects end of belt. Makes 
strong, flexible joints. Boxed with 2-piece hinged 
rocker pins or can be obtained in long lengths for 
conveyor belt use. 


ARMSTRONG-BRAY & CO. 


The Belt Lacing People 


5348 Northwest Hwy. Chicago, Ill. 
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GREAT 
NECK 


Quality in 
every tool— 
at popular prices! 









Create VOLUME SALES! 


Great Neck 
tools are being 
sold to millions 

each year. Ask 
your jobber for the 

Great Neck catalog— 

key to sales at profit- 
able prices. 


GREAT NECK SAW MERS., Inc. 


Mineola, New York 














| 
| 
| 
| 
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WHAT'S NEW 


Faucet-Type 
Water Filter 


Mansfield Aqua-Mite Filter Co., 3029 
N. Austin Ave., Chicago, IIL, 
a faucet type water filter which weighs 
1% lb. Said to last a life-time without 
replacements. Outside cover 
of Melamine which withstands 
Suggested to retail for $6.95. 








offers 


is made 
heat 
and cold. 





| Said to be effective with hot or cold 


running water and up to two and one 
half gals. of water can run through per 
minute. Same service is given from 
either end of filter and can be flushed 
out by reversing. Water passes through 
10 layers of fine screen, each of dif- 
ferent mesh, then through three layers 
of chemicals, each separated by screens 
and again through 10 layers of screen 
mesh. Hydrosorb and opalite are chem- 
icals used. Former removes tastes and 
odors and the latter removes the ex- 
traneous matter. 


'Rol-Air' Flaring Tool 


The Imperial Brass Mfg. Co., 1200 
W. Harrison St., Chicago 7, IIl., offers 
the “Rol-Air” flaring tool which both 
flares and burnishes copper, brass and 
aluminum tubing. Has three rollers 
embodied in the spreader cone and is 
said to roll flares in the air. Flare is 
rolled out with the tubing extended 
above the face of the flaring block. 
After the tubing is flared, it is bur- 
nished by turning the operating handle 
two more revolutions with control knob 
in burnishing position. Tool has a 
die holder with heat treated sliding 
dies, designed so they will not score the 
tubing and features single nut clamp- 
ing. Flares 4, 5/16, 36, % and % in. 


Aluminum Nails 


Aluminum Co. of America, 801 Gulf 
Building, Pittsburgh 19, Pa., is making 
aluminum nails for applying siding 
and roofing on homes. Nails are said 
not to produce red rust. Maker claims 
the need for countersinking and putty- 
ing may be eliminated. Nails are said 
to have surfaces which permit easy 
driving, yet provide good holding power. 
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‘Synasol’ Solvent 


Carbide & Carbon Chemicals Corp., 
unit of Union Carbide & Carbon Corp., 
30 E. 42nd St., New York City 17, offers 
“Synasol,” high-purity alcohol-type sol- 
vent in a retail package. Maker says 
it has a mild odor. May be used as 
fuel for painters’ torches and camp and 
boat stoves. Also said to be good as 
a shellac and lacquer thinner. One of 





its ingredients, ethyl acetate, is itself 
an active solvent for lacquers. Can 
also be used as a cleaner for glassware, 
jewelry, metal parts, typewriters, en- 
gravings, etchings. Maker claims it 
leaves no film when cleaning is fin- 
ished. Packaged in a blue and white 
striped can, factory sealed. Cans have 
built-in non drip spouts. Available in 
pt., qt., and gal. cans. 





'No-Shok’ Extension Cord 
Set Display Package 


Bell Electric Co., 1844 W. 21st St. 
Chicago 8, Ill, offers a self-displaying 
package for its “No-Shok” safety ex- 
tension cord set. Planned as a combina- 
tion counter display and merchandise 
container, a flat sleeve wrap, open at 
both ends, permits the hanked electric 
cord to project at top and _ bottom. 
Package is printed in blue and red with 
an illustration of the safety application 
of No-Shok. Customers can operate the 
safety device which requires a quarter 
turn for insertion of the plug and auto- 
matically closes when plug is with- 
drawn. 


Warp Price Calculator 


Warp Bros, 1100 N. Cicero Ave., Chi- 
cago 51, Ill, is offering a window mate- 
rial price calculator and square footage 
computor to dealers without charge. 
Lists Flex-O-Glass, Glass-O-Net, Wyr-O- 
Glass, Plastiglass, Screen Glass or Win- 


dow Fabric. 


Covert Catalog 
Covert Mfg. Co., Troy, N. Y., has 


issued a catalog for harness, saddlery, 
leather or web straps. chain and rope. 
Includes both an alphabetical product 
index and a numerical index. All items 
are illustrated. 


ECONOMY 
DISPLAYS 





Attractive counter display. 


2 This counter display assortment 


contains four (4) popular sizes 
of “E” packages—15E, 20E, 25E, 
27E. 


3 Each package is a complete sales 


unit. 


4 No need to break standard 


boxes. 

















LEADS 


The Indoor-Outdoor 
Thermometer Field— 





Zt, impartial consumer survey proves that 
the first choice in the growing indoor-out- 
door thermometer field is 











MARSH Do-/emps 


It leads in every way—in beauty, in utility, 
in accuracy, in value. Shows outdoor tem- 
perature on top scale; indoor, on lower 
scale. First fully mechanical, unbreakable, 
indoor-outdoor thermometer. Dial is rich 
dubonnet with gold letters and speedometer 
pointers; case beige gray in gleaming plas- 
tics. A distinctive and practical thermometer 
that has definite customer appeal. 


$7.5 


JAS. P. MARSH CORPORATION 
DEPT. 20, SKOKIE, ILLINOIS 


Retail, complete with outside bulb 
and tubing (Size, 3%’ square.) 


Precision Instruments Since 1865 
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FINGER GRIP 
ADJUSTABLE CLIPS 


FOR "PARKING" THINGS 





OUTSTANDING PATENTED FEATURE 
MILLIONS IN USE 


@ Adjusts for size, in a jiffy 

@ Holds everything with a handle 

@ Keeps shape permanently 

@ Favorite of Homeshop Fans 

@ All sizes—Small, Medium, Large 

@ Nickle plated—burnished finish 

@ Packed in attractive Display Boxes 
@ Priced right for profitable sales 


SEE YOUR JOBBER OR WRITE 


ARTHUR I. PLATT CO. 


Fairfield, Conn. 
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18” cut, B&S motor. 
Also Model 221C, 
21” cut. 






Popular Model 181C, 


Here’s the news you have been 
waiting for. Stearns Mowers 
are again in full production. 
Now you can again sell the 
performance, simplicity and 
economy that made Stearns 
Power Lawn Mowers the ac- 
knowledged profit-makers in 
the hardware field from 1932 
to 1942. 

Perfect balance, simple op- 
eration, complete absence of 
tricky mechanism make this 
mower a package-goods item. 
These are features you and 
your customers want to buy. 
Stock Stearns — and watch 'em 


move. 


TEARN 


ESTABLISHED 1864 


SYRACUSE, N.Y. 
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WHAT'S NEW 





Cocktail Shaker 
Ice Chopper, Mix Stir 


Three companion items, cocktail shak- 
er, ice chopper and mix stir are avail- 
able each with 32 oz. clear glass con- 
tainer in the Tulip design pattern. 
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Cocktail shaker, retails for 39 cents, 
has red-enameled metal cover and 
strainer-pourer spout which is snug- 
fitted with nickel-plated lift-off cap. 
Ice chopper, retails for 49 cents, has 
nickel-plated steel blades, red metal 
cover and red wood handle. Said to 
crush six to eight ice cubes. Mix stir, 
retails at 49 cents, is designed for 
blending salad dressings, milk drinks. 
fruit juices, baby foods. Has_ red- 
enameled metal cover and red wood 
handle with revolving perforated mixing 
disc of aluminum. Federal Tool Corp., 
3600 W. Pratt Blvd., Chicago 45, II. 
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Worm Drive 
Deep Well Pump 


The Deming Co., Salem, Ohio, offers 
the figure 562 worm drive deep well 
pump which features a hardened and 
ground steel worm keyed directly to 
the motor shaft ‘and meshing with a 
phosphor bronze worm gear. Capacity 
ratings range from 190 to 510 gals. per 
hr. Both electric motor or gas engine 
units available. Motor ratings are 1/3, 





¥o, or *%4 hp. Gas units are % or 1 hp. 
Quiet operation makes it desirable fo: 
domestic water system service where 
water level in well is at a greater dept! 
than 25 ft. from the surface. Working 
parts fully enclosed; automatically 
oiled; has no belts. Simplicity coupled 
with ball bearings insures satisfactory 
operation, says maker. Motor is bolted 
to main housing with shaft and worm 
drive inside crankcase. Each unit in- 
cludes 5 in. stroke, worm drive, deep 
well pumping head, close coupled motor 
of size selected and air compressor. 


Home Food Saw 
Larsan Mfg. Co., Columbus 3, Ohio 


has designed a food saw for needs in 
kitchen, pantry, food locker and outdoor 
cook nook. Said to slice meat, saw 
bones, cuts hard frozen foods, splits 
fowl, cuts rock solid cabbages through 





the core. “Chef-ess” features 1% in. 
steel blade with a special stainless fin- 
ish. Lacquered hardwood handles, riv- 
eted to blades are available in red, yel- 
low or white. Multi-purpose carton is 
illustrated in color and covers the entire 
saw for shipment. Forms a counter dis- 
play when saw blade is slipped into a 
special slot and also serves as a_per- 
manent wall rack or sheath. Packed 
in half doz., 10 doz. units per shipping 
case. Packages of mixed handle colors. 
three red, two yellow and one white 
are available. Retails for $1.98. 


Leigh 'Thru-the-Wall' 
Ventilator 


Air Control Products, Inc., Coopers 
ville, Mich., offers the Leigh “Thru-the- 
Wall” ventilator with closable register, 
for ventilating under picture windows. 
Ventilation opening is said to be 
weatherproof, screened against insects 
Attractive inside register closes airtight 
Outside ventilator is made of steel, 
coated with zinc and bonderized for 
double protection against the weather 
Angular louvers have 2 in. depth. Fin 
ished in beige enamel. Fits opening 14 
in. wide by 6 in. high. 
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ou dont need a' pitch sell Chicago Safety Ps 


lt doesn’t take a fast-talking super salesman with a mystifying “pitch” to sell 
CHICAGO ‘Safety Plus products. They literally sell themselves on the basis 
of quality . . . clean, accurate dimensions . . . and sharp, true threads. 





Performance tells the story when CHICAGO products are used for replacement purposes 
as well as for original assembly. Their consistent uniformity and greater 


strength make them perfect for every need. 


With increased inventories of sturdily packaged, clearly labeled screws, you'll 
find greater profit in stocking and selling CHICAGO Safety Plus products. 
For service—for quality—for protection—sell the line for replacement 


that is used in original assembly in all fields of manufacture. 


Ask for “Chicago” products when or- 
dering from your hardware distributor 


AGO 
Ve CHIC 
SCREW COMPANY 


Chicago “\Safety-Plus” Products Include: 


Socket Head Cap Screws °* Socket Set Screws 
Stripper Bolts * Square Head Dog Point Set Screws 
Socket Pipe Plugs °* Keys for ‘SAFETY PLUS” 
Products * Hexagon Head Cap Screws * Square 

Head Cup Point Set Screws * Headless Set Screws 2701 WASH 
Fillister Head Cap Screws * Taper Pins * Milled 
Studs * Semi-Finished Hexagon Nuts * Semi- 

Finished Hexagon Castellated Nuts. 


D., BELLWOOD, ILL. 


a) 
Established 1872 
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WHAT'S NEW 








‘Klean Strip’ Display Pack 
W. M. Barr & Co., P. O. Box 3518, 


Memphis 6, Tenn., is offering the “Try 
It Yourself” pack which consists of 12 





pts of Klean Strip, together with sev- 
eral metal panels and several booklets 
describing Klean Strip as well as a 
brush, so that the dealer can set the 
pack on his counter or display table 
where the customers can try it them- 
selves. Package is actually a shipping 
container and when it is opened it 
produces this demonstrator. It is green 
with white lettering. 





Gift Box Wrench Sets 


The Billings & Spencer Co., Hartford, 
Conn., offers two gift box wrench sets 
containing assortments of the  Life- 
Time wrenches. Blue boxes with silver 
lettering have wood grain panel inserts 
which hold the wrenches and the 8 in. 
permanent magnetic tool holder. Latter 
is drilled for the two nickel plated 
screws, furnished for ease in attaching 
to workbench, cabinet wall or shelf. Set 
EM contains five engineers’ wrenches 
with 10 openings from 4% to % in. 
MC contains six combination wrenches 
with six openings, 7/16 to % in. wide. 
Four of EM sets and two of MC sets 









} «SET NO. MC 
BILLINGS’ 
LIFE-TIME 
COMBINATION 
WRENCHES 
* 


SET NO. EM 
BILLINGS’ 
LIFE-TIME 
ENGINEERS’ 
WRENCHES 
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with two colored counter or window 
display cards completed in fibre board 
cartons, comprise package EMC for the 
dealer. 





Mullins 'Kitchenaider' 
Christmas Promotion 
Mullins Mfg. Co., Warren, Ohio, is 


offering a special Christmas promotion 
to dealers designed to induce husbands 
to buy their wives a Kitchenaider cab- 
inet sink. Dealers and distributors will 
tie in with the national advertising and 
dealers have been given special “dress 
up” material for displays. Included 
are plastic miniature models of the 
Youngstown 66 in. Kitchenaider wrap- 
ped in red cellophane to be placed 
on the Christmas tree of the lady re- 
ceiving the gift. Promotion package to 
dealers includes five each 66, 54, 48 in. 
Kitchenaiders in coin bank forms. 
Special junior package for new dealers 
and for dealers who have not sub- 
scribed to the six regular dealer consists 
of a large display featuring national 
ad illustration; six plastic miniature 





Kitchenaiders, six Christmas danglers, 
three Christmas easel-backed counter 
cards, three ad mats, 2, 3, and 4 col- 
umn, 50 postcards and a national ad 
blow-up. 


Kwikset Catalog 


Kwikset Locks, Inc., Anaheim, Cal., 
has issued a catalog sheet on its lock 
sets, illustrating the locks available in 
color and pointing out various features. 


Fraim Lock Catalog 


E. T. Fraim Lock Co., Inc., Lancas- 
ter, Pa., has issued a catalog combining 
all previous catalogs illustrating the 
entire line of padlocks, rim night 
latches and builders hardware. 


Visualite Venetian Blinds 


Visualite Venetian Blind Co., 1701 
W. Slauson Ave., Los Angeles 44, Cal., 
is introducing a frame type Venetian, 
all aluminum construction, with Hunter 
Douglass Flexalum slats. Each slat 
has a small crank on each end and 
crank is inserted into the side frame of 
the blind. Cranks are attached to pit- 
man arms, two sections giving split 
operation, permitting top half opened 
for ventilation while bottom is closed 











for privacy. Mechanism of the blind is 
covered with an aluminum cover that 
snaps into position. Maker claims 
frame can be installed on any type 
window. Frame is finished with baked 
enamel to match any of the 14 Flexalum 
colors. Retail price of an average size 
window exceeding 12 sq. ft. is about 
$1.25 per sq. ft. Unit fits inside window 
frame. Individual slats may be replaced. 


Gift Wrapped 
Brass Mail Box 


The Champion Hardware Co., Geneva, 
Ohio, is wrapping its all brass mail 
box in a decorated cellophane Christ- 
mas package. Christmas decorative 
band on package is separate and can 
be removed without destroying the 
plain cellophane wrapping. Retails for 
$4.44. Packed one to box, four in 
case, weight 9 lbs. 





Self Illuminating 
‘Keys Made’ Sign 

Ouvrier, 507 Fifth Ave., New York 
City, is offering a red plexiglas fluores- 
cent “keys made” sign with the imprint 
of a key engraved from the back. 
Sign is 19 by 8 in., and material 3/16 


in. thick. 
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GET AN 


ACCURATE LINE 


on money-making tape sales now! 


Tape is a year-round, consistently good 

seller you can’t afford to neglect. And 

\ when you feature ACCURATE tapes 

» \ ' TA you're offering quality made merchan- 
= dise that is always fresh. Both friction 

P=" tapes and rubber tapes are available in 
PROTECTIVE PACKAGING a choice of roll sizes and packaging. Let 
ACCURATE put you into the tape 
business. Get an accurate line on prof- 
itable tape sales by getting the com- 
plete story on ACCURATE tapes, to- 
day. Just call or write us for the name 
of your nearest distributor. Address the 
Accurate Mfg. Company, Garfield, N. J. 


= - 


ACCURATE TAPES 


25 YEARS MAKING TAPES EXCLUSIVELY 


hee, i 
i 


NON-DETERIORATING 
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American helps you keep 
your sander rentals UP— 
with a big kit full of mer- 
chandising helps! Each new 
owner of a Little American 
8” Floor Sander or an 
American Rental Sander receives 
this profit-building material: (1) 
the attractive new counter display 
shown above with lettering in 
“Day Glo”— for high attention value; (2) banners for window 
or inside store use; (3) large floor cards; (4) ideas for displays; 
(5) rental record sheets. This is part of the American profit- 
plan that brings in customers and makes money for you! Send 
coupon for details. 








MERICAN 


FLOOR MACHINES * PORTABLE TOOLS 


The American Floor Surfacing Machine Co, 
522 So. St. Clair St., Toledo 3, Ohio 
Please send profit-plan and latest catalog on the fol- 

lowing, without obligation. 






SEND 
COUPON 
TODAY! 

















1 (1 FLOOR SANDERS 0 FLOOR EDGERS 

f Name 

; Street 
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‘Preener' Wax Applier 


The A. S. Harrison Co., P. O. Box 
568, South Norwalk, Conn., is offering 
“The Preener” a wax applier with sepa- 
rate polishing and cleaning pads. 
Packed six to case and are shipped in 
multiples of six units which weigh 
14 lbs. Separate pads are packed in 
boxes of 12, in shipping cases of four 
doz. or 12 doz. Separate polishing pads 
are packed similarly. Each “Preener” 
is shipped complete with a polishing 
pad and cleaning pad installed and 





ready for use. Unit is designed to 
clean, wax and polish floors without 
changing pads between operations. Con- 
sists of a rectangular steel head in a 
wire frame which attaches to a long 
lacquered hard wood handle. Head 
revolves in frame so both faces can be 
used. One face of head has a polishing 
pad of blue rayon fiber and a pad of 
fine steel wool is on the other face. 


‘Presto’ Vapor-Steam Tron 


National Pressure Cooker Co,, Eau 
Claire, Wis., is making the “Presto” 
vapor-steam iron which weighs 3% Ib. 
Equipped with rest. Has a head indi- 
cator to tell the actual sole plate tem- 
perature. Features pressure die cast sole 
plate, 30 sq. in., with its heating ele- 
ment cast in as an insert. Boiler and 
all metals parts that come in contact 
with steam are made from brass. [ron- 
ing temperature is said to be main- 
tained to within 30 deg. F. of selected 
temperature. Has a rounded back which 
is in full view at all times. Grooves in 
front of sole plate permit ease of iron- 
ing under buttons. Equipped with a 
comfortable handle with right and left 
thumb rest. Said to steam up to 1% hr. 
Has a fiber glass iron rest. Equipped 
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WHAT'S NEWE 





with a “Vapo-Miser,” which permits the 
use of ordinary tap water and allows 
4 cup of water to furnish up to 1% 
hr. steaming time. Has a wide spout 
and easily removable filler cap. Cord 
is attached to center of iron. With 
each iron, at no extra cost, is given 
a scorch-proof metal ironing stand. 
Also a 12 page illustrated booklet on 
the use and care of the iron. 


‘Red Devil’ - 
Home Floor Polisher 


Red Devil Tools, Irvington 11, N. J.. 
is making the FP23, floor polisher, 
which features its polishing brushes 
totally enclosed by the felt buffer pad. 











Will move in close to baseboards and 
go under rugs and drapes without dif- 
ficulty. Home polisher is constructed 
with brush unit, 6 in. in diameter, 
having 12 bristle brushes, appliance 
type motor and silver-gray hammered 
lacquer finish. Said to polish any flat 
surface in the home. Suggested to retail 
for $29.95. Polishes and buffs at the 
same time. Weight of machine does not 
rest on brush. “Knee action” spring 
and vacuum pressure keep brush on 
floor. Replacement kit of brush and 
buffer ring available at nominal charge. 
Shipped one to a carton; weight, 19 
lb. Approved by Underwriters’ Labora- 
tories. 


All-Metal X-Acto 
Window Display 


X-Acto Crescent Products Co., 440- 
Ith Ave., New York City 16, offers 
an all-metal window display at Christ- 
mas and all year around. Display is 
available without charge with the pur- 
chase of at least two pieces each of 
the sets. Display is designed to show 
the sets, not the display. Christmas 
decorations may be removed. Total 
dealer cost. $82.80. 





Pierre’ Clock 


The Sessions Clock Co., Forestville. 
Conn., is introducing “Pierre” the 
French chef, white plastic cased clock 





with life-like tinted face, eyes and 
goatee, 10% in. by 7% in. by 5 in. 
Contrasting metal dial. Self starting 
electric movement. 


Metal Garden Hose 
Merchandiser 


Swan garden hose has an all metal 
merchandising display unit. Measures 
21 in. long by 13% in. wide, 74 in. 
high and holds coils of hose. Unit is 
made of heavy gage metal and painted 
in bright colors. Mounted on ball 
bearing casters. Does a display and 
selling job from all four sides. Pro- 
vides dealers with a place to display 
a large inventory of Swan hose off the 
floor. Dealer cost is $5. Swan Rubber 
Co., Bucyrus, Ohio. 
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Here's the line that's selling for dealers 
TODAY! Customers like the extra value 
they get for their dollars . . . from 
modern quality construction, to the 
leading features ofhigher-priced tools. 
Dealers like the broader markets, 
steady turnover, aggressive merchan- 
dising help, greater profits, that 
Cummins gives ‘em. It's a dealer- 
designed deal that's paying off NOW 
Interested? 


















Model 150— %-inch 
General Utility Drill—$20.95 













CUMMINS PORTABLE TOOLS 
4740 North Ravenswood Avenue 
Chicago 40, IIlinois 





Model 200 
¥%-inch Drill—$39.95 








Model 607 BalanSaw—$62.50 
($68.00 with steel case) 


Model 425 
Y%-inch Drill—$33.00 


ASK YOUR JOBBER! 










THE BEST 
IN WIRES 


Anchor wires are manufactured of the high- 
est quality raw materials and are offered in 
small, attractive packages with an eye- 
appeal that creates sales. 


Ask Your Jobber about these fast selling items: 


Aerial Wire Arrestors (Lightning) 
Aerial Kits Bell Wire 

Assortments Bar Solder 

Battery Clamps Clothes Line 

Coil Wires (Stranded and Solid) 
Curtain Rods (Spring) Glass Insulators 
Ground s Guy Wire 

Hair Wire Lead-in Wires 

lead-in Strips Nail Knobs 

Picture Wires Stovepipe Wire 
Spooled Wires Solder Swe aad Solid) 
Solder Paste Stand off Screws 

Stone Wires Turn Buckles 


Radio Accessories 
Utility Wires 
Wire Assortments 


ee Accessories 
_— re 
Weaving Wire 








FAVORITE ASSORTMENT 
pane eeaneeeezy SOLD THROUGH JOBBERS ONLY 


STOVE PIPE WIRE 





, 
“ 
~ 


Cornyn 


” WIRE CORPORATION 


18.3 6. 4 & & ea. ta AVE 


i ie | LONG ISLAND NEW YORK 
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ANNOUNCING A REVOLUTIONARY 
NEW PORTABLE FORMS-HOLDER 


Wational S\\P-PAK’ 





Smooth, Hard Writing Surface 


and Exclusive Hand-Rest! 


Compact! 
Protects Forms! 








and eliminate forgotten records 
National SLIP-PAK* combines speed and con- 
venience with clearer, more legible records. 
When closed, National SUP-PAK* com- 
pletely protects your forms. Note the 
exclusive “‘extended hand-rest.””. When 
writing at the bottom of a form, slide the 
lid back, and it becomes a hand-rest which 
assures more legible writing. The National 
SLIP-PAK* is simple to use . . . reloads in 10 
seconds . no hinges, levers, or gadgets! 


Sizes for’ All Business Needs— Sing/c-Lid 
Model S-30 (shown above)—For forms up 
to 3%” x 7”. Holds as many as 50 sheets 
of triplicate forms of any type (book or 
loose-leaf). Has filing space for 60 sheets... 
yet is small enough to fit,in jacket pocket. 

Single-Lid Model S-40-—-For forms up to 
43%," x 7". Double-Lid Model D-30— For 
forms up to 3%" x 634". Double-Lid Model 


2. Slide lid under forms 
for firm writing surface. 


D-815-N—Forformsas large as8Y2"x 1134". 
(Form dimensions are maximum. Each SUP-PAK* 
takes a wide variety of smaller forms), 
. PRICES from $2.75 to $5 plus taxes and postage 
3. Extend lid as hand-rest (in United States only). Order today from your 
(as needed). nearby National Cash Register Company office or 


write to the Company at Dayton 9, Ohio, 


tty 


Ce aod 


/ a 


CASH REGISTERS» ADDING MACHINES 
ACCOUNTING MACHINES 


4. File copies in conven- 
ient filing compartment. 


Fee SSeS Re RS | 





* Trade marks 


THE NATIONAL CASH REGISTER COMPANY 
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FIRST IN QUALITY AND 
FOREMOST IN SALES 


MEO. ¢ = 
= <‘<gahe” tke 











This high-quality, low-priced, 
lithographed pad is a sure 











5815 KINSMAN RD. CLEVELAND 4, OHIO, U. S. A. 


In Canada: 3 Wellington St. East @ Toronto, Ont. 


of able in ar sizes. 
The NU-TOP complete line includes stainless steel and 
chromium plated stove pads, 
THE METALOID cout) 


W 


J ABIG SELLER because 
F Ithas a Hundred Uses 
SSS Sheftiels 
{tee WATER 


Seventy-four years of base tie x, | s Sheffield 
‘Y PUTTY 


CRACK FILLER 


zB Sticks to Anything 


@ Mixes Easily with water 
... Will Not Shrink 


@ Becomes Hard as Stone 


















go into the making of these quality 
| knives and scrapers. Professional 


men say they are 


| 


"BEST by TEST” | 


| CALL YOUR JOBBER 


E h hold . - in fact 
| and order today. oan adhenm has use al this 
] miracle putty that does every- 
thing! Adheres permanently to 
stone, tile, wood of meta! sur- 
faces ana does a perfect patch- 
ing and smoothing job! Fecture 
Se HEAD) ‘ejele} a) 38 E COMPANY PO bameel ale) e- bale!) it strongly «» - and watch you 
sales eee se your 
ANTRIM * NEW HAMPSHIRE CLEVELAND 19, OHIO eqns an jeitting tor com> 
thing like this every day! 
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LOWE BROTHERS STYLE-TESTED* 


larity for the great Lowe Brothers line! This 
high consumer-preference means bigger profits 
thru faster, easier and repeat sales of wanted p 
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PAINTS 
Give You Bigger Profits Through Faster Sales! 


Style-Tested Colors have produced overwhelming popu- 


all-time- 
for you. 
roducts! 


SityleToited 


MELLO-GLOSS 


(semi-gloss wall and woodwork finish) 


..-A Star Performer In The Profit Building Business! 
Mello-Gloss moves! That’s the word from 
Mello-Gloss dealers everywhere. Their sales 
records prove that Mello-Gloss is enjoying 
widespread (and ever-growing) consumer- 
preference—and is building profits today 
as never before! Why? Simply because it’s 
loaded with the quality that assures an out- 
standing performance and satisfied custom- 


ers wherever it is used! It’s Style-Tested! 


One coat covers! Extra long wearing! Re- 
tains original beauty after repeated wash- 
ings! These are but a few of the reasons 


why Mello-Gloss is a star performer in the 


business of building dealer profits! 

The famous Lowe Brothers line includes 
only products that move—products with all 
of the quality features your customers look 
for in the finishes they buy today. So, for 
popular and wanted products with the kind 
of extra sales appeal that means more vol 
ume and bigger profits for you, line 


Write. 


agency details. 


with Lowe Brothers now. phone or 
wire today for complete 


THE LOWE BROTHERS COMPANY ® DAYTON 2, OHIO 


Powerful sales helps and consistent ad- 







- } 
»» 


the kind of sales he lost thet 5 pay y off! r ti 
= them are colorful, action-provoking dis- 

plays and literature that tersely tell power- 
ful sales oni These, and many other helps, plus a 
consistent program of hard hitting ads, build extra 
store traffic and profits for every Lowe Brothers dealer. 
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D. T. Marvel Appointed General Sales Mgr. 
Western Brass Mills Dio. Olin Industries 


David T. Marvel has been ap- 
pointed to the newly created posi- 
tion of general sales manager of 








DAVID T. MARVEL 


the Western Brass Mills Division 
of Olin Industries, Inc., East 
Alton, Il]. Announcement of Mr. 
Marvel’s appointment was made 
by M. W. Acker, director of 
Western Brass Mills. 

Mr. Marvel comes to Western 
Brass Mills after nine years as 
manager of sales with the Tubing 
Specialties Division of the Na- 
tional Tube Co., a subsidiary of 
the United States Steel Corp., 
located in Gary, Ind., and Ellwood 
City, Pa. In his new capacity 
Mr. Marvel will have overall re- 
sponsibility for the Western Brass 
Sales operation. This includes 
the Western’s Mill Products Divi- 
sion and Fabricating Division, 
the sales departments of which 
continue to be headed soapec- | 
tively by H. M. Campbell and | 
E. N. Rousseau. 


Prior to his association with 
the National Tube Co., Mr. 
Marvel was associated for six 
years with the Timken Steel & 
Tubes Division, Timken Rolle1 
Bearing of Canton, Ohio, where 
he was manager of tubular sales 
in Canton. Mr. Marvel’s experi- 
ences have always been directed 
to the metals field where he | 
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started over 20 years ago in a 
labor gang in an open-hearth 
plant with the Carnegie-lllinois 


Steel Co. 


ELECT D. W. MOOR, JR. 
PRES. AMERICAN MAT 


Dudley W. Moor, Jr., former 
vice-president of American Mat 
Corporation, Toledo, has been 
elected president. He succeeds 
E. M. Belknap, who died re- 
cently. 


E. C. ATKINS Ill NAMED 
ASS’T. TO VICE-PRES. 
E. C. ATKINS & CO. 
Elias C. Atkins, III has been 

promoted to assistant to the vice 
president moving up to this 
position from that of manager of 
mill sales. He will make his new 
headquarters at the E. C. Atkins 
& Co., branch, Portland, Oregon, 
and travel extensively in that 
territory, calling on mills and 
woodworking plants. 

He served in the World War 

II in the 87th Infantry Division 
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in the European theater and was 
awarded the Purple Heart and 
Oak Leaf Cluster. 

Before he entered permanently 
into the employ of the company 
he received practical training 
a number of years in the summer 
between school sessions. Mr. 
Atkins has traveled extensively 
calling on saw users in the 
United States and particularly 
on the Pacific Coast. 





E. C. ATKINS, II 








Schroeder Heads Knapp-Monarch 
Sparklets and Chemical Sales Div. 


The Sparklets Chemical Pro- 
ucts Division of Knapp-Monarch 
plans to expand sales and mer- 
chandising activities with new 





Cc. L. SCHROEDER 





products, reaching into new mar- 
kets. The chemical products in- 
clude K-M Magic Mist (insecti- 
cide) and K-M _ Repelamist 
(insect repellent), with other 
Aerosol products for general 
household use to be added to 
the line. 

Robert S. Knapp, executive 
vice-president of Knapp-Mon- 
arch, has appointed C. L. Schroe- 
der as sales manager of this 
division. Mr. Schroeder joins 
Knapp- Monarch after many 
years of experience in the chem- 


| ical and insecticide lines and in 


| the 


food specialties field. Mr. 
Schroeder was formerly executive 
vice-president and general sales 
manager of the McLaughlin- 
Gormley King Co. in Minneapo- 
lis. Previous to that he was sales 
director of Valier & Spies Mill- 
ing Co., St. Louis. 


HARDWARE 


VINES MADE GEN’L MGR. 
STAR BRUSH MFG. CO. 
L. R. Schumann, president of 

Star Brush Mfg. Co., Inc., Boston, 

Mass., has announced the ap- 





ELLSWORTH VINES 


pointment of Ellsworth Vines a 
general manager. 

Mr. Vines’ appointment cli- 
maxes 16 years’ service with the 
Star organization. He joined Star 
in 1933 as an industrial engineer 
on cost analysis and machinery 
development. In 1939, he was 
appointed production engineer 
and supervised the moving of the 
factory from New York to Bos- 
ton. During the war he served 
on the WPB as chief production 
analyst and later as chief, control 
material plan in the production 
control bureau. 

In 1945, he became acting su- 
perintendent of Star Brush Co.; 
in 1946, assistant to the preéi- 
dent; and in 1948, he was ap- 
pointed secretary of the corpo 
ration. 


ALABAMA RETAIL 
DEALERS CHANGE 
ASS’N. NAME 


Euna G. Ramsey, secretary: 
treasurer, has announced that 
the Retail Hardware Association 
of Alabama, Inc., has changed its 
name to Alabama Retail Hard- 
ware Association, Inc., 509 N. 





19th St., Birmingham 3, Ala. 
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Milo F. McCammon Heads Stamford Division 
Of Yale & Towne Manufacturing Co. 


Milo Franklin McCammon of 
Kalamazoo, Mich., identified with 
the automotive, aircraft and steel 








MILO F. McCAMMON 


processing industries for almost 
20 years, has been appointed 
general manager of the Stamford 
Division of The Yale & Towne 
Mfg. Co., it was announced re- 
cently by Gilbert W. Chapman, 
company president. Mr. McCam- 
mon will begin directing the 
operations of Yale & Towne’s 
lock and builders’ hardware plant 
here on Nov. 16. 

Since last June, the manage- 
ment of the Stamford Division 
has been temporarily directed by 
Otto G. Schwenk, the corpora- 
tion’s vice president in charge 
of all manufacturing operations. 
Under Mr. Schwenk’s leadership, 
a thorough reorganization of the 
Stamford Division was launched 
in July to bring about more effi- 
cient production. Mr. McCammon 
at first will devote his major at- 
tention to continue the projected 
reorganization program to _ its 
conclusion. 

The new executive of Yale & 
Towne began his industrial career 
in 1929 with the Hudson Motor 
Car Co. Starting with actual 
operation experience in the fac- 
tory for two years, he devoted 
the next decade to increasingly 





responsible management activi- 


ties, a major portion of which 
was in production planning and 
control. 

In 1941, Mr. McCammon be- 
came production manager of the 
Aircraft Division of Bendix Avia- 
tion Corp. at the beginning of its 
war time expansion program. In 
1943, he was promoted to general 
production manager of the entire 
South Bend Division from which 
he also directed activities of four 
allied plants located in Chicago, 
Kalamazoo, Owosso, Mich., and 
Wayne, Mich. In this work, his 
responsibilities not only included 
the handling of engineering and 
production problems, but also the 
handling of customer relations 
with major aircraft, automotive 
and engine companies. 

In 1946, he transferred from 
Bendix to become general man- 
ager of the Ingersoll Division, 
Borg-Warner Corp. He directed 
the’ manufacture of home con- 
sumer products, 





ELIOT R. SELINGER 
FORMS MFR’S AGENCY 


Eliot R. Selinger, a direct fac- 
tory representative is now cover- 
ing a territory composed of Wash- 
ington, D. C., Virginia, North and 
South Carolina, Georgia, Alabama 
and Tennessee and the name of 
his agency is Hardware Asso- 





ELIOT B. SELINGER 
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ciates, with headquarters at 3639 
Ingomar Place, N. W., Washing- 
ton 15, D. C. 

The five southern states will be 
covered by James G. Moran, At- 
lanta, Ga., who has sold to the 
hardware trade in that area for 
the past 23 years of which the 
last 12 were for The Eagle Lock 
Co. 

The lines presented, repre- 
sented by the company are: 
Penn Hardware Co., Keil Lock 
Co., Inc., Grant Pulley & Hard- 





JAMES G. MORAN 


ware Co., Morris Kurtzon, Inc., 
Lincoln Hardware Mfg. Co., Vin- 
cent Whitney Co., and Henry L. 
Hanson Co. Additional lines will 
be added later, says Mr. Selinger. 


D. F. BAKER BECOMES 
W. W. WOODRUFF HDWE. 
PRES. GENERAL MGR. 


David F. Baker, a veteran of 
almost 25 years with W. W. 
Woodruff Hardware Co., whole- 
salers, Knoxville, Tenn., has re- 
cently been elected president and 
general manager of the company, 
succeeding the late W. W. Wood- 
ruff, Jr. 

Mr. Baker said that long-estab- 
lished policies will not be 
changed. T. E. Kirham, secretary- 
treasurer of the company, was 
elected assistant general manager 
and Joseph Sullivan, Fidelity 
Bankers Trust Co., was elected 
to the late Mr. Woodruff’s posi- 
tion on the board. 








MIDWAY TOOL NAMES 
GERKER SALES MANAGER 
The appointment of C. J. Ger- 


ker as sales manager of The 
Midway Tool Co., Inc., Melvin, 





Cc. J. GERKER 


Ohio, has been announced by 
Henry B. Horner, president. 
Mr. Gerker will supervise the 
sale of Midway products. 
Sales offices have been estab- 
lished in The Arcade Building, 


Cleveland, and sales correspon- 


dence and orders will be han- 
dled from that location. 

Prior to his affiliation with 
Midway, Mr. Gerker was asso- 
ciated for over 20 years with 


The Geo. Worthington Co., Cleve- 
land. 


SUPPLEE-BIDDLE NOW 
SUPPLEE-BIDDLE-STELTZ 


Supplee-Biddle Co., wholesal- 
ers, Fifth at Bristol St., Philadel- 
phia 5, Pa., has recently an- 
nounced the change of its name 
to Supplee-Biddle-Steltz Co. 


ELECT THREE TO 
MASURY BOARD 


At the annual meeting of the 
board of directors, John W. 
Masury & Son, Inc., elected 
three new members to the board 
J. Barry York, president of The 
James Bute Co., Houston, Harry 
Held, Jr., president of Ilsley & 
Held, New York City and A. D 
Mattai, Baltimore, Md. 
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ARTHUR HAURY 


HAURY ENTERS BLDR’S. 
HARDWARE FIELD 


Arthur Haury is president of 
the Harloc Products Corp., New 
Haven, Conn., a newcomer to 
the builders hardware field. A 
veteran in manufacturing, sales 
and finance, Mr. Haury was for- 
merly chief engineer of American 
Chain & Cable Co., and later 
co-founder and executive vice 
president and treasurer of the 
Wire Rope Corporation of Amer- 
ica. 

Albert Lickteig, vice president, 
ireasurer and co-founder of the 
corporation, has spent his entire 
career in the builders hardware 
industry as a specialist in prod- 
uct research, development and 
plant operation. The Harloc 
latches and Barloc were develop- 
ed by him. Mr. Lickteig was 
formerly a sales and research 
engineer for National Brass Co., 
vice president and general man- 
ager of the Grand Rapids Brass 
Co., staff engineer for the Tern- 
stedt Mfg. Co. of Detroit, a unit 
of Fisher Body Co. Prior to that, 
Mr. Lickteig was assistant chief 
tool engineer of Continental 
Motors. 


ELECT HART HEAD 
OF GAS APPLIANCE 
ASS’N MARKETING 


F. Donald Hart, executive vice 
president of the Tennessee En- 
amel Mfg. Co., Nashville, Tenn.. 
has been chairman of 
the marketing committee of the 
Gas Appliance Manufacturers 
Association, H. Leigh Whitelaw, 
managing director of the organ- 
ization announced recently. D. 
R. Meckstroth, associate director 
of sales research, Servel, Inc., 
Evansville, Ind., has been desig- 
nated vice chairman, according 
to Mr. Whitelaw. 

Mr. Hart who has been prom- 
inent in GAMA affairs for many 
years and an active member of 
the Marketing Committee, is 
also vice chairman of the Direct 
Heating Equipment Division and 


elected 
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Nat’l. Housewares, & Home Appliances Show 
Jan. 19-26, Navy Pier, to Have 500 Exhibits 


The 12th National Housewares 
& Home Appliances Manufactur- 
ers Exhibit will open its doors 
at Navy Pier in Chicago, Jan. 19, 
for seven days of buying and 
selling activity. Operated by the 
National Housewares Manufac- 
turers Association, 1140 Mer- 
chandise Mart, Chicago 54, the 
exhibit will display 500 exhibits 
from the nation’s manufacturers 
of housewares and appliances. 
Buyer attendance is expected to 
total about 10,000 from this 
country, Canada and _ abroad. 
Admission will be to the trade 
only. The exhibit was completely 
oversold less than two weeks fol- 
lowing mailing the floor plans 
and applications. This exhibit 
will be the second stage by the 
NHMA at Navy Pier which has 
been praised as an exhibit site 
by veteran show observers, ac- 
cording to A. W. Buddenberg, 
executive secretary. 

All available exhibit space-- 
approximately 150,000 square 
feet—in the Pier’s north and 
south halls will be utilized by 
the NHMA. Both on the same 
level, the halls are each 60 feet 
wide and permit broad 18-foot 
center aisles. Convenient cross 
walks connect the two halls. 








Restaurant facilities on the 
Pier for the period of the show 
are expected to be more than 
adequate, according to Mr. Bud- 
denberg. In addition to a com- 
plete restaurant at the east end 
of the south hall, snack bars will 
be set up in each of the halls. 

Exhibitors will be permitted to 
commence setting up their ex- 
hibits on Monday, January 16. 
Exhibits must remain intact 
until 5 P.M., Thursday, January 
26. Show hours will be 9 A.M. 
to 5 P.M. daily, except Sunday 
when the exhibit will not be 
open. 

As in past exhibits, approxi- 
mately 8,000 buyers throughout 
the country will receive a pre- 
show mailing consisting of a 
list of exhibitors and a pre-regis- 
tration card. Buyers will be 
asked to fill in the cards before 
leaving their offices and to have 
them ready for presentation at 
the registration desk upon ar- 
rival. With these cards, buyers 
can register in a matter of 
minutes. 

The traditional dinner-dance 
will be held Tuesday evening, 
Jan. 24, in the grand ballroom 
of the Palmer House. 








a member of the Association’s 
Gas Floor Furnace Group. He 
succeeds R. T. Killian of the 
Bryant Heater Division, Affiliated 
Gas Equipment, Inc., Cleveland, 
Ohio as chairman of the market- 
ing committee. 

E. V. DUFFY, SALES MGR. 
PENNSYLVANIA RUBBER 


Following up the recent con- 
solidation of the tire and tube 
production of the Pennsylvania 
Rubber Co., with that of The 
Mansfield Tire & Rubber Co.. 
Mansfield, Ohio, is the announce- 
ment of personnel assigned to 
sales and other executive posi- 
tions of Pennsylvania Rubber. 

E. V. Duffy has been named 
sales manager; A. P. Weightman. 
office manager, and N. W. Gra- 
ham, manager of stock regula- 
tion. All have been Pennsylvania 
personnel for a number of years. 

H. A. Phillips has been ap- 
pointed division manager in 
charge of the central division with 
headquarters in Chicago. He for- 
merly was factory zone branch 
manager. C. W. Grady, former 
territory representative, has been 
named division manager of the 





Pacific Coast area with head- 
quarters in Los Angeles. | 


ARMSTRONG PRODUCTS 
NAMES SALES AGENTS 


The Armstrong Products Corp., 
Huntington 12, W. Va., has an- 
nounced the appointment of the 
following new sales representa- 
Charles M. Dillon, 942 
Sherman St., Denver, Col., cov- 
ering the state of Colorado: D. 
G. Carberry, Ledger Bldg., Phil- 
adelphia, Pa., representing Arm- 
strong in eastern Pennsylvania 
including Philadelphia, southern 
New Jersey, Maryland and Wash- 
ington, D. C.;: D. A. Bingham, 
606 Kansas City Mdse. Mart, 
Kansas City, Mo., covering Kan- 
sas, Nebraska, Iowa and western 
Missouri. 


tives: 


ROEBLING OPENS OFFICE 
IN CLEVELAND, OHIO 


John A. Roebling’s Sons Co., 
Trenton, N. J., has announced 
that a new office and warehouse 
has been opened at Cincinnati, 
Ohio. 

The new building, located at 
3253 Fredonia Avenue, is modern 
in every respect and was de- 
signed to provide unusual ware- 
housing facilities to expedite 
service. W. K. Hanna, former 
head of the Pittsburgh branch, 


will serve as manager. 


HARDWARE 





ROBERT WATSON 


New York City, Stanley Tools, 
who was recently named as 
president of the Hardware 
Boosters, Inc., to succeed the 
late Carlton Phillips, The L. S. 
Starrett Co. At the same time 
William Wolfe, The Carborun. 
dum Co., was advanced to the 
first vice presidency, which in- 
cludes the duties of chairman of 
the entertainment committee. 
Ralph S. Allen, Diamond Ex. 
pansion Bolt Co., was named 
second vice president of the 
organization. 











EDY BRUSH APPOINTS 
NORTHEAST SALES AGENT 


Irving Fishman has been ap- 


pointed northeastern sales _rep- 
resentative for the Edy Brush 
Company, Inc., 245 East 152s 


Street, Bronx, N. Y. 
With three associates operating 
out of his office at 1133 Broad- 


way, New York, Mr. Fishman 
will cover Metropolitan New 
York, New York State, New 


Jersey, and the six New England 
States—Maine, New Hampshire, 
Vermont, Massachusetts, Rhode 
Island and Connecticut. 





FINDLATER WHOLESALE 
BLDG. TO BE READY JAN. 1 

The Findlater Hardware Co., 
wholesalers, San Angelo, Tex., 
has announced that a $135,000 
new building, to be located on 
the Santa Fe Railroad on the 
southwest corner of Washington 
Dr. and Hill St., will be ready 
by Jan. 1. When it is completed. 
the retail store will be discon- 
tinued entirely and will be turned 
over to L. W. Puckitt and Lind- 
sey Hicks, who will call the busi- 
ness Hicks & Puckitt Hardware 
Co. 

The total square ft. 
the new building will be 47.500 
on one and a half acres. with 
room for possible expansion. Co 
struction will be of reinforced 
concrete and brick-crete tile. 


irea of 
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Send for our NEW 1950 listing 
PLACE: YOUR ORDERS NOW. . 
FOR SPRING DEL VERY. 










MADE FOR HOUSEHOLD 
AND PROFESSIONAL USE 





Service excels Pre-War . . Shipments made within 24 hours 


FOR OVER A QUARTER CENTURY OUR MANAGEMENT HAS 
MANUFACTURED AND MERCHANDISED POPULAR PRICED BRUSHES 


Colonial Brush Manufacturing Company, Inc. 
60 THAYER STREET © BOSTON 18, MASS. 
TELEPHONE HUbbard 2-3588 


97 Eost 42nd St. 122 So. Michigan Ave, Southland Hotel 
New York 17,.N. Y. Chicago 3, Iilinols Dallas |, Texas 


1590 Eudora Strent 


527 Canol Street 
Denver, Colorado 


New Orleans 16, Lovisiona 
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BOOSTERS HEAR SARGENT 
ON SALESMANSHIP; PLAN 
XMAS PARTY, DEC. 14 
Salesmanship was the subject 
of an address, Sept. 28, by 
Murray Sargent, chairman of the 





MURRAY SARGENT 


board, Sargent & Co., New 
Haven, Conn., before the Hard- 
ware Boosters, at Miller’s Res- 


taurant, 144 Fulton St., New 
York City. Tracing the career 
of the late Saunders Norvell, 


from his earliest business days. 
Mr. Sargent said that Mr. Norvell 
had been one of the greatest 
salesmen the hardware business 
had ever known. 

\nnouncement was made that 
the annual stag Christmas dinner 
will be held Wednesday evening, 
Dec. 14, 1949, at the Hotel Roose- 
velt, Madison Ave., New York 
City, with a floor show and dis- 
tribution of gifts. Tickets are 
available at $10.00 per person 
from John Hires, 2914 213th St., 


Bayside, Long Island, N. Y., 
treasurer of the Hardware 
Boosters. 


- H. S. TAYLOR JOINS 
MORROW-THOMAS AS 
SALES MANAGER 


H. S. Taylor has been appoint- 
ed sales manager of Morrow- 
Thomas Hardware Co., whole- 
salers, Amarillo, Tex. Mr. Taylor 
has spent 23 years in the South- 
west contacting the retail hard- 
ware and implement dealers 
specializing primarily on agri- 
cultural lines. He started his 
hardware career with the South- 
ern Supply Co., Dallas, spending 
10 years with them, the last 
four of which he was their lead- 
ing salesman. He spent a num- 
ber of years with the Empire 
Plow Co., as its representative in 
the southern states, working with 
the Stratton-Warren Hardware 
Co., Memphis, Tenn. In 1942, 
he joined the wholesale hard- 
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ware and implement department 
of the Schoellkopf Co., and re- 
mained with that company until 
this year. 


INDEPENDENT PNEUMATIC 
TOOL NAMES TWO SALES 
SERVICE BRANCH MGRS. 


Independent Pneumatic Tool 
Co., Aurora, IIl., announced the 
appointment of new managers at 
its sales and service branches in 
Denver and San Francisco. 

Eugene C. O’Connell, formerly 
service engineer in the Los 
Angeles branch, is the new man- 
ager at San Francisco. Clarence 
H. Gabriel, formerly service en- 
gineer in the company’s Salt Lake 
branch, is the new manager at 
Denver. 

Mr. O’Connell, who began his 
service record with Thor as a 
tool repairman in the Los Angeles 
branch, has seven years of sales 
experience with the company. He 
serviced both pneumatic and elec- 
tric tool accounts throughout the 
southern California area. 

Mr. Gabriel, former chief 
metallurgist for the American 
Foundry & Machine Co. at Salt 
Lake, was in two divisions of the 
company’s sales department be- 
fore being transferred to Denver. 
He serviced both pneumatic tool 
accounts in the Boise, Idaho area, 
and during the past two years 
specialized in electric tools in the 
entire Salt Lake area. 





HUGHSON & MERTON 
REPRESENT PARKER MFG. 


Parker Mfg. Co., Worcester, 
Mass., has announced the ap- 
pointment of Hughson & Merton 
as representatives for the Parker 
line of hack saws and small tools, 
in the states of Washington, 
Oregon, California, Idaho, Nev- 
ada, Utah, Arizona, Montana, 
Wyoming, Colorado and New 
Mexico. Hughson & Merton 
offices are located in San Fran- 
cisco, Los Angeles, Salt Lake 
City and Seattle. This firm will 
also continue to represent the 
Ackermann, Steffan Division of 
Parker. 





STARRETT COMPLETES 
HACK, BAND SAW DIV. 


Arthur H. Starrett, president of 
The L. S. Starrett Co., Athol, 
Mass., has announced the com- 
pletion of a new plant expansion 
housing the company’s hacksaw, 
band saw, band knife and preci- 
sion ground flat stock division. 

Now in full production, the new 
plant embodies the latest tech- 
niques in plant engineering that 
have reduced production flow 
travel by 80 per cent over pre- 





vious methods with substantial 
reduction in production costs due 
to far less handling, according to 
Mr. Starrett. 

Three major lines for straight 
line production of hacksaws, band 
saws and band knives are uti- 
lized, all three lines diverging 
from a common raw material re- 
ceiving dock, and converging 
again at the end of the lines to 
the inspection, packing and ship- 
ping section. 

The building is monitor type, 
114 feet wide by 408 feet long, 
entirely made of concrete, steel 
and special heat resisting glass, 
and has three bays each 38 feet 
wide. 





H. H. WINTERROWD JOINS 
ECLIPSE LAWN MOWER 


Herman H. Winterrowd, for- 
merly of Waterloo, Iowa, recently 
joined the sales organization of 
The Eclipse Lawn Mower Co., 
Prophetstown, Ill. He will con- 
tact dealers in Connecticut, 
Maine, Massachusetts, New 
Hampshire, Rhode Island and 
Vermont immediately for spring 
delivery of Eclipse lawn mowers. 
His 15 years of experience have 
been with the Burgess Battery 
Co., Thordarson Elec. Mfg. and 
Pincor Products. Mr. Winter- 
rowd plans to make Springfield, 
Mass., his headquarters. 





PILKINGTON TRAVELS 
IN SOUTHEAST AREA 
FOR VLCHEK TOOL 


The Vichek Tool Co., Cleve- 
land, Ohio, has appointed R. B. 


Pilkington to represent it in 
Florida, Georgia, North and 
South Carolina, Virginia and 


Eastern Tennessee. 





R. B. PILKINGTON 


The Pilkington organization 
has been in existence since 1945, 
calling on hardware wholesalers 
throughout the Southeast. Offices 
are maintained at 231 Healey 
Bldg., Atlanta, Ga. 


HARDWARE 








R. M. WESTVEER MADE 
GENERAL MANAGER 
BASSICK-SACK DIV. 

R. M. Westveer has been ap- 


pointed general manager of the 
Bassick-Sack Division of The 





R. M. WESTVEER 


Bassick Co., Winston-Salem, 
N. C., filling the vacancy created 
by the death of Ray M. Martin. 
The Bassick-Sack Division pro- 
duces furniture hardware and 
other metal products. 

Mr. Westveer goes to Bassick- 
Sack after two years with Chau- 
tauqua Hardware Co., James 
town, N. Y. He spent 25 years 
with the Keeler Brass Co., Grand 
Rapids, Mich., where he worked 
in various capacities, principally 
in production and sales. 


ADD FLORENCE STOVE, 
JOHNSON ARMS TO 
BRAND NAMES LIST 


The Florence Stove Co., Gard- 
ner, Mass., the Iver Johnson's 
Arms & Cycle Works, Fitchburg, 
Mass., and the Snell Mfg. Co., 
Worcester, Mass., have all re- 
ceived the Brand Names Foun- 
dation’s “Certificate of Public 
Service” for the years their re 
spective brand names Florence, 
and Iver Johnson and Snell, in 
recognition of 50 or more con- 
secutive years of service by their 
products to the American public. 


700 ATTEND PARTY 
BY PRATT & LAMBERT 


About 700 employees, wives 
and friends, attended a dinner 
and entertainment at the Tow 
Casino, Buffalo, recently, given 
by Pratt & Lambert, Inc. The 
party was one of the events in 
observance of the company’s 
100th anniversary, recently sig: 
nalized by a general convention 
attended by 250 salesmen and ex: 
ecutives. 
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WRITE TODAY on your business letterhead for a print 

of this film for showing. Please give choice of showing dates so that we 

can meet the demand. We'll send print post-paid. E. I. du Pont de Nemours 
& Co. (Ine.), Plastics Dept., Room 9420 Nemours Bldg., Wilmington 98, Del. 
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HEAT-TIMER 160 Fifth Ave., New York 10 


CORPORATION 


C} Send me 


Pete eeee ee eee eee2e2 
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KEEPS 
EACH ROOM AT THE 


DESIRED TEMPERATURE 


Heat-Timer is inserted in place of regular radiator 
air valve...makes all the other valves old fashioned! 
This precision, thermostatic valve enables your cus- 
tomers to enjoy the exact temperature they want in 
each room. They simply set the dial — Heat-Timer 


does the rest. Works 


on any One-pipe steam system 


without interfering with present controls. 


457 





HEAT-TIMER Sells Teself/ 


Fach half-dozen 
packed in an attractive 


man” carton. Set it up on your counter 


it takes only a few 


leaflets alongside (furnished free with 
Watch Heat-Timers sell 


imprint) 
themselves right off the 


coupon below to order — or send $3.50 
for sample shipped prepaid, with 
money-back guarantee. 


Heat-Timers comes 


"Silent Salesman’’ 


7 Dealers... 


—- REAL PROFIT FOR YOU! 
Heat-Timer retails at $4.95 — 
costs you only $3.30 (33'A% 
discount). You make $1.65 on 
every valve you sell. Compare 
this with your profit on ordi- 
nary valves! 


“Silent Sales- 


inches. Place 


counter! Use 


cartons, each containing a h. 


dozen Heat-Timer valves @ $19.80 per carton, F.0.B., N.Y. C. 


Individual 
Store... 
Address 


My wholesaler 1s 


© Send me a sample valve, postpaid. I enclose $3.50. 
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STRASSBURGER-SUFFEL 
FORMS MFR’S. AGENCY 


Strassburger-Suffel Co., 521 


\ndress Terrace, Union, N. J., 


has recently been formed by 
Philip E. Strassburger and Har- 
old Suffel to act as manufactur- 
ers agents. Mr. Strassburger has 
been with the hardware trade 
for 20 years and most recently 
was president of the Allied Sales 
Co., Newark, N. J. Mr. Suffel 
for the past 12 years, has been 
connected with H. Schultz & 
Sons, Newark, as salesman in the 
Metropolitan area. The company 
is at present representing: West- 
ern Tool & Stamping Co., Des 
Moines, Iowa, Shakleen Mfg. Co., 
Mt. Vernon, N. Y., Charles Ab- 
hott Co., East Orange, N. J.. 
General Textile Co., Jersey. City, 
Mm. 3. 


UNION STEEL CHEST 
IN FULL PRODUCTION 


For the first time in its 56 
year history, Union Steel Ches' 
Corp., Le Roy, N. Y., suspended 
production as the result of a 
severe fire which partially de- 
stroyed the plant earlier this 
year. A modern plant has been 
completed and the company is 
again back in full production on 
its entire line. 





LEROY SMITH RETIRES 
AFTER 52 YEARS WITH 
WORTHINGTON PUMP 


Top officials of Worthington 
Pump & Machinery Corp., paid 
tribute to LeRoy Smith, one of 
the old-time members of the 
Worthington sales organization. 
who is retiring after 52 years of 
service, at a testimonial luncheon 
given at Newark Athletic Club 
recently. 

He holds life memberships in 
the Sons of the American Revo- 
lution; the Society of Colonial 
Wars; the Nobles of the Mystic 
Shrine (Kismet Temple, Brook- 
lyn); the Trinity Club of New 
York; the Brooklyn Elks; and 
the old Brooklynites. He is also 
a member of the Long Island 
Historical Society and has estab- 
lished a notable reputation as a 
genealogist. 

Mr. Smith was for many years 
connected with the corporation’s 
Waterworks Department and 
eventually directed the sales ac- 
tivities of that department. For 
the past decade he has served as 
chief statistician of the centrifu- 
gal pump division. 

He started with Worthington 
as an office boy in 1897 at the 


| old hydraulic works in Brooklyn 
| and served the late Charles C. 
| Worthington who was president 


at that time of the company 


HARDWARE 


known as Henry R. Worthington, 
Inc. 


Among the Worthington ofh- 
cials attending the testimonial 
luncheon today were: €. E, 


Searle, past-president and _ pres- 
vice-chairman of the board 
Edwin J. Schwan- 
hausser, executive vice-president: 
T. Cruthers, H. A. Feldbush, 
C. A. Packard, L. C. Ricketts, 
John J. Summersby. Frank J 
Whelan, Charles E. Wilson, vice 
presidents; T. J. Kehane, as. 
-istant vice-president and general 
sales manager; W. Lehman. as. 
sistant treasurer: Carl Reynell, 
general manager, purchases and 
trafic: A. H. Borchardt. as. 
sistant vice-president and man- 
ager of centrifugal pump division; 
H. J. Meeker and C. F. Har. 
wood, assistants to vice-president. 
utilities department; V. 
hereaux, assistant manager, cen- 
trifugal pump division; W. L. 
Russell, eastern manager, diese] 
engine division, and C. K. Hood. 
manager, New York district offier 


ent 
of directors; 


Ger- 





HERBERT B. MEGRAN 


president, Starline, Inc.. Har- 
vard, Ill... whose picture on 
page 139 of the Oct. 20, 1949. 
issue of HARDWARE AGE was in- 
correctly captioned, identifying 
him as a member of the Exec- 
utive Committee of the Amer- 
ican Hardware Manufacturers 
Association. Mr. Megran should 
have been identified as a vice 
president of the A.H.M.A. At 
the same time on page 135, the 
caption under the photograph of 
R.H. Coleman, director of sales. 
Remington irms Co. Inc.. 
Bridgeport, Conn.. also incor- 
rectly identified him as a vice 
president of the association. Mr. 
Coleman is, instead, a member 
of the executive committee. Mr. 
Megran was elected a vice pres: 
ident of the American Hard: 
ware Manufacturers Association 
at the Southern convention, in 
Palm Beach. Fla., last spring. 


| at which time Mr. Coleman be: 


came a member of the A.H.M.A. 
executive committee. 
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ROBBINS & MYERS, AND 
HUNTER FAN UNITE 


The affiliation of two of the old- | 
est fan manufacturers, Robbins & | 
Myers, Inc., Springfield, Ohio, | 
and Hunter Fan & Ventilating | 
Company, Inc., Memphis, Tenn., 
has been announced by A. W.| 
McGregor, president of Robbins | 
& Myers. Both companies will 
continue to operate as separate 
organizations and no change of 
policy is contemplated for either 
company, Mr. McGregor stated. 
This affiliation will give each the 
benefits of combined production 
facilities and engineering experi- 
ence. 

Formerly located in Fulton, | 
New York, Hunter Fan was or- | 
ganized in 1886. They have ma- 
jored in the manufacture of an 
extensive line of larger fans, such 
as attic, ceiling and window fans. 

Robbins & Myers, Inc., also 
manufacturers of electric motors, 
cranes and industrial 
pumps and household water sys- 
tems, was formed in 1878. R & M 
is known as manufacturers of fans 
for the home, office and industry. 

Robert H. Peoples will retire 
as president of Hunter Fan to 
serve on the board of directors 
of the Springfield firm. 


hoists, 


E. C. SWAN DISTRIBUTES 
COLUMBIANA PUMPS 


The E. C. Swan Co., Denver, | 
Col., will take over as the dis- | 
tributor for Columbiana Pumps 
in the Pacific and Rocky Moun- 
tain area. 

The E. C. Swan Co., with 
branch offices in Billings, Mon- 
tana and Salt Lake City, Utah, 
has been servicing this area for 
more than 50 years. 





CITY PLATING & MFG. 
CHANGES TO CIPCO MFG. 

Al Prince, general sales man- 
ager of The City Plating & Mfg. 
Co., Inc., St. Louis, Mo., has re 
cently changed its name to Cipco 
Corp. 


C. N. HINKLEY RETIRES 
FROM WEED & COMPANY 


Clinton N. Hinkley has com 
pleted 48 years of service with 
Weed & Co., Rochester, N. Y. 


Mr. Hinkley started with that 
company in its Buffalo store in 


1901. He continued service there 
until 1911 when the Rochester 
branch was formed. Then he 


moved to that city, where he has 
served that store as retail man 
until his recent retirement. 

On Oct. 4th a dinner party was 
held in his honor at the Powers 


ager 


Hotel, Rochester. About 140 
guests were present. At that 
time he was presented with a 
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gold wrist watch as a memento | 
of his long and faithful years of | a. 
service with the company. 

R. O. Roberts, vice-president 
and general manager of the 
Rochester store, announced the | 
appointment of Stuart C. Lewis, | 
manager of the housewares de- | 
partment, to fill the vacancy 
caused by Mr. Hinkley’s retire- 
ment. 


TeS| auauiry 


TORRINGTON 


Bath Fixtures 


e FOR MODERNIZATION 
e FOR REPLACEMENT 


Attractively displayed on 
tile effect background to 


SELL ON F/CH7 


@Berkshireton73 | 
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EUTECTIC MARKS 
PLANT OPENING 


Over 400 guests of Eutectic 
Welding Alloys Corp., attended 
the formal opening of the new 
Eutectic plant in Flushing, New 
York, recently. 

The plant was opened by sev- 
ering a steel ribbon with Eu- 
tectic’s spectacular CutTrode 
the new are metalcutting elec- 









trode. 

The ceremonies were held in 
the plant’s assembly hall, where 
many of the guests, representing 
leading industries, were given 
their first look at the recently 
announced training school, The 
Eutectic Welding Institute. 
shown the 








Guests were lab- 
oratories, foundry, chemical di- 
vision, eutectofilm section and 
the high speed extrusion presses 
of Eutectic’s own design. At 
various points along the 
welding booths were in actual 
operation to demonstrate the 
unique surface-alloying proper- 
ties of 5 of Eutectic’s most pop- 
ular are and torch rods. 

-After the inaugural ceremonies, 
refreshments were served and an 
orchestra played for dancing. 


tour, 


Feature BERKSHIRE — and 
you sell the finest. Completely new in styling 
and fashioned in all brass with heavy chromium 
plate. Display unit above available to every dealer 
with order. Literature on request. 


























WILWEAR is _ the 
standard T & S line of popularly priced bathroom 
fixtures. They are quality made — all brass — 
chromium plated. Included are towel bars, shelves, 
soap, tumbler, paper and tooth brush holders. 
Display units available to every dealer with order. 


MERTON A. ROBINSON 


73, dean of American ballisti- 
cians, has retired after 45 years 
of service with the Winchester 
Repeating Arms Co., division 
of Olin Industries, Inc. As Win- 
chester’s chief ballistician, Mr. 
Robinson was the developer o/ 
many of the country’s high F 
velocity as well as big game 
sporting cartridges. 3 


For prices and complete information write 


THE TURNER & SEYMOUR MFG. CO. 
TORRINGTON, CONNECTICUT 


1848 - Starling Qin Second Ceniany -19¢9 
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ROEBLING WOVEN WIRE 
FABRIC DIVISION 
PROMOTES TWO MEN 


F. G. Hoyt, general manager | 


of the Woven Wire Fabrics Divi- 
sion, John A. Roebling’s Sons 





J. F. BERGER 


Company, Roebling, N. J., has 
announced the appointment of J. 
F. Berger as manager of sales 


for industrial wire products and | 


Samuel K. Hornor, manager of 
sales for hardware products. 
Mr. Berger has _ been 
ciated with the Roebling Com 
pany for over 35 years. His 
entire years of service have been 
spent in the woven wire fabrics 


field. 


asso- 





8. K. HORNOR 

Mr. Hornor has served Roe- 
bling in various sales capacities 
for 12 years and brings to his 
new position much experience 
in handling hardware products. 





BELLE CITY GLOVE 
HAS NEW PLANT 


The construction of a 
factory building for Belle City 
Glove was begun recently 
on a site in Gresham, Wis. 

According to William H. Me- 


new 


Cs.. 
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Cullough, president of the firm, 
the new building will cover an | 
80 by 120 ft. area, and will be | 
completed early this fall. 

The company also operates 
factories at Racine, Wisconsin, 
and Kewanee, Illinois, with gen- 
eral sales offices located at 112 
East Chestnut Street in Chicago. 





CAMILLUS SALES AND 
ACCOUNTING DEPTS. 
MOVE TO PLANT 


The Camillus Cutlery 
moved its accounting, and sales 
force from New York City to its 
factory at Camillus, New York. 

The move was designed to pro 
vide greater efficiency and econo- 
my in their organization and to 
speed the shipment of orders. 

{ small office will be main- 
tained, until further notice, at 
the present New York City ad- | 
dress, 60 E. 42nd St., for the 
convenience of the local trade 
and of visitors who may come to 
the city. 

Customers have been requested 
to send all their correspondence 
to the Camillus Cutlery Co.. 
Camillus, New York. 


Ca.. 


GENERAL BRONZE BUYS 
BRACH MFG. CORP. 


A. S. Saphier, president ot 
General Bronze Corporation, has 
announced that his company ha: 
acquired the business of the 
L. S. Brach Mfg. Corp., Newark. 
New Jersey, and will operate 
this company as a division of the 
General Bronze Corp. 

The L. S. Brach Corp., through 
its predecessors, has been in 


operation for the past 43 years. | 


producing equipment for 
automotive, railroad, radio and 
television industries. L. S. Brach 
continues with the company as 
well as all other personnel. 


G. T. WARD NAMED 
GEN. MERCHANDISE MGR. 
U. S. RUBBER CO. 


Gregg T. Ward, branch sales} 
manager. of the footwear division, 
has been appointed general mer- 
chandise sales manager of United 
States Rubber Co., Akron, Ohio. 

In his new position, Mr. Ward 
will be responsible for products | 
of the division which are sold | 
primarily through retail outlets. | 
Mr. Ward started with the rubber 
company early in 1925 as a sales | 
clerk in the San Francisco branch | 
where he was later promoted to | 
manager of footwear sales. His 
next important promotion came 
in 1939 when he was assigned to 
the headquarters staff in New 
York City as manager of sales 
development for footwear, cloth- 


the 


ing, and foam rubber. A year 
later he was made sales manager 


of the nation-wide branch sales 


organization. 


HAMILTON TO ACCEPT 
NO ORDERS FOR 1949 


Distributors of Hamilton 
Clothes Dryers have been noti- 
fied that the factory will be un- 
able to accept any more orders 
for delivery in 1949, according 
to an announcement made by 
C. H. Rippe, sales director. 
home appliance division, Hamil- 
ton Mfg. Co., Two Rivers, Wis. 
Only those orders received prior 
to October 26 will be scheduled 
for delivery this year, and dis 
tributors will be advised of ap- 
proximate shipping dates. 


ERICKSEN WESTERN DIST. 
MGR. FOR NESCO HOUSE.- 
WARES, STOVE DIVS. 
Willard H. Sahloff, president 
of the National Enameling & 
Stamping Co., Milwaukee, Wis. 





J. T. ERICKSEN 


has announced that J. ‘T. Erick- 
sen has been appointed western 
district manager for the Nesco 
housewares and stove divisions. 
He succeeds George M. Douma 
who was recently made assistant 
sales manager of Nesco’s elec- 
trical division in Milwaukee. 

Mr. Ericksen has been sales 
representative for the —Nesco 
housewares and stove divisions 
in the Los Angeles area for the 
past four years. J. E. England, 
who has been sales representa- 
tive in the San Francisco area. 
will take over the Los Angeles 
area. 

In his new position Mr. Erick- 
sen will supervise the sales ac- 
tivities of the housewares and 
stove divisions on the west coast 
and will make his headquarters 
in the Western Merchandise 
Mart in San Francisco. 


HARDWARE 
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W. M. ROSENTHAL JOINS 
THE KELLER COMPANY 
Frederick Keller has announc- 

ed that Walter M. Rosenthal, 

formerly of Ekco Products Co., 





FREDERICK KELLER 


has joined The Keller Co., mer- 
chandising consultants and man- 
ufacturers’ representatives in the 
hardware-housewares fields, now 
located on the 11th floor of the 
Merchandise Mart, Chicago. 
Both Mr. Keller and Mr. Rosen 


thal were associated with Ekco 
Products Co., Chicago, for the 
past six years—Mr. Keller as 


vice president in charge of sales 
and Mr. Rosenthal as sales man- 
ager. Because of their 
background and many years ol 
merchandising experience witli 
chain and mail 
houses and in the wholesale and 
department store fields, The 


broad 


stores ordet 


| Keller Co., is well qualified to 


| 
} 


serve manufacturers both as met 
chandising consultants and man 
ufacturers’ representatives. 

Keller and Rosenthal 
are now reviewing lines for rep- 


Messrs. 


resentation in Michigan, I[ndi- 
ana, Illinois, Minnesota, Iowa, 


Wisconsin and Missouri. 





WALTER M. ROSENTHAI 


17, 1949 
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TOASTSWELL'S gigantic Holiday Promotion is gathering 












momentum 1) CALL YOUR NEAREST TOASTSWELL DISTRIBUTOR 


for full promotion details —including our special 


jet-powered by the huge national advertising 
campaign to 69,250,000 readers of 7 great magazines, 
climaxed by a colorful FULL PAGE in LIFE November 28! 


Demonstration Offer— you'll like it! 


2) GET YOUR FREE MERCHANDISING TIE-IN KIT 
If you haven’t already joined the crowds of shrewd dealers showing how to channel LIFE’S giant pull into your 
who've climbed aboard to share the profits, do this today: store, with free newspaper mats, displays, 

streamers, etc.; how to win-up to $250 cash in the 


big TOASTSWELL Window Display Contest! 

3) BE SURE YOU HAVE ENOUGH TOASTSWELL 
AUTOMATIC TOASTERS IN STOCK to meet the 
Christmas demand created by this dynamic 

promotion! 






IF YOUR DISTRIBUTOR CANNOT SUPPLY YOU, 
PHONE, WIRE OR WRITE: *® 


THE TOASTSWELL COMPANY 


620 TOWER GROVE AVENUE, ST. LOUIS 10, MO. 
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ROSE HEADS SALES IN 

WEST FOR TOWNSEND 

The appointment of J. R. Rose 
as sales manager of the Western 
district for Townsend Co., New 





J. R. ROSE 


Brighton, Pa., was recently an 
nounced. Mr. Rose will 
headquarters in Chicago to co- 
ordinate the company’s activities 
of both industrial and wholesaler 
sales of rivets, bolts, nails, spe- 
cial metal fasteners and other 
products in Illinois, Iowa, Mis- 
souri, Kentucky, Western Ohio, 
Indiana, Michigan (Upper Pen 
insula), Nebraska, Wisconsin, 
North and South Dakota. 


Prior to joining Townsend, 
Mr. Rose was a district sales 
manager for the Pennzoil Co.. 


and before that had been in the 
Pittsburgh sales department of 
the Lincoln Equipment Co., of 
St. Louis. 


W. M. CLARK JOINS 
NUODEX COMPANY 


Walter M. Clark, 
the National Clean 
Up- Fix Up Bureau, has resigned 
his position to become director 
of merchandising of the Nuodex 
Products Co., Inc., Elizabeth F, 
N. J., according to an announce- 
ment by H. M. Johnson, vice- 
president in charge of sales. 

Mr. Clark, acknowledged by 
leaders in the paint industry as 
the which has revitalized 
the Clean Up - Paint Up - Fix Up 


force 


Campaign since his appointment | 


have , 


director of | 


Up - Paint | 


| 
| 
| 
| 
| 


in 1947 to the point where, in | 


1949, it has spread to 2400 cities 
and towns with a population of 
58,000,000, comes to Nuodex 
with more than 20 years’ experi- 
ence in merchandising through 
retail paint and hardware 
dealers. 

In his new post, he will be 
responsible for selecting prod- 
ucts in the Nuodex line which 
have promotional possibilities for 
marketing through paint manu- 


186 


facturers and to direct the mar- 
ket research and sale of such 
products. 

Mr. Clark had formerly been 
associated with the Muralo Co., 
Staten Island, N. Y., since 1940, 
first as general sales manage1 
and later as executive vice-presi- 
dent. He started in the paint 
business in 1925 with Marshall- 
Wells and its paint subsidiary, 
Western Paint & Varnish Co. 


L. C. GINN NOW WITH 
WESTERN STOVE CO. 
AS GEN. SALES MGR. 


Henry Honer, president, has re- 
cently announced the appoint- 
ment of Lloyd C. Ginn as West- 
ern Stove Co.’s, Culver City, 
Cal., general sales manager. 

Mr. Ginn was with the Amer- 
ican Stove Co. for 26 years and 
a member of the board of direc- 
tors. From a billing clerk in 
1923 to advertising and sales 
promotion manager is his story 
with Magic Chef. He is thor- 
oughly acquainted with both 
the gas range field and the gas 
industry as a whole, having serv- 
ed many of the executive 
committees of the American Gas 
Association, the Gas Appliance 
Manufacturers Association and 
the L.P. Gas Association. 

Starting as sales manager of 
the American Stove’s New York 
office, in 1930 he became sales 
supervisor of the Southeastern 
sales division, and in 1937 be- 
came sales promotion manager 
at Cleveland. During the war 
Mr. Ginn procured war contracts 
for the Cleveland factory and 
secured sufficient contracts from 
Curtis-Wright, Republic Aviation 


on 


and Parker Appliance to keep 
the plant busy during the war 
period. In 1945 he became ad- 
vertising and sales promotion 
manager of Magic Chef. 





NANKEE ALUMINUM AND 
JAMAICA PAINT MADE 
SEPARATE FIRMS 


The Nankee Aluminum Paint 
Co., Inc., of Brooklyn and the 
Jamaica Paint Co., Inc., of Ja- 
maica, L. I., formerly mutually 
owned corporations, have been 
dissolved into two distinct and 
separately owned and operated 
corporations, according to an an- 
nouncement made by Charles A. 
Lininger, president of the Nan- 
kee Aluminum Paint Co., Inc. 

Mr. Lininger said that the sep- 


| aration resulted from the expan- 


sion of manufacturing and mar- 
keting activities of Nankee prod- 
ucts and announced that Nankee 
has moved its main office to 43 
South First Street, Brooklyn. 
Nankee Aluminum Paint Com- 


pany, Inc., will continue to man- | 


ufacture the same line of Nan- 


kee Aluminum Paint products as | 


heretofore, said Mr. Lininger. 
“We will continue to be as indi- 


vidual and cooperative as in the | 


past, and will welcome inquiries, 
correspondence, etc., at our new | 


address concerning our full line | 


of architectural, industrial, auto- 
motive and marine paint prod- 
ucts.” 

Mr. Lininger, in addition to 
being the founder of Nankee| 
paints, was treasurer of the Ja- 
maica Paint Company, Inc., for 
24 years until his recent with- | 
drawal from that firm to devote | 
his energies to Nankee promo- 
tions, 


1950 BICYCLE INSTITUTE 
CONVENTION, JAN. 9-15 
AT BOCA RATON 


The Bicycle Institute of Amer- 
ica, Inc., Room 901, 1 East 57th 
St., New York City 22, will hold 
its annual convention Jan. 9-15 
at the Boca Raton Club, Boca 
Raton, Fla. Participating groups 
of the BIA are the Bicycle 
Manufacturers Association of 
America; the Cycle Parts & Ac- 
cessories Manufacturers Associa- 
tion; the Cycle Jobbers Associa. 
tion; and the Merchant Member 
Group. Advance registrations in- 
dicate a new record of attend. 
ance. 


G.E. APPOINTS TWO 
APPLIANCE SERVICEMEN 


The appointment of D. A. 
Washburn, as appliance service 
representative for the General 


Electric in the southeastern dis- 
trict is announced. 

Mr. Washburn joined General 
Electric at Erie, Pa., in 194 
and transferred to Bridgeport, 
Conn., as a member of the prod- 
uct service division earlier this 
year. 

Philip Klein has been appoint- 
ed appliance service representa- 
tive for the General Electric Co., 
Bridgeport 2, Conn., in the 
north ¢entral district. 

Mr. Klein joined General Elec- 
tric at Lynn, Mass., as a test 
engineer in 1943. He was named 
quality control engineer of the 
automatic blanket and sunlamp 
division at Bridgeport, Conn., in 
1947. He was most recently 
service supervisor in the produc! 
-ervice division. 











MONTANA ASSN. OFFICERS: Elected at the recent annual convention of the Montana 


Hardware & 


Implement Assn., at Great Falls, 


Mont., 


are front 


row, left to right: 


director G. C. Kellogg, Kellogg Implement Co., Conrad; new president, Robert Sterling, 
A. M. Sterling Co., Ronan; vice-president, L. E. Cooper, O. M. Wold Co., Billings, and 


Norman O. Blevins, Helena, renamed secretary-treasurer. 


Rear row, from the left, are: 


directors, Paul Barthel, Barthel Hdwe. Co., Missoula; Otis A. Brende, Farm Equipment 
Co., Havre; R. L. Robins, R. L. Rice Co., Glendive and C. M. Wall, Power-Townsend Co., 
Helena. Directors not present for the photo: James Durkin, Mills and Ulmer Co., Forsyth; 
Earl Otto, Otto Machine Co., and C. E. Stephenson, Owenhouse Hdwe. Co., Boseman. 

Resolutions adopted by the association called for support in preventing further encroach- 
ment of the federal government on states’ rights and opposed further expansion of the 
federal government into such fields as health, public welfare, medicine, and education. The 
convention also recommended development of the Missouri Valley along the lines of 
the Pick-Sloan plan as opposed to the creation of a valley authority. 


HARDWARE AGE, NOVEMBER 17, 1949 








Fathe 
100, 


At the 
of the | 
Co-Chairi 
at the S 
City \ 
director, 
year as 
promotiot 
hoping te 
manufact 
them, on 
motion 
Ernest *D 
the coun 
tributors 
reasonab 
1950 car 
effort ws 
munity te 


RESTI 
HOUS! 
IN 


H. Ca 
tor, Am 
120 Lex: 
City. ha 
utility ec 
States, : 
customer 
ing restr 
tween Ju 
1949. T 
1949-195 
more tk 
gas hou 
the 6,606 
gas for : 
heating. 
custome! 
tial or 
within 
mixed £ 
said. Av 
in these 
way tov 
tions on 


BIR} 
NAME 
Todd | 

Fe Bldg. 
appointe 
Range | 
tives. T 
Birming] 


OCTOB 
KEEPS 
With 
cline, C 
tivity 
slightly 
first 10 1 
sical an 
construc 
the mon 
Commer 
$1.8 bill 


total to 


HARD\ 





= INSTITUTE 
N, JAN. 9-15 
, RATON 


stitute of Amer. 
01, 1 East 57th 
ity 22, will hold 
ntion Jan. 9-15 
ton Club, Boca 
icipating groups 
e the Bicycle 
ssociation of 
cle Parts & Ac- 
cturers Associa- 
obbers Associa- 
rchant Member 
registrations in- 
cord of attend- 


NTS TWO 
FER VICEMEN 


ant of D. A. 
pliance service 
r the General 
yutheastern dis- 
d. 
joined General 
Pa., in 194 
to Bridgeport, 
er of the prod- 
on earlier this 


s been appoint: 
ice representa- 
al Electric Co., 
‘onn., in_ the 
rict. 
| General Elec- 
iSs., as a test 
He was named 
iineer of the 
and sunlamp 
ort, Conn., in 
most recentl} 
in the produc! 





> Montana 

to right: 
t Sterling, 
lings, and 

left, are: 
“quipment 
send Co., 
, Forsyth; 
Boseman. 
encroach- 
on of the 
ation. The 
> lines of 


t 17, 1949 





Father’s Day Committee Hopes To Sell 
100,000 Mfrs., Dealers On 1950 Promotion 


At the recent official opening 
of the Father’s Day Council’s 
Co-Chairmen’s Conclave luncheon 
at the Statler Hotel. New York 
City. Alvin Austin, executive 
director, who marked his 15th 
vear as head of Father's Day 
promotion, said the committee is 
hoping to sell every retailer, and 
manufacturer, about 100.000 of 
them, on taking part in the pro- 
motion by tying-in’ with = it. 
Ernest ‘D. Gooman, chairman of 
the council, said that 50.000 con- 
tributors should not be an un- 
reasonable expectation for the 
1950 campaign, if an intensive | 
effort was made in each com- 
munity to get support of all those 





| “Remember Father, 


who benefit from the Father’s 
Day promotion which is free to 
them, unless they share in the 
cost. The basic operation, Mr. 
Austin said, will be one of public 
service, to sell America on the 
welfare of its children through 
the father in the home. The 
phrase will be “For a Safe World 

Teach Democracy 
The slogan will be. 
Molder of 
Our Children’s Future.” He also 
said that commercialism without 
sentiment is what killed Father’s 
Day in the first place and that is 
why the Council was organized, 
to bring it back to life. 


Tomorrow 
Today.” 








RESTRICTIONS ON GAS 
HOUSEHEATING LIFTED 
IN MANY AREAS 
H. Carl Wolf, managing direc- 
tor, America Gas Association. 
120 Lexington Ave., New York 
has 


City. announced that gas 
utility companies in the United 
States, serving about 3,000,000 


customers, lifted gas househeat 
ing restrictions in the period be- 
tween June 30, 1948, and May 1. 
1949. The gas industry during 
1949-1950 season expects to add 
more than 698,000 residential | 
gas househeating customers to 
the 6,600,000 families now using | 
gas for space and central house- | 
heating. The largest group of | 
customers still affected by par- 
tial or complete restrictions is 
within the manufactured and 
mixed gas territory, Mr. Wolf 
said. Availability of natural gas 
in these territories will go a long 
way toward ending all restric- 
tions on gas househeating. 








BIRMINGHAM STOVE 
NAMES TEXAS AGENTS 


Todd Bros., Second Unit Santa 
Fe Bldg., Dallas, Tex., have been | 
appointed Birmingham Stove &| 
Range Co.’s, Texas representa- 
tives. The stove company is in 
Birmingham, Ala. 








OCTOBER CONSTRUCTION 
KEEPS YEAR’S TOTAL UP 


With a less than seasonal de- 
cline, October construction ac-| 
tivity kept the year’s totals 
slightly ahead (1 pet.) of the 
first 10 months 1948 in both phy- 
sical and dollar volume. New 
construction put in place during 
the month was estimated by the 
Commerce Dept. at more than 
$1.8 billion to bring the 10-month 
total to $15.9 billion. 


Privately financed construction 
was off 6 pct. from last year’s 
value while publicly financed ac- 
tivity was up 26 pct. although 
no construction under the recent 
low-cost housing act has yet been 
put in place. 

Meantime. the proportion of 
privately financed construction ac- 


tivity has dropped. With private 
capital accounting for 78 pct. of 
the total through October last 
year, the proportion is now 72 pct. 
Continuing a decline which start- 
ed a year ago, industrial and 
business building activity for 1949 
stands at $1.7 billion as 
pared with $2.2 billion last year. 
MFRS. SEPT. SALES REACH 

19.7 BILLION MARK; 

INVENTORIES FALL 

(Washington Bureau 

of HARDWARE AGE) 
the summer read- 
justment in inventories, manu 
facturers’ sales in September 
reached a new peak for the year 
of $19.7 billion as factory inven- 
tories fell by $600 million to 
$31.1 billion, it is estimated by 
the Office of Domestic Commerce. 
With the steel strike in the off- 
ing, iron and steel led the parade 
in both increased manufacturers’ 
sales and depleted inventories 
for the month. Other than for 
iron and steel, most of the fac- 
tory sales gain was seasonal in 
nature, the OBE said. Despite 
the increases, however, the over 
all sales total was still three 
percent below September, 1948. 


com- 


Following 


HEATING ASSOCIATION 
DEDICATES RESIDENCE 
FOR RESEARCH 


The National Warm Air Heat 
ing & Air Conditioning Associa- 
tion, 145 Public Square, Cleve- 
land 14, Ohio, recently dedicated 
a warm air heating research resi 
dence to the cause of improved 
comfort in Urbana, Ill 
The residence is a four and on 


indoor 


half room basement-less house 
typical of low-cost homes in thi 
$9,000 to $10,000 class. Includes 
a living room-dinette, kitchen 


utility room, two bedrooms and 


a bath. It is built of frame con 
struction with a concrete slab 
floor. Four heating systems. 
warm air radiant convection 
gravity warm air system with 
high side wall registers. forced 


air system and a winter air con 


low wall 


ditioning plant using 

registers in each room and high 
side wall returns will be tested 
in the new residence during the 
coming heating season. The res 
idences are inhabited by families 
so that the results of tests can 


be checked against living condi 
tions from the standpoint of com 
fort as well as that of perform 


ance, 








OBITUARIES 








BEN M. TASSIE 


Ben M. Tassie, 60, Pacific dis- 
trict manager of the General Elec- 
tric Company’s appliance and 
merchandise department, died in 
San Francisco recently. 

Widely known throughout the 
western states, Mr. Tassie for- 
merly was representative for the 
Manning Bowman Co., on the 
Pacific Coast. In 1928 he went 
to the company’s Meriden, Conn.., 
headquarters, and later was made 
president. Following a reorgan- 
ization of the company, he re- 
signed in 1941 to take charge of 


General Electric appliance sales 
} 


in the west. 

He leaves his widow, Mrs. 
Phelan Tassie and a son, John 
M. Tassie of Princeton, N. J. 


FRANK A. RYAN 


Frank A. Ryan, 74, Chicago 
sales representative for LCN 
Closers, Inc., since the company’s 
founding in 1926, died in St. 
Anthony’s Hospital, Chicago, on 
October 26th, after a short illness. 

Mr. Ryan, often referred to as 
the “dean of door closer sales- 
men,” had been in the work con- 
tinuously for 35 years. 

It sixteen, Mr. Ryan went to 


HARDWARE AGE. NOVEMBER 17, 1949 


work for the Western Electric 
Co. as a telephone assembler. 

His next job, in 1910, took him 
into the door closer business with 
L. C. Norton, whose factory had 
recently been moved to Chicago 
from Boston. He spent several 
years as a factory mechanic, in- 
staller and repair man, and in 
1914 started selling. 

When in 1926 Mr. Norton and 
David R. Lasier established the 
Norton Lasier Co., now LCN 
Closers, Inc., Frank Ryan became 
one of the company’s first sales- 
men; and he remained in that 
capacity until shortly before his 
death. He leaves his widow, Rose 
Mullen Ryan, and two sisters. 
Mrs. Mary Wilson and Mrs. Sadie 
Sumner, both of Detroit. 





SILAS W. AIKMAN 
Silas W. Aikman, 57, 
representative in the Auburn. 
territory for Barker Rose & Kim- 
ball, Inc., Elmira, N. Y., hard- 
ware wholesalers, died at the 
wheel of his car in Moravia after 
suffering a heart attack. He 
started his career with Treman. 
King & Co., Ithaca, and since 
1932 had been with Barker, Rose 
& Kimball who purchased the 
wholesale hardware and sporting 


sales 


goods business of Treman King 


& Co., on that date. He was a 


twin brother of Horace P. Aik- 
man, president of the Aikman 
Hardware Co., Cazenovia, and 


former president of the National 
Retail Hardware Association. He 
is survived by his widow, and 1 
daughter. 


EDW. C. BORNEMAN, SR.. 


Edward C. Borneman, Sr., vice 
president, Borneman & Sons 
Hardware, Elkhart, Ind., died 
recently in the Elkhart Hospital 
following a sbort illness. He has 
been associated with the busi- 
ness with his brother for 45 
years. He was a member of the 
Elks, the Moose, Masonic Order, 
and a member of the Episcopal 
Church Vestry. He is survived 
by his widow, two daughters and 
a son, E. C. Borneman, Jr., who 
is a member of the firm. 


JOSEPH NOLAN 


Joseph Nolan, purchasing 
agent for Burhans & Black, Syra 
N. Y., hardware whole- 
salers for 40 years, died of a 
heart attack at his home re 
cently. He was secretary of the 
New York State Wholesale Hard 


ware Association 


cuse, 
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JOHN M. BURBANK, 
vice president and director of 
Farwell, Ozmun. Kirk & Co.. 
wholesale hardware firm of 
Saint Paul, Minn.. completed 
50 vears wih the company on 
June 5. but he still commutes 
to the office daily from his 
home in St. Paul Park. Minn. 
His first job with the company 
was in the warehouse and on 
the way up he worked in 
every department, doing order 
filling. pricing, sales and gen- 
eral office work. He entered 
the buying department in 
1904 and in 1926 took com- 
plete charge of the buying of 
general hardware lines such 
as rope, farm and lawn tools, steel goods, nails, fencing 
and related lines. He has been a director since 1930. 
and a vice president since 1943. Mr. Burbank was a 
member of the executive committee of the National 
Wholesale Hardware Association from 1939 through 
1941. A luncheon was held at the Minnesota Club, St. 
Paul, on the occasion of his 50th anniversary. He plans 
to continue with the company as actively as ever. 





JOHN M. BURBANK 
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CURTIS. S. STITZEL, 
president and treasurer of the 
York Paint & Hardware Co.. 
Inc., York, Pa. completed 50 
years as a store owner on 
Nov. 1. He has been en- 
gaged in the hardware trade 
for 56 years. having started 
work in 1893 as a clerk in a 
York store. Six years later 
he bought control of it and 
changed the name to the 
York Paint & Color Co. The 
business was operated under 
two partnerships from 1900 
until 1920 when it was incor- 
porated under the presen! 
name. Mr. Stitzel is the 
oldest living charter member 
of the York Lions Club. He is a member of the 50-Year 
Club of the National Paint, Varnish & Lacquer Associa- 
tion. Mr. Stitzel celebrated his 79th birthday on Aug. 20. 
His son, William C. Stitzel. is secretary and general man 
ager of the company that has a wholesale operation as 
well as a retail store. 


CURTIS 8S. STITZEL 


* * 


EDWARD J. WIDNESS, 
who operates a hardware store 
at 99 Grand St., Brooklyn. 
N. Y. started work in the 
trade with his father in 1898 
He has been operating the 
83-year-old business since hi- 
father’s death. 42 years ago. 
Mr. Widness is active in the 
work of his local Presbyterian 
church. He says. “Fishing 
had been my hobby until re- 
cently, and now I confine my- 
self mostly to watching the 
Dodgers play ball. I have a 
summer home in Vermont 
where I spend most of my 
week-ends during the sum- 
mer.” Mr. Widness observed 
his 68th birthday on July 30. 





E. J. WIDNESS 


* * *% 


CHARLES J. KUEB- 
LER, who operates a_hard- 
ware and dairy supply store 
at Viroqua. Wis.. began his 
hardware career 51 vears ago 
as a_ three-year apprentice 
tinsmith. For the first vear 
he earned only his board and 
clothes but the next year he 
was paid $100 and the third 
year, $200. After working in 
the tinshop all day he had to 
return at night to check and 
price hardware that had been 
received during the day. The 
store remained open until 9 
p.m. and most of Sunday. Mr. 
Kuebler, who will be 77 on 
Dec. 22, recalls when eaves, 
troughs, wash boilers, cream cans, milk pans and coffee 
pots were made by hand in his shop. 





CHARLES J. KUEBLER 
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memco 


. is the top-quality por- 
celain enameled ware with 
black, heat - absorbing bot- 
toms, permanently trade- 
marked. National magazine 
advertising reaches more 
than 30 million women. 
Window and counter dis- 


. is America’s finest, pop- 
ular-priced porcelain enam- 
eled ware. It’s the 2-coat 
ware that’s better looking 
and more durable. Exacting 
selection at the factory as- 
sures all first quality ware. 








“pat. applied for 





VAHBO v0 ssoore dass 


on-steel products! They cover the 
entire price range, with top value 
in every utensil. Inventory control 
is easier because items are supplied 
in small, standard-packed quan- 
tities. Some items are individually 
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packed. If your jobber can’t sup- 
ply you, write us. For A-1 quality, 
volume, 
downs and larger net profit 
handle the Moore extra-value 


greater 


lines. 


. is the big news in glass- 
on-steel. GLASSTEX is a 
brand-new, entirely different 
kind of one-coat ware. It’s 
by far the finest porcelain 
enameled ware ever offered. 
A beautiful rich gray with 


fewer mark- 





in great, glass-on-steel 
utensil lines 





newspaper mats for 


plays, 
dealer tie-in. Features in- 
clude: black bottoms, high- 
domed covers with white 
plastic knobs; non-boil-over 
design, smart, modern 
shapes and extra durable 
porcelain enamel. There are 
16 beautiful matching 
pieces. 


It is sparkling white with 
red trim and solid-red covers. 
The Lafayette line comprises 
more than 40 items. You 
have many extra profit op- 
portunities because you can 
supply the pieces wanted in 
your community. Extra 
quality and the wide line 
mean repeat, match-up sales. 


textured appearance, it has 
unusually high lustre, 
greater resistance to chip- 
ping damage, food acids, 
scratching and heat shock. 
GLASSTEX is outselling 


old-fashioned one-coat ware 
3 and 4 to 1. Women love it! 
50 items in the line give you 
sales opportunities unlimited 
in the lowest-priced field. 








ers ere tt roms: 


ts te HARDWARE BUSINESS? 
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Sprayer—W. R. Brown Corp., 
has reduced the price of its Speedy 
sprayer Model 890 from $29.95 to $26.50. 

s a +. 

Zinc—On Oct. 27, zinc was 
raised %4 cent to a price of 9% cents 
per pound, East St. Louis, by a leading 
custom smelter. This was the first price 
change in zinc since Oct. 3 when it 
dropped to 914 cents per pound, from 
10 cents. That decline came as the 
steel strike sharply reduced zinc de- 
mand from galvanizers who use the 
metal to coat steel sheets and pipe. 
Now, however, though their activities 
are nearly at a standstill, some gal- 
vanizers have resumed zinc buying for 
delivery over the remainder of the year. 
This created the impression in the non- 
ferrous metal trade that some in the 
steel industry apparently did not be- 
lieve the strike could last much longer. 


* ® * 


Copper, lead and tin—On 
Oot. 31, the price of Grade A tin for 
spot delivery was reduced a cent per 
pound, with the metal offered at 94 
cents by holders in the U. S. The 
offerings were small and trading at a 
virtual standstill. There was no change 
in the Reconstruction Finance Corp. 
spot price of 95 cents. Copper remains 
strong at 1754 cents per pound. Con- 
sumers of this metal have continued to 
buy heavily through October, despite 
the steel and coal strikes. Many in- 
dustry members believe that the shut- 
downs have had a restraining influence 
on the copper price. They also think 
settlement of the steel strike will be 
followed by an increased demand for 
copper. An improved demand for lead 
is reported, at 13 cents per pound New 
York. Lead authorities said the buy- 
ing has been more than sufficient to 
take care of custom smelter daily in- 
take of ore and scrap materials. 


* a * 


Ethyl Corp. cuts price—On 
Oct. 25, Ethyl Corp. cut the price of its 


190 


tetraethyl lead compound (used to step 
up gasoline octane rating) by one cent 
per pound. Ethyl’s new price for 
motor-mix—used in automobile engines 
—is 56.7 cents per pound of tetraethyl 
lead content. Its new price for avia- 
tion mix—used in airplane motors—is 
62.2 cents per pound of tetraethyl lead 
content. In August leading producers 
announced they would raise their 
prices of anti-knock compound effective 
Oct. 1 by about 3% per cent. Prices 
of anti-knock compound were cut four 
times in a row in the first five months 
of this year. 


Steel production—Steel lost 
in the strike plus that which will be 
lost before production comes back to 
normal has now passed the 10 million 
ton mark, said the Nov. 10 issue of 
The Iron Age, published by the Chilton 
Co., publishers of HARpwarRE AGE and 
other business publications. This means 
a steel shortage that may extend into 
next summer. The conversion deal has 
come back with q bang and the threat 
of gray markets looms again. On top 
of all this higher costs in contracts 
signed so far may mean higher steel 
prices. Chances are good that there 
will be no major steel price increases 
this year but they are a definite possi- 
bility for early 1950 unless demand 
goes to pieces . . . Higher labor costs 
under the Bethlehem pattern or any 
similar pact are variously estimated at 
a minimum of $3 per ton of steel. The 
steel ingot operating rate for the week 


was estimated at about 23 per cent ot 
rated capacity. 

Warehouses, said The Iron Age, are 
still under terrific pressure for steel but 
many of them have been practically 
cleaned out of the tighter items. Most 
of them are fresh out of sheets. In 
popular sizes of cold-finished bars, such 
as l-in. rounds, a few large Chicago 
warehouses report they have little or 
nothing left. Stainless steel sheets, 
particularly 24 and 26 gage, have been 
moving so fast that one large ware- 
house in Chicago has none left. Struc- 
tural and bar shapes are hard to find 
in popular sizes and aluminum demand 
is brisk. 

. * + 

Washing machines—Factory 
sales of standard-size household wash- 
ers in September soared to the highest 
total since October, 1948, according to 
industry-wide figures announced by the 
American Home Laundry Manufactur- 
ers’ Association. The September total 
was 357,281 units, compared to 323,789 
in August, an increase of 10.3 per cent. 
It was 17.6 per cent below 433,919 in 
Sept., 1948, the industry’s all-time high 
month in its record year. September 
washer sales were 146 per cent greater 
than 145,194 units sold in the compari- 
son month of 1941, the industry’s best 
prewar year. Ironers sold in September 
aggregated 27,700 units, compared to 
32,300 units in August, a loss of 14.2 
per cent, and down 25.7 per cent from 
37,308 units in Sept., 1948. 


* * * 


Tire prices—On Oct. 25, a 3% 
per cent increase in the price of tires 
and tubes was announced by Goodyear 
Tire & Rubber Co. There had been a 
5 per cent decrease in the price of 
tires and tubes last summer. In Akron, 





ADVANCES 
Zinc. Some tires and tubes. 


DECLINES 
Tin. Tetraethyl lead compound. Fats. Oils. 
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PERSONALLY FOR HARDWARE JOBBERS AND DEALERS 


Another First 
som Warren Tool 


TO PACKAGE 
PICKS AND MATTOCKS —Wws* 


TO PACKAGE HIGH-QUALITY 
WRECKING BARS 








@ Continued “firsts” generally mean 
that a manufacturer is keenly aware of his 
distributors’ and dealers’ problems, that he’s 
eager to help promote their sales. 


With this attitude Warren Tool comes up 
again with the highly salable Warren-Teed 
Wedge packaged attractively for greater sales 
and efficient storage. This packaging allows 
distributors to reship without repacking! Deal- 
ers can stock without effort. Also, finish is 
protected. 


They're used continually by farmers, lumber- 
men and outdoorsmen for splitting wood. Also 


by various industries to level equipment and 
for all wedging operations. And these wedges 
are made with a uniformity of steel structure 
which gives the same all-over tension, prevents 
annoying “mushrooming,” provides a longer 
wearing face and head. 

You'll like Warren-Teed Wedges. Shipped 
6 or 12 in efficient, corrugated cartons. Receiv- 
ing, stocking, handling, inventory and shipping 
are all made easier. Neat, sturdy, modern 
cartons help you merchandise wedges. 

Jobbers like “packaged-for-profit’ Warren 
Tools. Ask for Warren-Teed Tools in the fast- 
selling, time-saving cartons. 


JOBBERS < EVERYWHERE 
/ 


WARREN TOOL CORPORATION 


General Offices... 


General Sales Offices... 
Export Division ...30 Church St., New York 7,N. Y 
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. Warren, Ohio 
105 W. Adams St., Chicago 3, Ill 
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CAMILLUS | 
Aas the edge! 





on j 


xactly What 
WOMEN Want! 


Happy combination! The best look- 
ing knives they ever saw—stream- 
lined with smooth, ebony-black 
hard rubber handles—gleaming 
blades that £eep their brilliance and 
sharp edges that stay sharp. For a 
néwly-developed steel of higher 
carbon content enables CAMILLUS 
to offer— 


LASTING SHARPNESS 
in 


STAINLESS STEEL 
Exactly What 
YOU Want! 


A truly high-quality product, pre- 
sented in the most popular styles, 
carrying a respected, nationally ad- 
vertised name, priced for volume 
sale and packaged on displays that 
promote fast turn-over. 

These handsome knives are sell- 
ing themselves on dealers’ coun- 
ters—and proving their fine quality 
in the kitchen and on the table. 
Get full information from your 
CAMILLUS jobber TODAY. 





No. P-50 Ass’t. (Illust. at top) 
3 doz. assortment of 5 best patterns in 
the proportions in which they will sell. 
With counter display-dispenser and 
window cards. 





No. P-51—Attractive wall 
rack holding set of 5 styles. 
individually gift boxed. 


No. P-52—Set of 6 steak 
knives in attractive wood 
block. Individually gift boxed. 


CAMILLUS 
has the cage / 


CAMILLUS CUTLERY COMPANY, CAMILLUS, N. Y. 
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other rubber companies, so far, have 
said they have no immediate comment. 
Goodyear says it is optimistic about 
the future of the rubber industry, with 
new fields opening in use of rubber 
for flooring, walls, wrapping materials 
for foods, and for elimination of vi- 
bration in automobiles. 

e . o 


Fats and oils—Fats and oils 
prices have taken a big drop, under 
the weight of huge supplies. This 
means lower costs for a large group of 
manufacturers—makers of soap, short- 
ening, salad oil and paint. It suggests 
lower prices ahead for housewives, and 
means a break for bakers—who use 
large tonnages of fat in bread, pies, 
cakes and cookies. Since Sept. 1, cot- 
tonseed oil has dropped 30 per cent, 
soybean oil 25 per cent, lard 10 per 
cent, corn oil 28 per cent—and peanut 
oil 44 per cent. Pre-war production 
(1937-41 average) of fats and oils in 
the U. S. was only 8,700 million pounds. 
In the 12 months which ended Oct. 1 
this year output climbed to about 11 
billion pounds, And in the year ahead, 
say informed observers, it will be even 
bigger. Much of the increase in 1950 
will be centered in lard, which comes 
from hogs. Midwestern farmers are 
turning their too-abundant corn into 
live pork at an ever-increasing pace. 

* 7 + 

Chain and mail order sales 
Sales of chain and mail order houses 
in September rose 2 per cent above 
August after allowing for seasonal fac- 
tors, the Commerce Department reports. 
Sales for the month, however, were 2 
per cent below September of last year, 
but this was an improvement over the 
3 per cent lag for the first nine months 
of 1949. The Department’s index showed 
chain store and mail order sales for 
September were 207 per cent higher 
than the monthly average for 1935-39. 
The most marked increases for Sep- 
tember (compared with August) were 
in clothing and hardware store sales, 
up 8 per cent. Building material and 
variety store sales gained 6 and 4 per 

cent, respectively. 

* * > 

Living costs rise slightly— 
Food and fuel prices led a rise of 0.5 
per cent in living costs between mid- 
August and mid-September. This was 
the largest monthly increase in a year. 
The Bureau of Labor Statistics’ con- 
sumer price index advanced from 168.8 
per cent of the 1935-39 average on Aug. 
15 to 169.6 per cent on Sept. 15. This 
level compared with a record high of 
174.5 per cent in mid-August and mid- 
September, 1948. During the past year, 
declines were recorded in the prices of 
foods (5 per cent); apparel (6 per 
cent), and fuels (0.2 per cent). But 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 


e METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 




















HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 


For use in factories, cotton 
fields, farms, warehouses 
or wherever a rugged, 
heavy duty balance of re- 
liable accuracy is required. 
Dial is recessed for protec- 
tion, graduations deep 
etched for durability and 
readability. Adjustment 
allows indicator to be set 
at zero to balance scoop or 
pan attached to hook. 


CAPACITIES 
25 Ibs. by '/2 |b. 
50 Ibs. by 1 Ib. 
100 Ibs. by 1 Ib. 
160 Ibs. by 1 Ib. 
200 Ibs. by 2 Ibs. 
300 Ibs. by 5 Ibs. 


SEE YOUR JOBBER 
HANSON SCALE CO. 


525 N. Ada Street, 


Chicago 22, lil. 
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increases have been noted in the index 
for such items as rent (2 per cent) 
and transportation, medical care and 
drugs, and recreation (1 per cent). 
7 + a 

Latest commodity level 
higher — Wholesale commodity price 
averages moved up 0.3 per cent in the 
week ended Oct. 25, the Bureau of 
Labor Statistics reported. It said the 
index during the week averaged 152.5 
per cent of the 1926 average—0.4 per 
cent above a month earlier, and 7.5 
per cent below the comparable week 
last year. Wholesale prices of textile 
products and fuel and lighting ma- 
unchanged during the 


terials were 


latest week. Steers and hogs were 
higher, and coffee prices set a new post- 
war record during the period. 

* a * 

Home building up — indus- 
trial, down—Homebuilding this year 
is headed for a record, federal officials 
say. Starts will have been made on 
950,000 units by the 


year’s end, the Bureau of Labor Statis- 


new dwelling 


tics predicts. The highest previous total 
was 937,000 starts in 1925. As recently 
as June, experts no more 
than 875,000 units would be started 
this year. The swift pace at which new 


estimated 


houses continue to be erected, is being 
countered by a steep slide in business 
building. In September, federal statis- 
ticians found factory construction 40 
per cent (in dollar value) under a year 
ago and commercial work—such as 
stores and warehouses—down 30 per 
cent. The decline, of course, is from 
a lofty level. And, with activity run- 
ning high early this year, total 1949 
capital expenditures for plant and 
equipment are expected by the Com- 
be nearly $18 
billion, only a little below last year’s 
post-war $19 billion. 
Such in pre-war 1939 
were only slightly above $5 billion. 
Construction men name several factors 
behind the big dip in industrial build- 
ing. For one thing, many of the big 
post-war expansion programs are about 
completed. For another, business vol- 
ume earlier this year has curbed the 
expansion enthusiasm of 
panies. 


merce Department to 


high of above 
expenditures 


some com- 
Many prospective builders think 
costs are still too high. Many, too, say 
taxes—and the threat of more taxes— 
are holding them back. 

* . * 

Fewer workers—higher pay 
—Unemployment increased by 225,000 
in October over the September level, 
the Commerce Department reported. 
Secretary Sawyer said this brought “at 
least a temporary halt” to the uptrend 
in employment which last 
August. 


started 


the steel and coal strikes, rather than 
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He blamed the downturn on’ 





Bi 


who is planning to build or remodel 


is a potential customer 


for 


KV BUILDERS’ HARDWARE 


mi K-V builders’ hardware will make any 
kitchen cupboard, bookcase, wardrobe or linen 

closet more useful and convenient. Shelf space 
can be arranged to fit any purpose; drawers 

never stick or sag; sliding doors operate easily. 

All K-V items are widely recognized 

for superiority in construction and design. 














@ With so much 
building and ~- 
remodeling in 
your community, 

ss you'll find it 
PS : profitable fo 
| feature jure K-V 










KNAPE & VOGT MFG. CO. 
GRAND RAPIDS 4, MICHIGAN, 
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Compact, eye- 
catching, 
2-color Mer- 
chandiser 

No. 133HM. 
Four No. 133H 
‘'Yankee- 
Handyman’’ 
Drivers packed 
with unit. 
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Additional 
sales with Ac- 
cessory Pak 
Merchandiser 
No. 330H. Dis- 
plays V2 dozen 
Paks, each con- 
taining 3 drill 
points, counter- 
sink and 54” 
driver bit. 





Give a customer a good look at this 
inexpensive tool that drills, coun- 
tersinks, drives and draws screws 
with a simple, easy push... and the 
sale’s a pushover. 


Order these “Yankee-Handyman” Merchandiser, 
Units from your jobber today. 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


**YANKEE’’ TOOLS NOW PART OF 


[ STANLEY | 


Reg. U.S. Pat. Off. 


THE TOOL BOX OF THE WORLD 
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INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 17 CITIES IN THE UNITED STATES 





September, 1949 








Per Cent Change 
Sept., 1949 9 mos., 1949 Sept., 1949 
Cities compared with compared wth compared with 
Sept., 1948 9 mos., 1948 Aug., 1949 
California—Los Angeles ..... —35 —24 —2 
San Francisco .... gars —25 —20 +9 
District of Columbia—Washington —13 — 6 +3 
Illinois—Chicago ..... ae —10 —l1 + 8 
Maryland—Baltimore ........ +2 —5 + Ss 
Massachusetts—Boston ee —20 —]2 0 
Michigan—Detroit .......... — 4 -- 3 +i 
Minnesota—Minneapolis ....... — 2 — 4 +27 
Missouri—St. Louis — 3 —9 +13 
New York—Buffalo : —7 — 4 +3 
New York .... — 8 —12 +11 
Ohio—Youngstown le —16 -1] ae 
Pennsylvania—Philadelphia —29 14 + 3 
Pittsburgh .......... —16 — § — 4 
Texas—Dallas . ag —16 —ll —4 
Washington—Seattle .. ; —9 —9 —19 
Wisconsin—Milwaukee os — 4 0 % 





Compiled by Bureau of Census, U. S. 


Department of Commerce. 


Editor’s Note: Monthly Retail Trade Reports of the Bureau of the Census are 
now limited to cities and other local areas because appropriations available for the 
year are not sufficient to develop and maintain valid data on a state-by-state basis. 





any “basic changes in the country’s 
economy.” Mr. Sawyer noted that the 
Department’s figures for October, which 
were based on samples taken in the 
first week of the month, did not reflect 
the full impact of the strikes. Mean- 
while, the Labor Department says that 


earning an average of $55.64 a week, 
the second highest level on record. 
The Department figures were based on 
a survey made before the start of the 
steel and coal strikes. 

a * * 


Many export controls lifted 








production workers in manufacturing —At the month-end export controls 


industries, at mid-September, were were removed from about 165 non- 





Housewares Help Sell Ranges 


=" 


George Jelinsk of the Grand Island Hardware, Grand Isiand, Neb., has 
found that displaying ranges in his housewares department often leads from a 
small sale to a larger one. Photo shows a salesman turning a housewares’ 
customer into a major appliance customer by following up her interest in a 

range for her home. 
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strategic commodities by the Depart- 
ment of Commerce. This means they 
can be shipped in any quantity to any 
destination without a validated export 
license. At the same time, additional 
controls were put on the export of nine 
kinds of refined oils, mostly aviation 
types. Among the products decon- 
trolled are: leather and leather manu- 
factures; sheep-skins; animal and fish 
oils, oilcake and meal; seed corn; 
dried, powdered, or condensed milk 
products; crude and synthetic rubber 
and manufactures; vegetable oils and 
fats; vegetable fibres and manufac- 
tures; miscellaneous textiles and manu- 
factures; wood and sawmill products, 
and miscellaneous paper products. 


* * * 


Retail volume drags—Retail 
business continues to drag well below 
last year’s level. Federal Reserve Board 
reports from 451 department stores 
across the nation show an average dip 
of 14 per cent from the year-ago vol- 
ume, in the week ended Oct. 22. Eleven 
of the 12 reserve districts were indi- 
vidually down from their 1948 sales 
level; only one, the San Francisco re- 
gion, reported no change. The strike- 
ridden Cleveland-Pittsburgh area was 
off 24 per cent from the year-ago 
volumes. In comparison with 1948, de- 
partment store sales have been sluggish 
all this year. In early October they 
were down only 8 per cent from last 
year, but have slipped more each week 
since. In the 43 weeks of this year 
for which reports are available . there 
have been 33 weeks which were below 
a year ago. The national year is now 
6 per cent below the like period of 1948. 


ol * * 


Farm support to continue— 
The long-range farm price support bill 
has been signed by President Truman. 
The measure extends through 1950 the 
current 90 per cent of parity supports 
on basic crops, but provides for “flexi- 
ble” supports of 80 per cent to 90 per 
cent in 1951 and of 75 per cent to 90 
per cent starting in 1952. The measure 
replaces the 1948-passed Aiken law 
which was scheduled to go into effect 
next January, calling for price supports 
of 60 per cent to 90 per cent of parity. 


* ” * 


More bit crops—more curbs 
-The government predicts that 1950 
will be another year of “large agricul- 
tural production,” and warns farmers 
to expect drastic production controls on 
“basic crops”-—corn, wheat, rice, pea- 
nuts, cotton and tobacco. The long- 
range forecast was made by the Bureau 
of Agricultural Economics, just before 
the convening of its annual Agricul- 
tural Outlook Conference. The purpose 
of the conference is to survey recent 
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$3.19 Air Express cost helped this 
wildcatter strike it rich! 








When a pump valve goes while drilling for oil, it’s costly. Idle men and equip- 
ment make profits evaporate. It happened to a wildcatter at 4 P.M. Phoned 800 
miles away for parts—delivered 11 P.M. that night by Air Express. 12 lbs. cost 
only $3.19. (Regular use of Air Express keeps any business moving.) 





$3.19 was complete cost. Air Express Air Express goes on all Scheduled 
charges include speedy pick-up and de-_ Airline flights. Frequent schedules — 
livery service. Receipt for shipment, coast-to-coast overnight deliveries. 
too. Makes the world’s fastest shipping Direct by air to 1300 cities, fastest 
service exceptionally convenient. air-rail to 22,000 off-airline offices. 


Facts on low Air Express rates 


Special dies (28 lbs.) go 500 miles for $4.30. 
6-lb. carton of vacuum tubes goes 900 miles for $2.10. 
(Same day delivery if you ship early.) 


Only Air Express gives you all these advantages: Special pick-up 
and delivery at no extra cost. You get a receipt for every shipment and 
delivery is proved by signature of consignee. One-carrier responsibility. 
Assured protection, too—valuation coverage up to $50 without extra 
charge. Practically no limitation on size or weight. For fast shippin 

action, phone Air aapeeee Division, Railway Express Agency. Anc 


specify ‘‘Air Express delivery’’ on orders. 
GETS THERE FIRST 















Rotes include pick-up and delivery door 
to door in all principal towns ond cities 


SCHEDULED AIRLINES oF THE U.S. 
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...day-in, day-out dependability 
for the dealer and his customers 


You can always depend on a GREENLEE 22. 
For each of these fine Solid-Center Auger 
Bits is given special care by craftsmen 
through every step of manufacture. 


Each is Induction Heat-treated so it 





will take and hold uniformly sharp 
cutting edges. And each is 
Plastic-Sealed with a heavy 
protective coating to 
assure its reaching you 


and the user “factory perfect’. 


SOLID-CENTER AUGER BITS 


TOOLS FOR CRAFTSMEN 


<< . 


STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 
Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives @ Automatic Push Drills e Spiral Screw Drivers @ Bit Extensions e Bell Hangers’ Drills e 
Turning Tools @ For complete Information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1/81! Herbert Avenue, Rockford, Iillinols, U.S.A. 
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agricultural trends, so as to enable 
farmers to adjust output of certain 
crops more in line with actual needs. 
Surpluses of many crops are plaguing 
government officials responsible for 
holding prices at desirable levels to 
farmers. B.A.E. comments that “an- 
other year of fairly high demand for 
most farm products appears to be in 
prospect for 1950, but the downtrend 
in agricultural prices and income under 
way in 1949 is likely to continue next 
year.” “Both prices received by farm- 
ers and cash receipts from farming for 
1950 may average about 10 per cent 
below this year.” The time is at hand, 
B.A.E. said, when farmers must accept 
rigid government production controls 
on basic crops, if surplus piled on sur- 
plus is to be stopped. 
* * x 

Farm prices—“out and in” 
—are down—For the month ended 
Oct. 15, the average of prices farmers 
received for their products slumped 2.4 
per cent, the sharpest monthly decline 
since February. B.A.E. said the index 
of “prices received” dropped six points 
during the month to 243 per cent of its 
base period (1909-1914). Price hikes 
for dairy products, food grains and 
citrus fruits were offset by “sharply 
lower” prices producers received for 
hogs, truck crops, cotton and corn. The 
index of “prices paid” by farmers, for 
things they buy, continued its down- 
swing for the fourth consecutive month. 
On Oct. 15 it stood at 240, an 0.8 per 
cent drop from the previous month. 
B.A.E. attributed the drop in this index 
to lower prices farmers must pay for 
food, feed and building materials. 

+ * * 

Furniture orders take up- 
turn— Furniture orders booked by 
manufacturers in September were up 
14 per cent from August, and were 15 
per cent above 1948. This was the first 
gain in 1949 over the like month last 
year. New orders in the first nine 
months of 1949 were 19 per cent below 
a year ago. Furniture shipments in 
September increased 6 per cent over 
August, but were 12 per cent less than 
in Sept., 1948. 

ia * - 

Washer sales better—Manu- 
facturers of household washing ma- 
chines sold more units in September 
than at any time since Oct., 1948. 
Washers sold in September totaled 
357,281 units, an increase of 10.3 per 
cent over August, according to the 
American Home Laundry Manufac- 
turers’ Association, but sales ran 17.6 
per cent behind September, 1948, the 
record month. September ironer sales 
totaled 27,700 units, a drop of 14.2 per 
cent below August, and 25.7 per cent 
below September, 1948. 
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Huge grain carryover—A 
record-breaking corn carryover of 815 
million bushels on Oct. 1 was reported 
by the Agriculture Department, which 
added that stocks of old corn in all 
positions, as of Oct. 1, “are undoubted- 
ly the largest carryover in history.” The 
corn carryover, added to the prospec- 
tive 1949 corn crop of 3,476,986,000 
bushels, assures the U. S. next year of 
about 4,300 million bushels in total 
supplies of corn. Such supplies would 
be the largest in U. S. history and are 
certain to mean production restrictions 
of some kind on the 1950 corn crop, 
to prevent further surpluses. Wheat 
stocks were set at 1,128 million bushels, 
which “is virtually equivalent” to the 
crop produced this year, the Depart- 
ment said. Of the 815 million bushels 
corn carryover, the government extend- 
ed price support aid to approximately 
555 million bushels. Loans on these 
old stocks have matured, and much of 
the corn is coming into government 


possession. 
* * ” 


Rail passenger service hit— 
More railroads are announcing they are 
curtailing steam-driven passenger ser- 
vice, to comply with an Interstate Com- 
merce Commission order. On Oct. 21, 
the I.C.C. told all railroads with a 
25-day or less coal supply, and without 
a reliable source of coal, to cut pas- 
senger service by coal engines 25 per 
cent. The Commission did this to con- 
serve dwindling coal supplies. The 
Baltimore and Ohio had to discontinue 
23 trains, and the Chesapeake & Ohio 
dropped 10 trains. Central Railroad of 
New Jersey reduced coal-burning pas- 
senger service by 25 per cent. 


* * * 


Truck-men have a complaint 
—Operators of the nation’s chief mo- 
tor truck lines have gained a lot of 
new business—and they’re not at all 
sure they like it. This is because it is 
“small lot” traffic—shipments weighing 
from a few pounds to a ton. These 
parcels and crates, full of everything 
from frozen food to footwear, are del- 
uging the highway carriers, and the 
truckers claim there’s not much profit 
in it. One eastern freight carrier finds 
the number of shipments under 2000 
lb. has doubled in the past year. It 
says these now outnumber the larger 
ones. The mail-order houses, with their 
steady small shipments, are partly re- 
sponsible. A major reason for this 
embarrassing flood of “pint-sized” 
patronage for the trucking lines is the 
shift in the inventory policy of mer- 
chants and manufacturers. Business- 
men now want to keep stocks not too 
high, not too low—so they are having 
their goods delivered quickly and in 
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DOBBINS MANUFACTURING 
COMPANY 


BOX 
























It’s a long established policy at the Dobbins factory 


that only the BEST is good enough for Dobbins cus- 


tomers. That’s why Dobbins is proud to present its 


~ 


ELKHART, INDIANA 


of painstaking research . . . 


orchards, farm crops, batns, cattle. 


sprayers of various types. 


WRITE NOW 


for free literature describing newest models, and name 


new, complete line of sprayers and dusters, the products 
designed for long service, 
efficient, economical operation and general utility. ‘The 
units shown, now offered for home and farm use, are 
built to do a better job at less cost, handle perfectly 


all spray solutions applied to gardens, lawns, shrubs, 


Dobbins complete line includes compressed air 
sprayers, power sprayers and booms, bucket and bar- 
rel pumps, wheelbarrow sprayers, garden and crop 


dusters, knapsack sprayers, flame sprayers and hand 


of nearest distributor, without obligation. 





THE COMPLETE LINE OF HAND AND POWER SPRAYERS AND HAND DUSTERS 


HARDWARE AGE, NOVEMBER 17, 1949 


197 








FOR QUICK RESTOCKING 
OF EXPANDING INVENTORIES 





GET IT THERE FAST AND F/RST 
WITH RAILWAY EXPRESS 


One Charge covers Everything 


including door-to-door pick-up 


d deli in all citi L 
pe wise ines. _ Qht ae d 


dy veo NED 






NATION-WIDE RAIL-AIR SERVICE 








It takes years of actual service on 
the job to create a popular buying 
trend for builders’ hardware. Smooth, 
friction-free service, year after year, 
has proved that NATIONAL Hard- 
ware possesses exceptional "built-in" 
stamina. 





















@ set ‘em up or 
‘ 

@ take em down - 

ina Jilly 
NO NAILS—NO BOLTS—A 
strong, simple bracket for 
making up Sawhorses! Use 
ordinary 2” x 4” for legs and 
y ad x 4°6"-8"-10"” or 12” for 
the crossbar. 


The modern designs incorporated in 
this extensive line meet the require- 
ments of both present-day construc- 
tion and those of tomorrow. 


Attractive, protective finishes and 
neat packaging are further aids in 
building profitable repeat sales with 


Boxed, one pair in 
counter display. 










Price . . . $1.50 National Hardware. 
West of the 
Rockies . $1.60 
NATIONAL 
ey ; MANUFACTURING COMPANY 
‘ORDER FROM YOUR JOBBER OR WRITE TO US: 
AND # \VEN STAMPED PRODUCTS CO. Sterling * - Illinois 
es ee WWhnn lover. MICH. | 








small doses. Higher rates for handling 
small shipments may result from this 
trend. Two important rate cases are 
already pending with the Interstate 
Commerce Commission. 


* > * 


High point in employment— 
Employment in industry and commerce 
hit the highest point of the year in 
mid-September, the Labor Department 
reported. At that time employment, at 
43,488,000, was 464,000 above a month 
earlier. The Department said unem- 
ployment, although 1,500,000 above a 
year earlier, dropped 338,000 from mid- 
August to mid-September, totaling 3,- 
351,000. Much of the rise in employ- 
ment “reflected the usual spurt in 
manufacturing and trade” for that time 
of the year, the Department added. 
Since mid-September, of course, em- 
ployment has been hit hard by the 
steel and soft coal mine strikes. 


* * * 


Industrial construction—Ex. 
pansion of plant capacity in the 37 
states east of the Rockies, in the first 
nine months of 1949, as measured by 
manufacturing contract awards, was 38 
per cent below the like period last 
year, F. W. Dodge Corp. reports. Manu- 
facturing building awards during the 
period dropped to $408,903,000, not in- 
cluding the value of processing or me- 
chanical equipment. Iron and_ steel 
companies showed the biggest decline 
from last year, with chemicals, print- 
ing and allied industries also down 
substantially, Dodge revealed. Excep- 
tions to the downward trend were noted 
in the pulp and paper, stone, clay and 
glass industries, in the “processing” 
group and in the auto and aircraft, 
metal working and railroad shops, in 
the “mechanical” group. Large gains 
were reported in the auto and aircraft 
industries. 

t * + 

Some new television offer- 
ings—General Electric Co. has made 
shipments to distributors of seven new 
table and console television models, 
with suggested retail prices ranging 
from $199.95 to $459.95. The company 
also has introduced, in the east, a new 
low-cost electric dishwasher, selling in 
that area for $169.75. Demand for 
G.E. television receivers is so great 
that the company has been allocating 
its production to distributors. 


t * * 


Allocating receivers—Magna- 
vox Co. says that most of its television 
and radio-phonograph sets are sold out 
for the rest of the year, and it has to 
allocate the sets among its dealers. 
Dealers were told in a letter that, al- 
though production for October was 
almost double output in previous 
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months, shipments are falling behind 
demand. As a result, Magnavox has 
had to “turn down orders for thousands 
of instruments.” Its plants will be 
working at capacity for some time. 


* * * 


Sees 1950 a big refrigerator 
year—Crosley Division of Avco Manu- 
facturing Corp. is gearing production 
for the output of 500,000 home refrig- 
erators in 1950 compared with about 
325,000 this year, according to W. A. 
Blees, vice president and general sales 
manager. Industry production of re- 
frigerators this year, barring any 
lengthy shutdowns because of the steel 
strike, should amount to about 4,200,- 
000, he said, against 4,600,000 in 1948. 
Industry production next year he in- 
dicated, should reach 5,000,000 units. 
Mr. Blees predicted a keen competitive 
battle in refrigerator promotion early 
next year. Crosley has prepared for 
increased competition, he said, by in- 
creasing its selling force by five times, 
and urging its dealers to do likewise. 
Prices, he said, will remain firm be- 
cause of higher labor and production 
costs. He believed there will be no 
falling off in demand because of price 
uncertainty next year such as was ex- 
perienced by the industry last spring. 
Mr. Blees predicted a “good” Christmas 
buying season with the usual post- 
holiday business decline expected to 
be stimulated by the distribution of $2 
billion in veterans’ insurance dividends. 


* * * 


New television output record 
—A total of 265,000 television receivers 
were produced in September, according 
to industry estimates. Of this number 
the Radio Manufacturers 
announced its member companies re- 
ported 224,132 television receivers 
turned out during the four work weeks 
in September, compared with 185,706 
during the five work weeks in August. 
The R.M.A. said trade reports indicate 
that the industry is “unable to meet all 
market demands for television receivers 
this fall, and that radio production is 
also running behind public demand.” 
R.M.A. members produced 1,402,840 
television receivers in the first nine 
months of 1949, more than three times 
the number turned out during the like 
1948 period. 


Association 


* a * 


A pre-strike survey—The na- 
tion’s economy during the third quar- 
ter showed “modest improvement” in 
some respects, according to the Depart- 
ment of Commerce. September eco- 
nomic activity showed a better than 
average seasonal rise. Business pur- 
chasing was more in line with the flow 
of goods to consumers than during the 
spring and early summer when both 





Packaged to Sell.. 


Brass or steel escutcheon pins of fine quality... 
tive metal-edge boxes that act as sturdy containers and make 
eye-catching displays—or, if you prefer, in 100 Ib. kegs... 


ard or special sizes... 


metals on request. Special nails, rivets and screws made to order 

..Economy, quality and quick delivery in large or small orders 
..WRITE FOR PRICES...We will send quotations promptly... Ask 
for free Catalog and Decimal Equivalents Chart. 


JOHN HASSALL, INC. 






Packed in attrac- 


Stand- 


plain or plated finishes...made in special 


419 Oakland Street 
Brooklyn 22, N.Y. 


Manufacturers of Cold-Headed Specialties — Established 1850 





SAMSON 


SOLID BRAIDED COTTON 





r 
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doors, 


AT HOME 


Hanging windows, clothes 
line, halters, dog leashes, 
dumb-waiter rope, tying 
trunks, well rope, on over- 
head garage doors, on 
porch and house shades, 
garden line, ad infinitum. 


ABROAD 


Tying canoe on car roof, 
anchoring bundles 
fenders, tying Christmas 
tree on the bumper, hold 
ing secure the load in the 
trailer, tent rope, boat 
mooring, motor starting 
rope, duffle bag cord, 
etc. 


IN INDUSTRY 


Counterbalancing fire 
bell or whistle 
rope, shade cord, venti- 
lator cord, elevator gate 
cord, in many manvufac- 
tured items. 


SAMSON 


| sizes from | 
ets for special uses. Send for catalog and somples 


SAMSON CORDAGE WORKS ° BOSTON 10, MASS. 


CORD 





Originally made for hanging windows and 
commonly called “sash cord,” 
which it dominates, Samson Solid Braided 
Cotton Cord has come to be used for so 
many purposes that it is indispensable for 
any home, farm, camp, store, or factory. 
It is firm and smooth, with little stretch and 
lots of wear, does not kink or ravel, is easy 
on the hands, and ties and unties readily. 
Wherever a smooth, tough, durable cord 
is needed, Samson Cord fills the bill. 
Carry more sizes in stock — sell more 
braided cord — sell SAMSON cord. 
SPOT CORD 


REG. U. S. PAT. OFF 


es 


CORDS 


1 inch diometer. Specia 


a use in 


on 













SOLID 
BRAIDED 
COTTON 


inch to 


Re 
oy S. Pay or 





199 











newest 
top value 

















Fire-safe “ 
unbreakable omber 
extra large — 
to fit 
mechanic's hand 


amber handle 
reversible, 
double-duty 

screw- driver 














Recessed head 
to take screws 
from No. 4 

to No. 10 


< High carbon steel 
< Oul tempered 


You can’t beat it! You 
can sell it! These Fuller 
features add up to prof. 
its! Never before under 
$1.40 retail —a screw 
driver like this! 





JOBBERS: Write today for 
wide-margin catalog pages 
and free samples for your 
salesmen. 


Every month we're promoting 


Each Fuller quality in ‘Popular 
Packed on Mechanics’’ and ‘‘Popular 
Individual Science” 

Display 

Card 


Regulor full 
ground bit 


FULLER TOOL CO., INC. 


Amber Hand 






905 FAILE STREET, BRONX 59, N.Y 
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inventories and commitments suffered 
sharp cuts, the Department said. The 
Department’s Survey of Current Busi- 
ness for October, which disregarded 
the steel and coal strikes, noted several 
encouraging third-quarter trends. (1) 
Underlying the whole situation was the 
sustained level of personal incomes. In 
August they rose $1,800 million over 
July, reaching an annual rate within 2 
per cent of the rate in the correspond- 
ing month last year. (2) Retail sales 
totaled $10,700 million in September, 
indicating a continued stability of retail 
trade since January. (3) Manufac- 
turers’ sales and new orders both in- 
creased toward the end of the summer. 
New orders rose by 4 per cent in Sep- 
tember, over August, and manufac- 
turers’ inventories were reduced by 
some $400 million during September. 
(4) Construction activity, particularly 
residential, continued at high levels. 
The value of building put in place 
during September was more than 
$1,900 million, a little more than in 
August and about the same as the like 
month last year. (5) Industrial pro- 
duction in September was generally 
above that in August, despite the coal 
shutdown Sept. 19. 
automobiles, lumber, cotton textiles, 


Output of steel, 


and crude petroleum was up from 
August, while rayon and paperboard 
went above their previous postwar tops. 
(6) Wholesale prices were on the 
whole firm in September and early 
October, carrying on the stability in 
commodity markets that developed in 


July after a steady downward trend 
since autumn of last year. 
a * * 

Industrial output sharply hit 
—lIndustrial output throughout the na 
tion has been cut to the lowest level 
in 3% years by the steel and coai 
strikes. Production for October has 
fallen nearly 12 per cent below the 
September level, the Federal Reserve 
Board estimated. The Board expects its 
index of industrial output for October 
to decline to about 152 per cent of the 
1935-39 average, which would put the 
index in the lowest point since Feb., 
1946. It had risen to 172 per cent in 
September, from 170 per cent in 
August, the Board reported. The post- 
war high was 195 per cent in October 
and November of last year. 

7 * = 

Carloadings—Freight carload- 
ings in the week ended Oct. 22 ad- 
vanced slightly over the previous week 
but were down 36.5 per cent below 
the like week last year and 38.3 per 
cent from the corresponding week in 
1947. The Association of American 
Railroads said the continued coal and 
steel strikes caused carloadings to de- 
cline to 589,088, a drop of 337,888 cars 
from the comparable week last year. 
All commodities showed decreases from 
the 1948 loadings for the similar week, 
except grain and grain products. 

« os * 

Strikes slash buying — The 
National Association of Purchasing 
Agents reported at the month end, 








More Display Space — More Sales Inducement 











The Waibel Hardware, Huron, South Dakota, makes use of the ledge along 
its panel tool wall cases as an opportunity for displaying tools where they 
can be seen and handled so that the prospective tool buyer can get the 
“feel” of them. The ledge is 40 ft. long and every foot of it shows some 
tool to good advantage: pliers, shears, hammers, wrenches, and even some 
builders' hardware items. The display is set in order several times daily 

so that it never gets a messy look. 
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SAVE SPACE . SAVE TIME 
SAVE MONEY 


25-B: Capacity over I!/ tons, 
44" diameter, 56" high, has 5 sep- 
arately rotating sections each with 
5 compartments. Each compart- 
ment has capacity of 125 Ibs. Label 
holder welded on each divider. 


Only $102.70. Twenty pound 
spring scales $19.00 additional. 
Prices f.0.b. Wellston, Ohio. 


* 


Send for new, illustrated 
Circular J-215: 
The Frick-Gallagher Mfg. Co., 
Sales: 417 Shubert Bidg., 
Philadelphia 2, Pa. 


FRICK - 
GALLAGHER 





1355-300), Rae). ife) 


SHELVING + PARTS BINS +» ROTABINS 
COUNTERS + RACKS + TABLES 








that about a fourth of the companies 
it represents have been slowed down 
by the coal, steel and aluminum strikes. 
A “boomlet” reported by purchasing 
men in August and September disap- 
peared in October, although the full 
impact of the strikes has not yet been 
felt by all industry, the association 
adds. Even if all mine and mill work- 
ers should go back at once, the supply 
line vacuum already caused will slow 
down many manufacturing operations 
for months before production of the 
basic materials can fill the postponed 
order schedules. A_ slight tendency 
toward longer and less cautious buy- 
ing commitments, which had _ started 
to appear, apparently has been halted, 
although buyers are placing orders for 
steel and aluminum with “indefinite 
lead time,” in order to have favorable 
positions on producers’ schedules when 
output is resumed. “Price movements 
for the month have not been important 
in either direction, the drop in lead, 
tin and antimony being the notable 
exceptions,” the report said. “The 
downtrend of several months, which 
appeared to be halted in September, 
has resumed but with little force, as 
75 per cent of our members report no 
change in general price structures.” 


They Build Paint Sales 
By Helping the Customer 


- paatee! and related supplies get 
prominent display at The 
Grande Co., an Ace Store, Vir- 
ginia, Minn., population 12,264, 
and greater sales are the result. 

There is an excellent display of 
paints and brushes directly behind 
the main wrapping counter. In 
addition, there are two other 20-ft. 
paint displays along other walls. 
It is said by many that The Grande 
Co. stock of paints and varnishes 
and accessories is one of the larg- 
est in the state. 


Heavy Traffic There 


Many sales are made from the 
paint stock directly behind the 
wrapping counter, according to 
John Grande, president, and his 
brother, Arnold. In this large 
store the traffic at the wrapping 
counter is usually heavy, with 
about 90 per cent of the people at 
this spot needing paint or similar 
supplies sometime during the year. 

“The sight of that paint across 
the counter serves to remind many 
people of a painting job which 
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the Great NeW 


EVER SHARP 


POWER MOWER 
ALL The 


Mean Faster 







Sales—More 
Profits! 


79° 


Retail Price 
F.O.B. Factory 


MODEL 70 


@ Briggs and Stratton or Clinton 4 cycle 
engine. Quick ports and service any- 
where, 


@ Five 18” Reel Blades and Bed Blade of 
Crucible Tool Steel. 


@ Smoother Clutch eliminates “jack rab- 
bit” starts and operation. 


@ Both Reel and Wheels Self-Propelled 
and Positive-Powered by Heavy Chain 
Drive. 


@ Pressed Steel Construction — Tubular 
Steel Handles — Beautifully Finished. 
Many other features found only in 
mowers costing much more, 


EVERSHARP 
HAND MOWERS 


Top Qualily At Lowest Prices 


5 Models Available... guaranteed one year. All 
models include 5-blade, (16”) self-sharpening cru- 

: cible steel. Self-aligning ball 
bearings. Cutting height: %” 
to 1%2". Positive dou- 
ble paw! clutch. Attrac- 
tive baked 
enamel finish. 
Crucible steel 
lower cutting 
knife 







Engineered and Manufactured by 


MIDWEST MOWER CORP. 


O'Fallon at 23rd St. @ St. Lowis 6, Mo. ¥ 
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A star in the medium- 
price field. You can 
give your customers 

no better guarantee 

of satisfaction than 

to tell them that 

seventy years of 

experience is be- 

The hind every Blair 
Homestead & lawn mower. 


LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 



















SAV-A-CHAIR 
Rung Fastener 
A 
Steady 
Seller 


MOE 


Retails 10 On a Card 
for 15¢ 


This has been the favorite rung 
repair for many years. Order some 
at once from your jobber. If your 
jobber can’t supply you, write us. 


Also SAV-A-SEAT Chair Braces 
50¢ each retail. 





FULTON PRODUCTS CO. 


Bernardsviile, N. J. 
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they need to do,” says Arnold 
Grande. “And when they show 
interest, it takes but a moment for 
the sales clerk to take a can of 
paint and a new brush and place 
them before the customer, without 
his having to wait.” 


Customers Seek Advice 


The sales clerks in the paint 
department report that about 85 
per cent of their customers ask for 
advice about paint and how to 
apply it when they are making 
purchases. They are eager for ad- 
vice of the right sort on this 
problem. 

One common _ misconception 
which many customers have is that 
it is necessary to buy enough 
enamel for two coats for most 
jobs. At this store customers are 
told that one coat of the proper 
undercoating, tinted for the job, 
will then require only one coat of 
enamel, thus saving the paint cus- 
tomer considerable paint, money 
and labor. This is the type of ad- 
vice which customers appreciate 
and remember. 

“We always try to learn exactly 
the nature of the painting job 
which the customer wishes to do,” 
says John Grande, “and then we 
can give him the right sort of 
counseling on paints and mate- 
rials,” 

The large amount of paints and 
varnishes on display, both from 
the standpoint of bulk and wall 
footage, catches the eyes of many 
customers. They like to browse 
about, inspecting the many color 
cards and supplies. And the view 
of so much paint stimulates many 
of them to tackle those paint jobs 
which they may have been put- 
ting off. 

A double paint agitator in the 
department also helps the firm to 
mix large quantities of paint for 
customers. Mr. Grande says the 
agitator is an absolute necessity in 
a department which does so large 
a paint volume. 


Wallpaper Featured 


The store also sells wallpaper 
and carries an outstanding stock. 
Sales clerks very often suggest 
wallpaper to paint customers, and 


meEYeER’S LIFE-TIME ALL-STEEL 


KRAUT, SLAW AND 
rust VEGETABLE CUTTER 


5 Knives with Potato Grater 


Retail $1.00 each 
Dealers Wholesale Price 
5 Net Cash — Send Check 
1 Dozen Lots. ..$6.50 Postpaid 
Yq Dozen Lots. .$3.50 Postpaid 
Sample Cutter... .60¢ Postpaid 


Cincinnati has over 5,000 MEYER CUTTER USERS 
alone over 30 years. Read cut above and order direct. 


R 2525 ORLAND AVENUE 
E. C. MEYE C e CINCINNATI 11, OHIO 











WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters. 


90 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Multi-Coil 

Send for Catalog = ‘vr" 
DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 

















Insist on the 
GUARANTEED 
NIPPLE PAIL 


Calf-Teria 


GUARANTEED TO SAVE 100 LBS. WHOLE MILK PER CALF FED over 
any other pail! At hdwe., feed, dairy, imp., farm stores or write 
CALF-TERIA, INC., Dept. HLA, FT. WAYNE 3, IND 


a. 


SoHi TOOL CO., INC. 
OSHKOSH, WISCONSIN 






Siphon-flow he 
leaves less than table- 
spoon milk unused! 














WHEN YOU WANT TO BE HEARD 





Speak to the right “class"—in 
the Classified Opportunities 
Section of 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 
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A model ; 
Attractive, 
highly poli 
wall. 17% 
No. 1695-S 
No. 1695-! 


FULLY 
Model § 
A beautif 
sign engir 
est efficie 
wall and 
ing. Fini: 
vitreous — 
maple tri! 
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cess door 
high 12” 
15,000 B.' 


There | 


Order 1 
ARMSTRONG 





HARI 





ALL-STEEL 
LAW AND 


LE CUTTER 


Potato Grater 


-00O each 


olesale Price 
Send Check 
- $6.50 Postpaid 
- $3.50 Postpaid 
.. -60¢ Postpaid 
CUTTER USERS 
and order direct, 
RLAND AVENUE 
INATI 11, OHIO 


Type 


co. 
burgh, Pa, 











Insist on the 
JARANTEED 
PPLE PAIL 
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PER CALF FED over 
n stores or write— 
T. WAYNE 3, IND 





17, N.Y. 
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§ 50% 


AR 
HEATERS FOR ANY GAS 


1899-1949 





A model you'll want to feature at this time 
Attractive, modern design, constructed of brass, 
highly polished and lacquered. Solid white back- 
wall. 17%” high 24” wide 7” deep. 20,000 B.T.U. 
Ne. 1695-S for Natural and Mfg. Gas 

No. 1695-SB for LP Gases 


FULLY VENTED 
Model 915-V 


A beautiful, modern de 
sign engineered for high- 
est efficiency. Eliminates 

l and window sweat- 
ing. Finished in brown 
vitreous enamel with 
maple trim, bottom grille 
of chrome. Has side ac- & 
cess door and pilot. 19” JS 
high 12” wide 9” deep. 
15,000 B.T.U. 





There are many other Armstrong Gas and 
Electric Heater models. 


Order from your Jobber or write for literature 
ARMSTRONG PRODUCTS CORP., Dept. HA, Huntington 12, W.Ve. 





















A SURE SIGN FOR PROFITS 
is AJAX cellophane packed 
Wood Screw Assortment 


FREE DISPLAY STAND 


Assortments available 
in 5¢ OR 10¢ RETAILERS 


Open stock for replacements 





AJAX HARDWARE MFG. CORP. 
68297 AVALON @ LOS ANGELES 
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many extra sales are made in this 
manner. Good advice regarding 
kinds of wallpaper to buy, pat- 
terns, harmony and methods of 
applying are very helpful to pros- 
pects and help promote sales. 

Paint and wallpaper get excel- 
lent window display at this store. 
One showing last spring showed a 
number of patterns of wallpaper 
unrolled to sufficient length to give 
onlookers a good idea of how such 
patterns would look on walls. Wall- 
papering accessories, cleaners, and 
paints were also shown in the dis- 
play. 


Sold One Bathroom 
A Day for Six Weeks 


HAT can the average hard- 
ware dealer do when a large 
order retail store offers 
plumbing fixtures at such a low 
price that it cuts off the dealer's 
sales to a trickle? 

This is the problem which faced 
Joseph Selin Sons Co., Iron River, 
Mich., population 5235, hardware 
and furniture firm. 

Dave Selin, and his brothers 
Leslie and Marvin, last year de- 
cided to fight this sort of competi- 
tion, whose prices were based on 
volume buying. They decided to 
do carload buying themselves and 
to advertise specials and to mer- 
chandise plumbing fixtures exten- 
sively, like the chain stores. 

Shortly after the first of the 
year, the firm, equipped with 
plenty of plumbing fixtures due to 
carload buying, began an adver- 
tising campaign featuring competi- 
tive prices in a local newspaper. 


mail 


One a Day 


For a period of six weeks the 
Selin firm, sold an average of one 
bathroom outfit per day. And 
there doesn’t seem to be much evi- 
dence as yet that this sales pace 
has slowed down. Dave Selin and 
his brothers are convinced they 
can sell a great volume of plumb- 
ing fixtures on the present basis 
in the months to come. 

Here is the setup at Iron River: 
the principal source of income is 
from iron and copper mining. 
There are 13 mines operating in 
the area and the average miner 








Finest Gincher 
Couplings and Menders 
Made for Both 
Rubber and Plastic Hose 






PATENTED 


Long tails with 
multiple corruga- 
tions distribute 
strain at point of 
greatest wear on 
hose, thereby 
greatly increasing 
service life. 











The Sherman “Long-Grip" coupling has 
four corrugations on the tail, compared 
with one or two on other types, providing 
more than twice the gripping surface. 
Sherman “Long-Grips" have exclusive stag- 
gered fingers and right anglefinger ends, 
which provide the greatest possible grip- 
ping power, with the least possibility of 
damage to the hose body. 

Sherman “Long-Grips” have no hub or col- 
lar—hose goes clear on the extra long tail, 
for a true “long grip”. 

Actual pull tests (in which the hose itself 
pulled apart before the coupling let loose) 
prove that no other couplings on the mar- 
ket make a stronger or more permanent 
connection. 

Because Sherman “Long-Grip" Couplings 
and Menders are today's finest for both 
rubber and plastic hose, they continue to 
be the hardware man's most popular and 
profitable sellers. 


H. B. Sherman Mfg. Co. 
Battle Creek, Mich. 


Shot 


"Long-Grip" Couplings 
and Menders 
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“Bottle Neck’ 
on Wire Forms? 


If your production is slowed 
down for lack of good wire 
forms, contact us! We have 
skilled engineers to help you 
with design problems—skilled 
employees to fill your orders 


promptly. 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


BROOKS HOOKS: 















Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK 
STICKS AND STAYS Bf 



















Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What's more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hz ard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. © Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-Ib. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 







COMPANY 
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has about $500 per month take 
home pay. He builds, according 
to Wayne Karvala, manager of the 
hardware department at Selin’s, a 
home ranging in price from $7,000 
to $9,000 and does a great deal 
of his own work. 

In this area of Michigan, the 
state plumbing code permits many 
home builders to do their own 
plumbing installations. The firm 
does not have an installation crew, 
but it will send a special man to 
any customer's home to advise 
him how to do this work. To get 
this advice, of course, it is neces- 
sary for the customer to purchase 
plumbing fixtures from the Selin 
firm. 


Do Their Own Work 


But with the help of the com- 
pany’s advisory service, many 
miners are doing their own in- 
stallation work, and this has 
proved to be an important factor 
in making sales. Complete equip- 
ment for all plumbing jobs is car- 
ried in stock at Selin’s and sales 
clerks are adept at figuring just 
how much equipment, and what 
kind, is needed for every job. 

When a hardware store is in 
competition with a chain store on 
plumbing prices, Dave Selin says, 
the average miner or farmer, duc 
to a misunderstanding, will usual- 
ly say, “But I can buy the same 
thing cheaper at the chain store.” 


Catalog Aids Sales 
Whereupon Mr. Selin and his 


sales clerks open a chain store 
catalog—kept ‘in the basement 
plumbing department for this very 
purpose—and diplomatically show 
the customer that Selin’s prices 
meet and sometimes are a little 
lower than those at the chain store. 
When this happens, the customer’s 
eyes are opened, and he frequently 
spreads the good news to his 
friends and relatives, many of 
whom may be in the market for 
plumbing fixtures. 

“That chain store catalog,” says 
Mr. Selin, “sells more plumbing 
fixtures for us than almost any 
other thing.” 

But advertising and inside sales- 
manship and prices are not all that 
this hard-hitting hardware mer- 





Electrify Your Hand Elevator 
with this Power Unit 
Saves operator time 
and labor. "Lifts 
from 1,000 to 2,000 
Ibs. with ease." 
Elevator Power 
Units. Electric Elevators. Dumb Waiters. 
Write for information and prices. 


DAVIS & NEWCOMER 
Electric Elevator Co., Festorla, O. 











GOODYEAR LOADBINDER 


OPEN . 


GOODYEAR & MILLER CO. 
BLOOMDALE, OHIO, USA. 














PRINTED CELLOPHANE 


Colorful - Self Adhesive - Cellophane. processed 
in Rolls. Easy to buy - Easy to apply - used for 
Packaging - Point of Sale advertising - Parts mark- 
ing and Aircceaft Wire terminal identification. 


TOPFLIGHT TAPE 


YORK, PA. 











Gripper Clips 
—— U. &. Pat. Offes 
Small and large - 
sizes for holding 
tools, garden im- 
plements, 
kitehen utensils, 
etc. Nickel plated. 
Packed on cards 
6 doz. to a box. 
Units (2 doz. 
large and 1 doz. 
small.) Retails at 
10¢ each. Circu- 
lars on request. 


@ GIBSON GOOD TOOLS, INC. e 
Box 268 Oreage, Mass., U.S.A. | 











NEW COLUMBIANA “‘ALL-IRON" PITCHER SPOUT PUMP 
Here are some of the outstanding 

features that make Columbiana the 

preferred name is id pumpe fer 

the entire world: 

* NON-DRIP SPOUT 

*% ADJUSTABLE REVOLVING 
BEARER 

*% ANTI-FREEZE ACTION 

% CUTAWAY BASE permits plac- 
ing bucket directly under spout 
Designed for wells and eisterns 

y up to 25 feet deep. This low-price, 

high-quality, 20-pound pump is 

18%” high, has a 3” polished cyil- 

inder diameter and a 1%” suction 

connection for standard pipe tap. 

Finished in handsome green enamel 





Fig. 19, No. 2 
Write today fur complete information. Established 1888. 
COLUMBIANA PUMP — 

COLUMBIANA, OHIO, U.S.A. 














“FARM-WISE® 
NE W crecreic venorNer 
Offers - - Quick Sales - - More Profits 


—— 


ic | a 








wi cule: 1 col- 





Every farmer is a prospect. y 
leges and dairy authorities. ——— on 110 V. AC or DC. 
Soldering iron tip included. Guaranteed for one year. 
Standard trede di Delivery NOW. Advertising sup- 
pert to all dealers. 

Welte for catalog sheets and prices. 


CALF-TERIA SALES, INC. 
Dept. B Fort Wayne 3 Indiana 











HARDWARE AGE, NOVEMBER 17, 1949 








chandisi1 
jts avera; 
day. Nig 
of the Se 
prospect 
those wh 
curate | 
kept at t 
Local 
contacte 
of custo! 
chasing 
purpose: 
touch w 
are goo 
ages to 
“We 
ing prog 
a profit 
Selin. 
thought 
meet cl 
have pl! 
tion th: 
and pré 


"Ss 
St 
ALE 


eac 
well, tc 
to bec 
under 
ditions 
now 4 
recogn 
ville, I 
vice” ¢ 
merch: 
The e 
with th 
courte 
The re 
floral 
and tl 
paper. 
have ¢ 
ing c 
say tk 


“Spri 
such. 
ful n 
event 
Gran 
“Ope 
prom 
Scott 


sprin 


HAR 








evator chandising firm uses to maintain 


“ 


its average of a bathroom sale per 
day. Night calls are made by each 
of the Selins and Mr. Karvala, on 
prospective home builders and 
those who plan to remodel. An ac- 
mb Waiters, curate list of these prospects is 











os kept at the store. 

= }. Local lumber yards are also ms (440) a 

———_—- contacted regularly and the names > z es The Wire of a 
<< of customers secured who are pur- , : ic i 


INDER chasing lumber for remodeling P Oe ~ Nj Thousand Uses Hj) 
purposes. By keeping in close ke ZZ JOHNSON XLO YZ 


touch with those homeowners who 


aed are good prospects, Selin’s man- MUSIC WIRE 
; ages to get its share of the sales. aS Attractively packaged 
“We are quite sure our plumb- Pi ag . ; —V, Ib., Yo Ib. and 
LER CO ing pregnaen WES continue te ante | a pit i ; 1 1b. —Convenient for 
' a profit on this basis,” says Dave | Y a % El display or handling. 





USA. Selin. “It was the only way we 
thought we could do it, so as to 
meet chain competition, and we 


a At your jobber or any 
Johnson branch. 




















HANE have proved to our own satisfac- 4 poe ’ 
tion that this method is practical 
ao and profitable.” 
Parts mark- — } 
entification. oe 4 7 
Salute to Service | 


K, PA. Stresses Courtesy STEEL AND WIRE COMPANY, INC. 























































































——— ALESPEOPLE who work hard WORCESTER 1, MASS. 
aT each day to serve the public NEW YORK PHILADELPHIA CLEVELAND DETROIT AKRON CHICAGO 
well, to be courteous and helpful, ATLANTA HOUSTON TULSA LOS ANGELES TORONTO 
to be cheerful and accommodating 
under trying merchandising con- ae —_—_ 
ditions, like a little recognition No. C-1458 | nail 
now and then. They got such o— = qvertis¢ 
recognition recently at Crawfords- — —" A rionally 
ville, Ind., where a “Salute to Ser- aii | Na 
vice” campaign was carried on by D parang, m 
NC. merchants for a four-week period. i ienmeninnl | POPULAR 
$a. ™ | The emphasis was on courtesy, MECHANICS 
with the public voting on the most MECHANIX 
Ont Pome | courteous sales clerk each week. RLUSTRATED 
nblana the The recipient received a beautiful ' bere nal 
floral tribute as well as a picture ss om | ae 
ILVING and thumbnail sketch in the local ETI 7 
ite plac paper. The campaign was said to LICENSE a oa ré | TOUCH 'N’ GRIP FINGER TIP WRENCH 
pk om have done much toward emphasiz- Slips on Finger Tip 
low-price, j j ° : he 
Dum ing courteous and good service, PLATE ; | «Grips: Hard 
* suction say the local merchants. FASTENERS | to Reach'’ Nuts! 
nena No. 012558 
r New Names for Rust-proof. Suggested 
Selling Price 
Promotions With wing 39¢ 
SE° a! merchants’ groups are nuts. - | 4 Set of Four 
RNER To longer satisfied to stage ™" older - 
Profits Spring Sales” or “Fall Sales” as - model 
such. They try to give more color- cars SELLS ON 
— ful names to such merchandising : SIGHT! 
ng events. Last spring merchants of At your e 
es Grand Island, Neb., put ~— S big pogo 4 yea Contact your jobber or ors 
“Operations Springtime” sales write manufacturer today! 
.. promotion, while the dealers at SS Vn ‘ny’ P 
. Scottsbluff, Neb., named _ their Shavon Gol and Scheu Co Oven “ SRE 
spring sale “March of Springtime.” BOSTON 10, MASS. 31 Colonial Parkway, Dumont, N. J 
1949 
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9] ae) 
GOUGES 


Rub itin... Level it off 


THE DAMAGE IS GONE 





y 





Display card holds 12 cellophane bags, 
each contuining four sticks: light and 
dark mahogany walnut and maple, a 
plastic scraper and instructions. 


= ASK Y om 


DECTO PRODUCTS CO. 


TN a ee 














The LaBelle Doorknob Lock, 
with a tumbler cylinder lock 
built into the outer knob, con- 
verts any door with a knob on 


= 

| 

4 

= it to the most modern kind of 
3 . 

— 

Fay 





lock. It’s the newest idea in 
building staples. LaBelle Door- 
knob Locks are standard-keyed, 
keyed alike or master-keyed. 
Sell standard or _ specially 
keyed LaBelles for new build- 
ing or remodeling projects. Call 
=~ your jobber or write direct. 


ot) 


+e 


"™® LaBelle Industries, Inc. } 


BB oconomowoc WISCONSIN 


Fr 4 WL ue 
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Ace Hardware Corp., annual con- 
vention and exhibit, Jan. 23-25, 1950, 
at Sherman Hotel, Chicago, Ill. E. C. 
Lindquist, vice-president and secretary, 
is in charge of arrangements. 

Alabama Retail WHardware As- 
sociation of, annual convention and ex- 
hibit, May 17-19, 1950, at the Tutwiler 
Hotel, Birmingham. Mrs. Euna G. 
Ramsey, 509 North 19th St., Birming- 
ham 3, secretary. 

American Hardware Supply Co., 
annual merchandise fair and_ stock- 
holders’ meeting, Jan. 30-Feb. 1, 1950, 
at company headquarters, 41 Terminal 
Way, South Side, Pittsburgh 19, Pa. 
William M. Stout, executive vice-presi- 
dent and general manager. 

Arkansas Retail Hardware & Im- 
plement Assn., convention and exhibit, 
Feb. 13-15, 1950, at the Hotel LaFay- 
ette, Little Rock. A. W. Porter, La- 
Fayette Hotel, Little Rock, is secretary. 

Bicycle Institute of America, 1 
E. 57th St., New York City, annual con- 
vention, Jan. 9-15, 1950, at the Boca 
Raton Club, Boca Raton, Fla. Partici- 
pating groups are Bicycle Manufactur- 
ers Assn. of America, the Cycle Parts 
and Accessories Manufacturers Assn., 
the Cycle Jobbers Assn. and the Mer- 
chant Member Group. H. Clyde Brokaw 
is B.LA. president. 

California Gift Show, Jan. 22-27, 
1950. Show information available from 
Woody C. Klinborg, director of trade 
shows for Los Angeles Trade Fair, Inc., 
1151 So. Broadway, Los Angeles, Calif. 

California Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Feb. 20-22, 1950, at the St. Francis 
Hotel, San Francisco. LeRoy Smith, 
Room 262, Western Merchandise Mart, 
1355 Market St., San Francisco, secre- 
tary. 

Connecticut Hardware Assn., an- 
nual convention, Jan. 25-26, 1950, at 
the Hotel Bond, Hartford, Conn. Ned 
Russell, Harris Hdwe., Southport, 
Conn., is secretary. 

Cooking and Heating Appliance 
Mfrs., Institute of, annual convention 
and exhibit, Dec. 5-7, 1949, at the 
Netherland Plaza Hotel, Cincinnati, 
Ohio. Samuel Dunckel, Shoreham Ho- 


~ COMING 


CONVENTIONS 


AND 
EVENTS 








tel, Washington 8, D. C., is Institute 
managing director. 

Florida Retail Hardware and 
Georgia Retail Hardware Associations 
will hold their annual convention joint- 
ly in May, 1950, at the Seminole Hotel, 
Jacksonville, Fla. William W. Howell, 
Waycross, Ga., secretary for both 
groups. 

Franklin Hardware & Supply 
Co., annual spring meeting, Feb. 6-7, 
1950. Meeting place to be announced 
later. F. Leon Herron, is executive vice- 
president of the company which is lo- 
cated at 918-928 N. Delaware Ave., 
Philadelphia 23, Pa. 

Georgia Retail Hardware and Flor- 
ida Retail Hardware Associations will 
hold their annual convention jointly in 
May, 1950, at the Hotel Seminole, Jack- 
sonville, Fla. William W. Howell, Way- 
cross, Ga.. secretary for both groups. 

Illinois Retail Hardware Association 
annual convention and exhibit, Jan. 
16-18, 1950, at the Hotel Sherman, Chi- 
cago. William F. Ewert, 1194 Mer- 
chandise Mart, Chicago 54, secretary. 

Indiana Retail Hardware Associa- 
tion, annual convention. Jan. 24-26, 
1950, at Indianapolis. Convention head- 
quarters, Hotel Lincoln; exhibit, Murat 
Temple. G. F. Sheely, 333 No. Penn- 
sylvania St., Indianapolis 4, secretary. 

Industrial Supply Convention, 
May 22-24, 1950, at Atlantic City, N. J. 
Conference booths at the Public Audi- 
torium. Convention is sponsored jointly 
by the American Supply & Machinery 
Manufacturers’ Assn., general manager, 
F. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secre- 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; Southern 
Supply & Machinery Distributors’ 
Assn., secretary-treasurer, E. L. Pugh, 
712 Volunteer Bldg., Atlanta, Ga. 

Industrial Supply Regional 
Forums, Jan. 12-13, 1950, at Biloxi, 
Miss., southern regional meeting spon- 
sored jointly by the Southern Supply & 
Machinery Distributors and the Ameri- 
can Supply & Machinery Manufac- 
turers Associations. 
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WARWOOD 


HEAVY HOES... cccee on without handles as desired 


Grubbing work on the 

: \ farm and general grading 

work is easier with Warwood 

Heavy Hoes...and the results 

sHiP are better. Warwood Heavy 

No. 20 Grub Hoe woo? work pon Hoes are of hand forged steel, 

ae HE DIFFER attractively finished in black 

MAKES baked enamel, with bevels 

ground, tempered and polish- 

ed to a feather edge. For the 

longest service per dollar 
ats ... buy Warwood! 


TOOLS FOR 


No. 21 Hagel Aoe GENERAL CONSTRUCTION 


AGRICULTURE AND GARDENING 
MINING AND INDUSTRY 
RAILROAD TRACK MAINTENANCE 
















waned 


Both items furnished with 
straight or curved handles. 


” 










— Ryuckede 








e an? 4 H AND 
yuk gow | power & 
| LAWN 
MOWERS 
The WRIGHT name is | SINCE 
1880 


Nearly 70 years of 
specialized manufac- 
turing experience as- 


your guarantee of top 
quality in galvanized 


; Gaivanttee. TH 
wire clon hardware cloth. Care- een ton wee 


fully woven, heavily | that you can 
and brightly galvanized, handle with 
: ° absolute 
a Wright quality prod- confidence. 
uct all the way from | 
d | : 
——— Model 76A Power King 


A thoroughly dependable power job 
Completely modern design, precision 
built. Many desirable features: — Alumi- Unquestionably the 


num alloy castings. Tubular steel handles finest hand mower 
we have ever built 


Model 550 Deluxe 


Attractive baked enamel finish. 5-blade ‘Pes d 
ball bearing reel with take-up for wear mth an 
20” cut, adjustable for height. Positive popularly priced. In- 
clutch. Highly reliable power unit. Rug- vestigate this excel 
ged tires. Weight 87 Ibs. lent selling item 


Springfield, Ohio 
POWER & HAND LAWN MOWERS 


bt WRIGHI WIRE CO. IST-FNOS name sti co. 


WORCESTER®* MASS. 
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WwoobpD 
JOINERS 


SKOTCH 


A Steady 
Profit Puller 












* printed in red and black 
or on cards for bin display 





Here's a wood joiner that really 
HOLDS .. . and holds without|/SCREENS 
cutting of splitting wood fibers. 
Applied like a nail. Patented 

prongs pull wood together for] TABLEs 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis-| SCREEN 





Sample wood foints that show uses |Z 
of SKOTCH Wood Joiners plus a new 
counter folder are yours FREE. Ask 
your Jobber or write direct for gen- 
erous supply. Dept. HAIO. ~_. 


SUPERIOR FASTENER CORP. 


2949 ELSTON AVE., CHICAGO 18, ILL. 


GRIPS LIKE A V 


FE: ‘ q 
Depend on 
for QUALITY and 
PROMPT SERVICE 


played on counter or in self-ser- 
vice bins. ts 
Free Sales Helps... s 



















TURNBUCKLES 
‘‘Alumaloy’’ 
bodies, steel 
hooks and eyes. 
EYE BOLTS 


Wrought nuts, 
bright Zinc 
plated. 


S HOOKS 
In a wide range 
of sizes. =O 


“ALUMALOY” 
SCREEN DOOR 
BRACES 











UTILITY HOOKS 
Cold drawn work 
hardened steel. 


ASK YOUR DISTRIBUTOR OR 
WRITE TO 


TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA. 
; FACTORY: GRAND BEACH, MICHIGAN j 
© a 
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Iowa Retail Hardware Association 
annual convention, Feb. 7-10, 1950, at 
Des Moines, Iowa, Convention head- 
quarters. Hotel Savery; exhibition, 
Poultry Industries Bldg., Fairgrounds. 
Philip R. Jacobson, Mason City, secre- 
tary. 

Kentucky Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Jan. 30-Feb. 1, 1950, at the Brown 
Hotel, Louisville, Ky. D. W. Laws, 501 
Republic Bldg., Louisville 2, secretary. 

Louisiana Retail Hardware Asso- 
ciation, annual convention, March 20- 
21, 1950, at the Hotel Heidelberg, 
Baton Rouge. David O. Mansfield, 226 
S. State St., Jackson, Miss., is secretarv. 

Michigan Retail Hardware Associa- 
tion, annual convention, Feb. 21-23, 
1950, at Grand Rapids. Convention 
headquarters, Pantlind Hotel; exhibit, 
Auditorium. Harold W. Schumacher, 
1112 Olds Tower Bldg., Lansing 8, 
secretary. 

Minnesota Retail Hardware Asso- 
ciation, annual convention, Jan. 24-26, 
1950, at St. Paul. Convention head- 
quarters, St. Paul Hotel; exhibit, Au- 
ditorium, C. J. Christopher Nicollet at 
24th Minneapolis, secretary. 

Mississippi Retail Hardware Asso- 
ciation, annual convention, June 5-6, 
1950, at the Buena Vista Hotel, Biloxi. 
David O. Mansfield, 226 S. State St., 
Jackson, is secretary. 

Missouri Retail Hardware Associa- 
tion, annual convention and _ exhibit, 
March 7-9, 1950, at the Jefferson Hotel, 
St. Louis. Louis C. Kreh, 1189 Arcade 
Bldg., 812 Olive St., St. Louis, secre- 
tary. 

Mountain States Hardware and 
Implement Association, annual con- 
vention, Jan. 24-26, 1950, at the Cos- 
mopolitan Hotel, Denver, Colo. F. W. 
Reich, 1233 Spruce St., Boulder, Colo., 
secretary. 

National Hardware Week, April 
28-May 6, 1950. Sponsored by the Na- 
tional Retail Hardware Association, 
Indianapolis, Ind. Rivers Peterson, man- 
aging director. 

National Housewares and Home 
Appliance Manufacturers Exhibit, 
Jan. 19-26, 1950, at the Navy Pier, 
Chicago, Ill. Sponsored by National 
Housewares Manufacturers Association. 
A. W. Buddenberg, executive secretary, 
1140 Merchandise Mart, Chicago. 

National Retail Hardware Asso- 
ciation annual congress. July 17-20, 
1950, at Seattle, Wash. Rivers Peter- 
son, 333 No. Pennsylvania St., Indi- 
anapolis 4, Ind., managing director. 

National Sporting Goods conven- 
tion and show, Jan. 2-26, 1950, at the 
Hotel Morrison, Chicago, Ill. Exhibits 
in booths and rooms. Sponsored by the 
National Sporting Goods Assn., One 


North LaSalle St., Chicago 2; G. Mar- 
vin Shutt, secretary. 

Nebraska Retail Hardware Asso- 
ciation. annual convention, Feb. 14-16, 
1950, at Omaha. Convention headquar- 
ters, Paxton Hotel; exhibit, Auditorium. 
C. A. McCoy, 325 Insurance Bldg., Lin- 
coln 8, secretary. 

New England Hardware Dealers 
Association annual convention and ex- 
hibit, Feb. 21-23, 1950, at the Hotel 
Statler, Boston, Mass. Russell R. 
Meuller, 185 Dartmouth St., Boston 16, 
secretary. 

New York State Retail Hardware 
Association, annual convention, Feb. 14- 
16, 1950, at Buffalo. Convention head- 
quarters at Hotel Statler; exhibit, Me- 
morial Auditorium. Nicholas H. Kiley, 
904 Hills Bldg., Syracuse 2, secretary. 

North Coast Retail Hardware Asso- 
ciation, annual convention, Feb. 12-14, 
1950, at Multnomah Hotel, Portland, 
Ore. D. D. Stewart, 714 American Bank 
Bldg., Seattle 4, Wash., secretary. 

North Dakota Retail Hardware As- 
sociation, annual convention, March 21- 
23, 1950, at Bismarck. Convention head- 
quarters, Patterson Hotel: exhibit, Au- 
ditorium. Miss Clarine Sherwood, 24 
Clifford Bldg., Grand Forks, secretary. 

Ohio Hardware Association, annual 
convention, Feb. 7-9, 1950, at Cleveland. 
Convention headquarters, Hotel Statler; 
exhibit, Auditorium. John B. Conklin, 
198 So. High St., Columbus, secretary. 

Oklahoma Hardware and Implement 
Association, annual convention and ex- 
hibit, Feb. 7-9, 1950, at Municipal Au- 
ditorium, Oklahoma City. Robert K. 
Thomas, 711 Wright Bidg., Oklahoma 
2, Secretary. 

Ontario (Canada) Retail Hardware 
Association, annual convention and ex- 
hibit, Feb. 6-8, 1950, at the Royal York 
Hotel, Toronto. Robert M. Lamb, 1835. 
Yonge St., Toronto, Canada, secretary. 

Pennsylvania & Atlantic Sea- 
board Hardware Association, annual 
convention, Jan. 23-26, 1950, at Phila- 


delphia, Pa. Convention headquarters, 


Bellevue-Stratford Hotel; exhibit at 
Convention Hall. W. Glenn Pearce, 
1616 Walnut St., Philadelphia 3, secre- 
tary. 

Sporting Goods Trade Show, In- 
ternational, Jan. 8-13, 1950, at the Hotel 
New Yorker, New York City. Under 
management of John Hatton, 609 Pick- 
wick Bldg., Kansas City, Mo. 


Sportsmen’s Shows: New England: 


Sportsmen’s & Boat Show, Feb. 4-12, 
1950, at Mechanics Bldg., Boston, 
Mass.; National Sportsmen's & Vaca- 
tion Show, Feb. 18-26, 1950, at Grand 
Central Palace, New York City; Inter- 
national Sports & Outdoor Exposition, 
March 3-12, 1950, International Amphi- 
theatre, Chicago; Buffalo Sportsmen’s 
& Boat Show, March 17-24, 1950, at 
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Gilbert 












More Profit 


in this distinctive kitchen 
clock. Newly styled plastic 
case; oil-sealed electric move- 
ment for long service and split- 
second accuracy. 














More Volume 


in guaranteed Gilbert alarm 
clocks. 








Sales-proven designs; 40-hour move- 
ments. Feature luminous dials for 
higher dollar volume and wider profit 
margin during the winter months. 





Distributed 


=. es 
ae eae 





thru the wholesaler 





WINSTED, CONN. 
Laconia, N. H. 


551 FIFTH AVE 141 W. JACKSON BLYD 
NEW YORK 17, N.Y CHICAGO 4, ILL. 





Clock makers to the nation 
Since 1807 
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Assortment 
in 


2 Sizes ) 


FLY ROD SIZE 9/64 through 22/64 
SMALL UNIT KIT STAND FILLED WITH 









~~ 


42 FEATHERWEIGHT FERRULES ...............0005 List 

in Maroon, Black or Natural Finish. 32.70 
OR 

42 BRASS CHROME FERRULES .................... List 

Plus $2.50 Net for Stand. 70 


FLY ROD and SALT WATER SIZE 
10/64 through 40/64 
LARGE UNIT KIT STAND FILLED WITH 
60 FEATHERWEIGHT FERRULES — In M , Black 
or Natural Finish. ........-...+-+-0ee : cae $52.20 


OR 
60 BRASS CHROME FERRULES — Plus $3.50 Net for 
GO, ncvwni000s0enscdsesesoncecessépecegecessacaves List x 


OPEN STOCK FERRULES 
AVAILABLE IN DOZEN LOTS OF EACH SIZE 


Patent Vy : 
Appl. For Cfoathorwespht 
' AII* Angle GRIP 












Res. 
U. S. Pat. Of. 


Cork handle swivels 
to any degree offset 
desired. 


Revolutionary Collet will not let rod “wobble.” 
Extreme wide range of sizes, '/4" through 7/16". 
One-fifth lighter than any other Universal 
Grip on the market. 

Rod tip action can be changed by co-ordinat- 
ing handle angle with finger tip adjustment. 


FLY ROD REEL SEAT 
with Double Lock Nut 
Heat Treated Aluminum Alloy, List $2 
SPINNING ROD HANDLE 


Complete with Ferrule 
With Polished Rings, List $4.25 Pair. With 
Anodized, Colored Rings, List $4.50 pair 





Prices Subject to Change Without Notice — F.O.8. Glendale 


At All Leading Jobbers and Wholesalers 


Or Direct Inquiries to: 


FEATHERWEIGHT PRODUCTS 


DIV. OF WESTERN GRINDERS 
3456 Ocean View Boulevard Glendale 8, Calif. 
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POWER MOWERS 
DESIGNED TO SELL 


WITH THE NEW 
MECHANICAL 
CLUTCH 


DEALERS—It pays off in good, fast 
profits to get full details about Homko 
power and hand mowers. Many sales 
features . . . demonstrations that sell 
7 competitive retail prices ; 
and full discounts. Homko mowers 
operate simply and easily for many 
seasons. Write today for complete 
information. 











Model Cut H.P. Motor* Shpg. Wt. 
LP-228 18” 1 4 cycle gas 108 Ibs. 
LP-230 20” 1 4 cycle gas 112 Ibs. 
LP-430 24” 2 4 cycle gas 136 Ibs. 





*choice of Briggs & Stratton or Clinton 


WESTERN TOOL & STAMPING CO., 


2725 Second Avenue - Des Moines, lowa 












| Vel & Famous 
CwATTTI We NAMES IN 


NETTING... 


| 


U.S. HEXLOK— 
The Perfect 
Hexagon-Mesh 
Netting with 
Lock-twist 
Weave 


U. S. STRAITLOK— 
The Original 
Straight-Line 
Poultry Netting; 
Woven Like 
a 


Ss? 
“~ 


ee ee 
The New 
Chick-tight 
Strcight-Line 
Netting with 
Graduated Mesh 


ized after 


weaving 


STCCL & WIKE CO 
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Memorial Auditorium, Buffalo, N. Y.; 
Detroit Congress Sportsmen’s & Vaca- 
tion Show, March 25-April 2, 1950, at 
Fair Grounds, Detroit, Mich. Shows 
sponsored by Campbell-Fairbanks Ex- 
positions, Inc., 929 Park Square Bldg., 
Boston 16; 139 E. 57th St., New York 
City 22; 28 E. Jackson Blvd., Chicago 
1; 331 Andrews Bldg., Buffalo 2; 1331 
Majestic Bldg., Detroit 26. 

Southern California Retail Hard- 
ware Association, annual convention, 
Feb. 21-23, 1950, at Long Beach. Con- 
vention headquarters, Wilton Hotel; 
exhibit, Auditorium. A. C. Kammeier, 
416 W. 8th St., Los Angeles 14, secre- 
tary. 

South Dakota Retail Hardware 
Association, annual convention, March 
7-9, 1950, at Sioux Falls, S. D. Con- 
vention headquarters, Cataract Hotel; 
exhibit, Coliseum. O. R. Baily, 605 
So. Euclid Ave., Sioux Falls, secretary. 

Texas Hardware and Implement 
Assn., annual convention and exhibit, 
Jan. 23-25, 1950, at the Shamrock 
Hotel, Houston, Tex. R. M. Souder, 
814-15 Texas Bank Bldg., Dallas 2, 
is secretary. 

Tennessee Retail Hardware Asso- 
ciation, annual convention, Feb. 20-21, 
1950, at the Hotel Noel, Nashville. 
Morris Jones, P. O. Box 784, Nashville 
2, secretary. 

Triple Mill Supply convention, see 
listing under Industrial Supply. 


Tri-State Hardware and Implement 
Association, annual convention and ex- 
hibit, Feb. 13-15, 1950, at Herring Ho- 
tel, Amarillo, Tex. W. D. Shephard, 
Canyon, Tex., secretary. 

Virginia Retail Hardware As- 
sociation annual convention; March 
21-23, 1950, at Roanoke. Convention 
headquarters, Hotel Roanoke; exhibit. 
American Legion Auditorium. G. T 
Omohundro, Jr., Scottsville, secretary. 

Western Retail Implement and 
Hardware Association, annual conven- 
tion, Jan. 16-20, 1950, at Kansas City, 
Mo. Convention headquarters, Hotel 
President; exhibit, Auditorium. Wil- 
liam J. Shaw, 24 Rialto Bldg., Kansas 
City 6, secretary. 

West Virginia Hardware Associa- 
tion, annual convention and exhibit, 
March 13-15, 1950, at the Greenbrier 
Hotel, White Sulphur Springs, W. Va. 
James C. Fielding, 1628 McClung St., 
Charleston 2, W. Va., secretary. 

Wisco annual merchandising school 
and sales show, Jan. 17-19, 1950, at 
Wisco Hardware Co., headquarters, 15 
So. Brearly St., Madison, Wis. Special 
25th anniversary program is planned. 

Wisconsin Retail Hardware Asso 
ciation, annual convention, Feb. 7-9, 
1950, at Milwaukee, Convention head- 
quarters, Schroeder Hotel; exhibit, Au- 
ditorium, H. A. Lewis, Stevens Point, 
secretary-treasurer. 














me 





Harrington & Richardson Arms Cc., Christmas Promotion Deal offers dealers 
in addition to extensive national advertising support, point-of-sale mer- 
chandising kits, which include a window-counter display, national ad blow-up 
and a window sticker. With the H & R “Plainsman" model 865 bolt action 
repeating .22, is given a one year subscription to a choice of one of six 
major outdoors magazines and an extra five shot clip. The customer with 
his purchase of the Plainsman received attached to the rifle the subscription 
order card which he fills out = mails to the company which takes care 
of the rest. 
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4 When you recommend Vimlite to your customers you recommend 
* the best. Vimlite makes permanent installations . . . is wire- 
Uy reinforced to last for years. 
‘i, Vimlite keeps heat in—cold out. Transmits health-giving ultra- 
, violet and infra-red rays. Mail coupon for supply of Vimlite 
i folders to help you make sales. 

Pee eee ee 
ers | Celanese Corporation of America, Deg . 24-K | 
er- A ™ 180 Madison Avenue, New York 16, N. Y. 
up w | Please send me a supply of Vimlite folders containing samples. . 
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] My supplier is — — | 

*Reg. U. S. Pat. Off. sie ce iameehaceli aia eae cea natal tilee eam tiema emia atin chnenes Gertie een em 5 ] 
19 


HARDWARE AGE, NOVEMBER 17, 1949 211 



















piece our next order 
for for Pall RUSHES write for our 
New Catalog and Price List. 


Attention Solesmen! Territories Oper 





“BRUSHWISE 


CORPORATION 





are made to give 
extra strength. Available in 
adjustable and standard types...a 
level for every use. : 


HALL LEVEL & MFG. WORKS 






every 


AUSTIN, TEXAS 





“ROYAL joint FAsTENERS 


—PRE-SOLD VIA NATIONAL ADVERTISING! 


WAYS TO PROFITS 
IN-DEMAND SIZES! 


SEE YOUR JOBBER—-OR CONTACT-— 


INDEPENDENT METAL STRAP CO., INC. 
ESTABLISHED 1907 « 232 THIRD S1., BROOKLYN 15, N.Y. 












G600D 
BUSINESS 
towse 

HELLER 
STORE 
FIXTURES! 








DRAWING POWER 


The beauty of Heller Fixtures, the attractiveness 
they impart to your merchandise, draws trade to 
your store—Extra profits are yours. 


QUALITY 


Years and years of satisfactory service are ‘built 
into Heller Fixtures. New, modern, MULTI-LEVEL 
and conventional styles—Come to our factory and 
see two model stores completely merchandised. 


VALUE 
NEW LOWER PRICES, makes it easy for you to 
buy. Send sketch of your store for free store 
plan and estimate. Ask for large catalog #49. 


W. C. HELLER & CO. 
1050 Bryant St. Montpelier, Ohio 


Designers and manufacturers of Hard- 
ware Store fixtures exclusively since 1891 











SUPERIOR 
FAUCET 
INSERTS 

Stop Faucet Leaks 







Make old faucets 


better than new 


SUPERIOR VALVE MFG. CO. 
CLEVELAND 15, OHIO 














When You Know 
The Trade-Name— 


of a certain product and want to know "Who Makes {t?” 
look in the General Directory Section of the “Who Makes It?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your "Who Makes It?” 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y 

















* MARSHALLTOWN TROWELS *« 


MARSHALLTOWN TROWEL COMPANY ¢ MARSHALLTOWN, 











IOWA 








HARDWARE AGE, NOVEMBER 17, 1949 








The “ 





ASK 
YOUR 
JOBBER 
TODAY! 


Distr 
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THE “SPEED KING” 


SKATE GRINDING HOLDER 


The “SPEED KING” Holder is designed to hold every type of 
ice skate for flat or hollow grinding. Easy to operate, it can be 
used on any grinder stand by attaching a plate or smooth 
board at a height that brings the skate to the center of the 
grinding wheel, Wing nut permits accurate adjustment for 
perfect hollow or flat grinding. 





e “CHAMPION” Grinder i:cvad is 
available as a single unit or in com- 
bination with the Skate Holder, 
equipped with one 6x1!/; dual pur- 
pose extra fine vitrified wheel and 
one 6x1!/, medium or coarse vitrified 


wheel for regular tool grinding. 

















































SEE YOUR NEAREST 
a og The “SPEED KING” Skater Holder in Showing the same unit in JOBBER OR 
position for hollow grinding position for flat grinding. WRITE DIRECT 
buil 
iba GENERAL HARDWARE COMPANY 
andised. 32618 W. PIERCE STREET MILWAUKEE.WISCONSIN 
you to mii 
e store 
g #49. 
>. 
» Ohio 
Hard- 
_ SAFETY AIOLL 
Trade Mark Reg. U. S. Pat. Ol, 
a 
i Wall Model Can Opener—with 
: STYLED FOR BEAUTY « GUARANTEED FOR SERVICE patented "DROP-A-WAY” feature 
Distributed exclusively through your jobber The finest can opener for home use. 
: ‘ed — eines Effortless and safe— it rolls the edge 
os 142" Made exclusively for - , smooth as it holds and opens square, 
4 142” AMERICAN IMPORT CO., San Francisco, California round or oval cans. New, improved 
‘ll flied design with heavier steel construction 
1 tem ve and new spring supported blade assure 
» name OVER 8 YEARS’ EXPERIENCE longer life. ““‘DROP-A-WAY” feature 
ranged allows opener to hang flush to wall 
os It?" r) when not in use and permits instant 
quickly. PRIEST S removal for cleaning. 
CLIPPERS All metal parts bright nickel plated. 
Individually packed in attractive 
N.Y 3-color carton complete with mounting 
Triple plate—copper, bracket and screws. 
a nickel, chromium finish. Retail price 89¢ 
Ball bearing, easy action. “4 
Over 80 years’ experience. 
ASK YOUR JOBBER World's Largest 
Manufacturer of 
AMERICAN SHEARER MFG CO NetGear ieigN@seLan icmeemm Bottie Openers 
NASHUA, NEW HAMPSHIRE, ong . TRS MECC erm ond Con Openers 
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: assified Aduertiting Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Allow Seven Words for Keyed Address 
or Your Address 











*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Set solid, maximum, 50 words....... $5.00 
Each additional word......... -10 J Cuts or special borders not allowed. 
Positions Wanted 59 disceent for 4 or more lacortions 
(Special Rate) set solid, maximum, No Agency Commission allowed on Classified 
Re $2.00 Advertising. 
Each additional SS Se -05 REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


postage for remailing. 

HARDWARE AGE is published every other 
Thursday. 
previous to date of publication, 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 


Classified forms close 15 days 





Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 














[Help Wanted 








_ DISTRICT SALES MANAGER 


locks and builders hardware 
copies District Sales Manager. Thorough knowledge 
contract builders hardware essential. Replies held in 
strict confidence. Submit detailed resume including age, 
education, and experience to Box N-511, care of Hard- 
ware Age, 100 East 42nd St., New York 17, N. Y. 

















(Sales Representatives Wanted | 


SALESMAN CALLING ON THE HARD- 
WARE, FURNITURE, AND APPLIANCE 
TRADE, as well as other outlets, for Magazine 
Type Heaters. Commission. Name territory de- 
sired. Address Box N-396, care of HARDWARE 
AGE, 100 East 42nd St., New York 17, N. Y. 








BUILDERS’ HARDWARE SALESMEN—Na- 
tionally Known Old Established Manufacturer of 
Door Loeks is expanding sales organization and 
has Several Good Openings for aggressive and 
capable men, calling on lumber and hardware 
dealers. Experience preferable but not essential. 
State full details, age, territory, previous lines 
carried, references, all replies confidential. Ad- 
dress Box N-502, care of HarpwAre AGE, 100 
East 42nd St., New York 17, N. Y. 








WANTED — SALESMEN —TO SELL EX- 
TRA-HIGH-GRADE LINE of Medicine Cabinets 
and Various Other Specialties used by Lumber 
Yards and Hardware Jobbers. Fast moving items. 
Protected territory allotted now throughout the 
United States. Address West Suburban Manu- 
facturing Co., P. O. Box 188, Desplaines, Illinois. 


WELL a. TOOL MANUFAC. 
TURER HAS OR THREE TERRI. 
TORIES OPEN. ~ Commission Salesman 
with established clientele calling upon better grade 
retail hardware outlets. Address Box N-504, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, HN. Y. 





PAINT SALESMEN—Hotel, Hospital, Real 
Estate, Industrial, etc., following. No knowledge 
of paints necessary, nor is there any objection to 
making this a_ sideline. Excellent proposition. 
Complete line of standard brands, specialties and 
sundries. All replies will be held strictly confi- 
dential. Address Box N-515, care of HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y. 





WANTED SALESMEN WITH ESTAB- 
LISHED FOLLOWING AMONG _ HARD- 
WARE JOBBERS for East, Middle West & 
West Coast to handle Small Side Line Jewelry 
Watch and Key Chains on commission for 1950. 
Address Box N-496, care of HArpwArRE AGE, 
100 East 42nd St., New York 17, N. Y 





SALESMEN. IF YOU ARE LOOKING FOR 
EXCELLENT SIDE LINE ITEMS to sell to 
large retail hardware stores and jobbers, we have 
two hardware specialties well known to the trade 
for ten years. We have one new plumbing spe- 
cialty which is going very big with the hardware 
people. Liberal Commission. Some territory still 
sen Write Fulton Products Co., Bernardsville, 


HIGHLY RATED MANUFACTURER OF. 
FERS TOP QUALITY LINE MEDICINE 
CABINETS at 15% Commission to full time or 
side line salesmen in protected territory. You get 
full credits on all mail or show room business if 
you produce in the territory. Write Standard Art 
a 327 So. La Salle St., Chicago 4, 

inois, 





SIDELINE SALESMEN WANTED calling 
on retail hardware, sporting goods, and variety 
stores to carry a line of Leather Dog Collars, 
Harnesses, etc. Old established. reputable manu- 
facturer offers protected territory; liberal com- 
mission. Address Box N-526, care of HARDWARE 
Acz, 100 East 42nd St., New York 17, N. Y. 





SIDE LINE SALESMEN, ONE EACH FOR 
THE FOLLOWING TERRITORIES: Wash- 
ington Met. Area; Pittsburgh Met. Area; Eastern 
Shore Maryland; and Philadelphia. Philadel- 
phia wholesale jobbers carry specialty and some 


exclusives; good opportunity for live wire man 
interested in extra commissions. Address Box 
N-528, care of Harpware AcE, 100 East 42nd 


St., New York 17, N. Y 








SALESMEN WANTED 


Exclusive Statewide Territories open to rep- 
resent ns on our NEW Product — Johnson 
WONDER-STIK—a 10¢ item that stops sticking 
doors — drawers — windows — zippers. Many 
automotive uses. Write today for Profitable 
Proposition to 


JOHNSON WONDER-STIK CO. 
1937 Plainfleld Ave., N. E. 

















Grand Rapids &, Michigan 





WANTED: SALESMEN 


Manufacturer desires alert men now selling portable 
electrie tools, and calling on hardware jobbers, mill 
supply, department stores and automotive chains. ur 

product is now highly in demand. Advise in full ef 
your territory and present connections and other vital 
data. Particulars will be forwarded. 


UNITED STATES INDUSTRIES 
401 Broadway New York 13, N. Y. 














AND OTHER LINES CARRIED. 





BUILDERS HARDWARE SALESMEN 


SALESMEN NOW INTENSIVELY COVERING THE HARDWARE AND BUILDING 
MATERIAL TRADE CAN TAKE ON A HIGHLY LUCRATIVE ADDITIONAL LINE IF 
BACKGROUND AND EXPERIENCE ARE SATISFACTORY. 

THIS COMPANY’S NEWLY DESIGNED LINE OF TUBULAR LOCKS, BIT KEY 
LOCKS, MORTISE CYLINDER LOCKS AND MISCELLANEOUS SHELF HARDWARE 
HAS MANY OUTSTANDING FEATURES DESCRIBED AND ILLUSTRATED IN COLOR 
IN A STRIKING CATALOG JUST OFF THE PRESS. 

IF YOU ARE NOW COVERING THE ABOVE TRADE, WRITE GIVING FULL 
DETAILS IN FIRST LETTER REGARDING AGE, EXPERIENCE, TERRITORY COVERED 


ADDRESS BOX N-518, CARE OF HARDWARE AGE, 100 EAST 42ND ST., NEW YORK 17, N.Y. 





SALES REPRESENTATIVES 


To sell Sterling Sliding Door Hardware and 

Casement Hardware to Builders’ Hardware 

Dealers and Lumber Yards. Mrech good 

ew open. Liberal Commissions and 
onus. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, Illinois 














St tlm ah hae WANTED BY MAN- 
UFACTUR of Complete Line of Wooden 
Folding Chats Dryers to jobbers, department, 
hardware, furniture and chain stores. Estab- 
lished line, lowest prices. Address Beautycraft, 
Inc., 1569 Beacon St., Brookline 46, Mass. 








SALES REPRESENTATIVES 


Calling on Retail Hardware, Variety, Dep't Stores, 
Ete. A complete aoe of everything in Flatware, Scis- 
sors, Shears and Kitchen Sets. We desire only sales- 
men who intensely cover the territory. Car required. 

basis. major line 
= those who can i. with established accounts. 
Please sulymit qualifications and references. 














Address Box N-494, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 
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[Sales Representatives Wanted | 


| — Accounts Wanted | 








SALES REPRESENTATIVES WANTED 


Relfable. century-old-established New England 
manufacturer desires Aggressive Sales Repre- 
sentatives to sell their high grade industrial 
cutlery in the territories around Wisconsin, 
Minnesota, lowa, North and South Dakota. Cor- 
respondence invited. Address Box N-525, care of 
a eg Aes, 100 East 42nd St., New York 
17, N. ¥. 





WE WANT A 
MANUFACTURER'S REPRESENTATIVE 
FOR THE SOUTH-EASTERN STATES 


Men familiar with Contract Builder Hardware Buyers 
can substantially increase their income with our popu- 
lar priced line of shelf hardware. 
Address Box N-53!, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 

Branch Offices 
New York @ Philadelphia @ Detroit 
leveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bili direct 
Write for further information and references 











MANUFACTURERS REPRESENTATIVE 
OR SALESMAN calling on the wholesale hard- 
ware jobbers handling fishing tackle and other 
outlets for a wooden minnow bucket (Patent pend- 
ing). Protected territory. Address Brankstone- 
Cooper, Inc., Box 3186, Mallory Station, Mem- 
phis 9, Tenn. 





MANUFACTURER’S AGENT DESIRES 
SALESMEN CALLING on Hardware, Paint and 
Variety Trade—Wholesale and Retail. Territory 
—lllinois, Wisconsin, Indiana, Michigan or Sec- 
tions of These States. Full time or side line 
men will be considered. Good commissions. Ad- 
dress John H. Wright Inc., 542 S. Dearborn St., 
Chicago 5, Illinois. 





SELLING OPPORTUNITY—NATIONALLY 
KNOWN MANUFACTURER Fiashlights, Bat- 
teries expanding its market seeks experienced 
Sales Agents calling on Jobbers, Chain Stores. 
Splendid opportunity for aggressive organizations 
in available new territories. Write Box N-530, 
care of HarpwareE AGg, 100 East 42nd St., New 
York 17, N. ¥ 





| —s Accounts Wanted 





DO YOU WANT 300 NEW CUSTOMERS 
in the Paint and Hardware Line in the State of 
New Jersey thoroughly covered? I want lines 
from manufacturers of electrical supply, plumb- 
ing supply, chemical, paint or medium priced 
tools. Commission basis, protected territory. Ad- 
dress Box N-520, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 





VENEZUELA. — OLD ESTABLISHED 
CARACAS AGENTS wish to hear from Manu- 
facturers or Large Distributors of Hardware and 
Department Store Items interested in having 
direct and proper representation in that market. 
Highest references in the U. S. A. Address L. 
Hernandez, : East 42nd St., Room 950, New 
York 17, N. 





MANUFACTURERS’ AGENTS CONTACT- 
ING HARDWARE JOBBERS. New, Modern, 
Cabinet Hardware, Concave Knobs, Knob Plates, 
Pulls, etc. Brass, Copper and Chrome Finishes. 
Exclusive territories open. Give details of other 
lines carried and definite boundary of area cov- 
ered. Address Box N-529, care of HARDWARE AGE, 
100 East 42nd St., New York 17, N. Y 





MANUFACTURERS SALES REPRESEN- 
TATIVES — Nationally Advertised Fan Line 
available to aggressive sales representative in a 
few territories. Competitive line of small fans 
and ventilators for hardware, electrical and house- 
ware distributors and promotional department 
store sales. Address Box N-510, care of Hargp- 
ware AGE, 100 East 42nd St., New York 17, 





MICHIGAN REPRESENTATIVE (Except 
Detroit)—-to sell Lock Hardware, Builders’ and 
Cabinet Hardware, Key Blanks, Key Machines 
and Locksmith Supplies. Largest and oldest ex- 
clusively wholesale Michigan lock hardware dis- 
tributor desires intensive coverage. Exclusive ter- 
ritory; full, liberal commission. State experience; 


full qualifications in own handwriting. Address 
Box N-508, care of Harpware AcE, 100 East 
42nd St., New York 17, N. Y. 





UNUSUAL SALES FRANCHISE AVAIL- 
ABLE, NO INVESTMENT REQUIRED. For 
progressive sales company, manufacturers agent 
or individual, we have a sound sales program rep- 
resenting manufacturer established early 1800; 
can be sold in conjunction with present activity 
if non-competitive; should now be selling through 
Building Supply, Lumber Yard, Hardware or 
Paint Retailers and Acquaintance in new con- 
struction or industrial field; earnings on liberal 
commission plus bonus basis with active coopera- 
tion in promotion and marketing; write in detail 
territory covered; lines presently carried; general 
information about yourself in confidence to Box 
N-509, care of Harpware AGE, 100 East 42nd 
St.,. New York 17, N. Y 


WANTED ONE GOOD LINE TO SELL 
HARDWARE JOBBERS in South and New 
England. Now carrying only one nationally ac- 
cepted true line. Territory thoroughly covered 
four times per year. Address Box N-517, care 
of — AcE, 100 East 42nd St., New York 


VW, & 





MANUFACTURERS REPRESENTATIVE 
IN CALIFORNIA, with showroom in Los An- 
geles, desires One or Two Quality Lines (except 
padlocks, toasters or circular saws) calling on 
hardware jobbers, dealers, dept. and chain stores. 
3 men covering territory including Arizona. 
Address August Forget Co., 13015 Airport Ave., 
Downey, California. 





CHAIN sSTteOeaRek tTtTexus 
Sales Representative, New York, covering big 
Syndicates, desires to contact manufacturers of 
Hardware Specialties, or Housewares, suitable 
for 5¢ to $1.00 Chain Stores. Have 20 years’ 
experience, an extensive following, and can mar- 
ket your products in volume. Quick action, com- 
mission basis. Reply Box N-516, care of Harp- 
warRE AcE, 100 East 42nd St., New York 17, 
N. Y. 





SALES REPRESENTATIVE—NOW SELL- 
ING W. T. Grant Company, H. L. Green Com- 
pany, Fisher-Beer Company, S. H. Kress Com- 
pany, McCrory Stores, G. C. Murphy Company, 
J J. Newberry Company, S. S. Kresge Co., 
Neisner Stores is interested in handling an Ad- 
ditional Line for these Chain Store Syndicates, 
for a reliable manufacturer. References tur- 
nished upon request. Address Box N-523, care 
of Harpware Acez, 100 East 42nd St., New York 





a. i 2 








SOUTHEASTERN STATES 


Manufacturer’s Agents. Established 1926. 
Staff of 5 men. Cover trade 4 times yearly. 
Commission basis. Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Floride 








ACCOUNTS WANTED 
MANUFACTURERS REPRESENTATIVES 


CALLING ON HARDWARE, PLUMBING AND 
HEATING JOBBERS. COVERING: PENNSYL- 
VANIA, ae DISTRICT OF COLUMBIA 


AND VIRGINI 
H. REINIKE AND ASSOCIATES 
P. 0. BOX 3221, COLUMBIA HEIGHTS STATION 
WASHINGTON 10, D. C. 











LINE WANTED BY MANUFACTURER'S 
REPRESENTATIVE now calling on the Hard 
ware Trade in Ohio and the Western Half of 
Pennsylvania. Cover the territory three to four 
times a year. Address Box N-521, care of Harp- 
warRE AGE, 100 East 42nd St., New York 17, 
ry 





ONE GOOD LINE WANTED 
HOUSEWARES OR SPECIALTY 


BY WELL KNOWN MANUFACTURERS’ REPRE- 
SENTATIVE CALLING ON CHAINS, SYNDICATES, 
MAIL ORDER HOUSES, DEPARTMENT STORES 
AND INDEPENDENT WHOLESALERS. CHICAGO 
AND ADJACENT TERRITORY. ADDRESS: 


Vv. WORMAN 


EVANSTON, ILLINOIS 


2223 LINCOLN 


CHICAGO COMPANY 


SEEKS SALES CONNECTION 


. as Distributor or manufacturer's agent for new 











jtem or old established line—with jobber or chain, 
dept. store distribution. Has own warehouse, office fa- 
cilities; highly experienced, dependable, free to travel. 


Protected territory required in midwest. Write fully! 
Address Box N-527, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








Attention Hardware Manufacturers 


Established Manufacturers Representative in 
Indiana and Michigan calling on Hardware 
Dealers with One Line wants Another Good 
Line. Best references. Financially responsible. 


HENRY L. MORSE 


3137 Park Ave., Indianapolis 5, Indiana 











(Classified Opportunities continued on page 216) 
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MANUFACTURERS REPRESENTATIVE 
DESIRES REPUTABLE LINE saleable to job- 
bers, electric, hardware or mill and mine supply 
in Western Pennsylvania, Ohio and West Virginia. 


At present carrying only one line hence can give East 42nd St., New York 17, N. 


energetic solicitation. Headquarters in Pitts- 


HARDWARE MAN, FORTY-FIVE YEARS 
OLD, thirty years’ experience in hardware, paint| WARE AND PAINT STORE preferably in 
and mill supplies. References can be furnished. 
Address Box N-514, care of HarpwarE AGE, 100 | Please write details, inventory and selling price, 


WANTED TO BUY ESTABLISHED HARD. 
Long Island. Good location, reputation essential, 


Adequate cash available. Replies strictly con- 
fidential. Address Box N-507, pe of i 





burgh. Address Box N-524, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, ae 





FORMER NATIONAL 
WITH 12 YEARS’ EXPERIENCE in Selling 
and Directing Sales to the hardware jobbers and 
chains for one of the largest nationally adver- 


Acz, 100 East 42nd St., New York 17 
SALES MANAGER 





FOR SALE HARDWARE AND MILL SUP. 


| Positions Wanted | tised tool manufacturing concerns, seeks pusi- 
tion. Qualified to take complete charge of all | PLY in New York City. Clean stock, estab- 








EXPERIENCED MAN IN HARDWARE 
RETAIL AND WHOLESALE in tools, house- 
ware appliances, building material, etc., seeks 
Part-Time Position with retail hardware store in 
New York or Long Island, Evenings and Satur- 


sales including promotion, advertising, merchan- 
dising, packaging, hiring of salesmen, etc. Ad-! ing. Sales approx. $100,000. Owner wishing to 
dress Box N-512, care of 
East 42nd St., New York 


lished business, long lease, modern heated _build- 


Harpware AGE, 100 | retire will sell building if desired. Cash needed 


%, B. F. $25,000 to $30,000. Good opportunity for right 


party. Must be seen to be appreciated. Address 
Box N-519, care of Harpware Acg, 100 East 
42nd St., New York 17, N. Y. 





days, age 32. Married. Excellent references. 


Address Box N-513, care of HARDWARE AGE, 100 ALALYLOAD cuiunities | 
East 42nd St., New York 17, N. Y. B Opp 














POSITION WANTED — MANAGERIAL 
POSITION WITH WHOLESALE HARD- 
WARE FIRM DESIRED by capable, experi- 
enced ex-hardware man. (15 years’ experience.) 
Currently employed (for past 18 years) as an 
executive with major company. Knows selling, PECT NO EXCLUSIVES. 
merchandising and can handle personnel. Wants FIDELITY. 
to get back into the hardware field. Can furnish 
best of references. Address replies to Box 
N-522, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 








WANTED 


PAINT, HARDWARE AND HOUSE FURNISHING STORES. 
“SUBSTANTIAL BUYERS WAITING.” NO OBLIGATION 
TO LIST WITH US. WE ASK FOR NO OPTION AND EX- 
EST. SINCE 1918—FOUNDED ON 


GOLDEN REALTY COMPANY 
2525 BROADWAY, NEW YORK 25, N. Y. store. Address Box 


THERE IS A RARE OPPORTUNITY FOR 
A REAL FULL LINE HARDWARE STORE 
in a County Seat Town of 13,000 located in 
Western Indiana. Believe an investigation on the 
ground will prove above statement to be correct. 
A lumber yard located just one and one_half 
blocks from Court House on Three State High- 
ways is for sale. This yard has a large inventory 
of Builders Hardware and Housewares and can 
readily be converted into a real general hardware 

N-487, care of HARDWARE 
Acz, 100 East 42nd St., New York 17, N. Y. 














Simplify Your Stock Taking with the 
HARDWARE AGE WHITE INVENTORY SHEETS 


You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
us design. 


From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of white paper, this means you really get 400 pages of inventory 
record sheets. Each side of the sheet has room for 28 items. 
Your $1.25 investment provides inventory space for 11,200 items. 


During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
Inventory Sheets because they found them simple, convenient 


ind handy to use. The WHITE INVENTORY SHEETS are 


the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the HARD. 
WARE AGE Inventory Sheet Binders which are used by thou- 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out, 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 


Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today. 


susaweeusscesscesssnnesnssenesse Eb THIS CF cwcccennesewceccsensscececccecese 


HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


Gentlemen: 
oe Please send me........... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 
charge). Also send me... Binders (50¢ each). Send these to me by return mail. 
PITY ire yates seca 8.ao5 2. ook wis taceey arbreceiw' phy sa etas died ans ataig breisecdivie waned PINE vip. co ora ed ent amtais kes 
Nossa te cic rel igSaceana aR ater dates ed TI HERETO RONET CITY NF ssakciniesstnieshenenens 
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Get your yardsticks direct, $54.40 per 1000, quantity prices and sample on request. 
ONE COLOR PRINTING SIZE— 1%" x 5/32" x 36" 


SAVE! ee hes SAVE! 


Nashville, Tenn. 














on cards 


It’s 10th Year! 








Touch-Up Bronzing 
Marking Varnishing 
Enameling Lacquering 








There’s a Minute Mop fast-seller to speed every house- 
hold cleaning job. Women want and BUY the popular 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- 
dow Brush and Squeegee. Toi-La-Kleen, and the long 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas. 
All made of Du-Pont Cellulose Sponge. Write or phone 
your jobber today. 


Send for Descriptive Folder. M. GRUMBACHER 


Order from your Jobber 464 WEST 24th STREET NEW YORK | NEW YORK 





MINUTE MOP (0. chicaco ve ice, 














: =. 
pata rc Ls oe € IS MASONS 
Rao avomini ORIGINATED 1896 AND ALUMINUM i/ 


——~AND ALUMINUM 


MAYES GUARANTEES ACCURACY, SERVICE 
ASK YOUR DEALER »~AND DURABILITY: CATALOG FOR 


mavestoo.s MAYES BROS.TOOL MANUFACTURING CO.,Inc. Port Austin, Mick. 














NOW! De Laval Milkers 
For Herds of All Sizes 


3 brand new De Laval Milkers bring “Con- 
trolled Milking” to every size herd—create 
great and profitable sales possibilities for the 






a] ; 


PUS 


- De Laval Dealer! Magnetic Speedway and Ster- 
HLESS PICTURE HANGERS ° PUSH-PINS ling Speedway for larger herds; new Speedette 
The VERY BEST that money can buy. Sell them to your cus- for herds of 10 cows or less. Investigate! 
tomers with COMPLETE CONFIDENCE. Nationally advertised. 

THE DE LAVAL SEPARATOR CO. 
165 Broadway, New York 6 


427 Randolph St., Chicago 6, Il 
61 Beale St., San Francisco 5, Cal. 








Write Your Nearest 
De Laval Office For Full 
Dealership information. 


MOORE PUSH-PIN CO. Since /900 


| BC EA ee =) 2350.0 0 > aay PHILADELPHIA 44, PA. 








FOLLOW THE LEADER IN “‘Want Ad" ADVERTISING— 





Year after year HARDWARE AGE has led its field in Those who contact the hardware trade know from ex- 
the volume of CLASSIFIED as well as DISPLAY adver- perience that HARDWARE AGE is the logical medium 
tising. Its classified columns bring together buyer and to use to secure RESULTS from their classified adver- 
seller, employer and employee. tising. Follow the leader. 


HARDWARE AGE _ Classified Opportunities Dept. 100 East 42nd Street, New York 17, N. ¥- 










PUTTY POINT DRIVER 














GLASS 
CUTTERS KNIFE | 
} There are no substitutes for quality— . ,> 
024 bf Wf stock and sell genuine RED DEVIL tools. >, = 
y y| No. 50 Complete Catalog Available . 


GLAZIERS 
POINTS 


wooD 
SCRAPER 





RED DEVIL TOOLS. Irvington 11,N.J.,U.5.A. 
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New ees" 19” One Man Chain Saw — Model 4 
h. p. — weight only 38 Ibs. 
Equipped with famous Warren High Speed Chain — 


cuts easier, cuts faster, cuts longer without dulling 
Also Model 42 30’ Two Man Saw and Model 7 Master 
Two Man Saw in 24, 36 and 48” sizes 


Dealer opportunity in some areas 
Lombard Governor Corporation, Ashland, Massachusetts 


















NINGOTON 


ROLLER SKATES 


gitst ratein walle 


MARKET 
KINGSTON PRODUCTS CORP., Hwd. Div. A-9. 


FOR COMPLETE 
INFORMATION 


Kokomo, Ind. 











GARDNER’S SPRING CABINETS 


Plated and burnished 
springs, precision 
made to industrial 
specifications. Boxed 
refills shipped 
promptly from stock. 
Write today for lit- 
erature and prices. 


CABINET NO. 932 


Springs—402 Springs—I127 different sizes—placed in coded 
compartments of all-steel, sturdy, four-drawer cabinet. A 
popular, complete spring stock for the average dealer. Two 
and one-drawer cabinets also available. 


GARDNER WIRE Co. 











5039 W. LAKE ST. 
CHICAGO 44, ILL. 
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American Shearer Mfg. Co. 213 
American Steel & Wire Co. ...... 135 
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DOMES OF SILENCE 
Glide a —? ent over all floors 
INSULATED 


One set 4 pieces on 
a two color Blue and 
Orange Counter Dis- 
play Card. Sells on 
sight. Packed 1 set on 
5%”, %” and 1” for all 





Sizes: 


12 cards in a carton. 
wood furniture. Known for 40 years. Also manufacture all 


a card, 


sizes and types for metal or wood furniture. For sale by 
all leading jobbers. If your jobber is not supplied, write us. 


ROBERT E. MILLER INC. Sole Mfg. 
35 Pearl St., New York 4, N. Y. 
Domes of Silence Division 
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NEW FEATURES 


@ A Roll-Up Key with Every Tube. 
@ Now packed 12 to a carton. 
play card in each master carton. 


SEAL RITE CALK-O-TUBE 


Fills cracks around sinks and bathtubs. Fills seams in 
kitchen and bathroom tile — does not dry out and crack 
like tile cement. Seals openings around windows, doors, 
etc. Available in white or gray (same price). 


SEAL RITE CALKING CO., Inc. 
Mfgrs. of 5 sizes of Caulking Guns 


LOS ANGELES 44, CALIF. DETROIT 21, MICH. BROOKLYN 22, N. Y. 
6001 So. Gramercy Place 6335 Lyndon 192 Green St. 


Free 2-color dis- 











World’s Largest Producers of Caulking Materials 




















PICTURE 


HANGERS 


TATE 


Closet Rod Brackets » Wardrobe Loops 
Cup Hooks « Push Pins 

Friction Catches - Shower Curtain Hooks 

Picture Wire* Coiled Wire Spooled Wire 











Estab. 1872 

















251 Causeway St. 
BOSTON, MASS., 


e.H.TATEco. 


Te 












America’s 
fastest-acting, fastest-selling 


WATERLESS HAND CLEANER 


mode with gentle Lanolin fortified 
Chol 
paint 
grime, adhesives, caulking 


For your own 
use or for re-sale 


" QUICKEE 


and CLEAN UP! 


CHEMICAL 
SPECIALTIES, INC. 


WEW FORK $3? 


with esterol 


Removes grease 


and roofing compounds 





ete without water. Just 
wipe it off! 





tub if on 








SPECIAL 
XMAS BOX 
retails $11.95 


. Customers will 
be grabbing these 
beautiful bargains for they are ready 
to mail or gift wrap. Holds beauti- 
ful 11" handpainted Salad and Fruit Bowl. 4 
individual 6" bowls, 10" matching fork and 
x 22". 4 to a carton. Order Today! 


Send for our catalog. 






Box size 12" 


spoon. 
new 


2421 McKINNEY AVENUE 
DALLAS 4, TEXAS 
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THIS CHRISTMAS’ 
MOST USEFUL GIFT... 


GENERAL’S LINE 


of HOME KITCHEN SLICERS! 


Stock & Feature NOW— 
for EXTRA Sales & Profits 


GENERAL Home Slicing 

Machines smashed all 

previous sales records in 

Christmas '48. This year, 

GENERAL’S demand is § 

at an all time “high”. 

Sales pulling national ad- 

vertising reaching over 

8,000,000 potential buy- 

ers PLUS nationwide 

consumer recognition of 

General's time, labor and 

money saving advantages have made 
this a banner profit year for General 
dealers everywhere. 

“Cash-in” on General’s profit making 'n Gli 
efficiency . .. NOW! Stock, feature 
and merchandise 1949's MOST USE- 
FUL KITCHEN APPLIANCE ... th 
full line of GEN- 

ERAL SLICING, oe 


MACHINES. 
Wri There's a GENERAL for 
—— every need . aad 

Ws for any size “kitchen. 


MODEL 400 


THREE MODELS 


Feature the complete line of 
General Slicers . . . each de- 
signed to fill a specific need 
of your customers. 


In Beautiful Porcenamel..$12.95 Retail 
9 Chrome (III a 





$19.95 Retail 


(Selected by Detroit Institute of Arts 
for Outstanding Modern Design) 
Heavy Duty $24.95 Retail 


HOLIDAY WRAPPED 


SLICING / MACHINE CO., INC. - WALDEN, N.Y. 





A SURE MONEY MAKER 


FOR FALL OR SPRING 


Yes sir — a complete 
assortment of quick 
selling hardware, all 
packed in one carton 
ready to go. Sash 
hardware mounted on 
attractive Larson red 
cards. Wire hardware 
packaged in plastic 
bags. Suggested sell- 
ing prices included 
with each assortment. 





“LARSON'S DISPLAYS ) 
SELLS MORE" 


Write for the Tan 
Literature on Larson 


Hardware Assortments No. AS-3SH 


ASSORTMENT 


CHAS. O. LARSON CO. 
STERLING + ILLINOIS 

















[ANDROCK ¥ COMPLETE LINE OF 


BICYCLE BASKETS 
































Sturdy, level carrying, modern-styled Bicycle Baskets 
in a wide range of styles and sizes. Durably con- 
structed to retain shape under heavy loads, they’re 
favorites with cyclists everywhere. 

Illustrated: No. 1642, Large (18” x 13” x 6”) Long Clamps 


See your jobber salesman—or write, wire or phone 
him for full informatiom. 


THE WASHBURN COMPANY 


WORCESTER, MASS. « ROCKFORD, ILL 





American Ladder Institute 
Uses American Standard 
Safety Code 


Sell | THE RIGHT LADDER 
FOR THE JOB 


The purpose of this code 
is to prescribe rules and 
requirements for con- 
Struction, care and use of 
the common types of 
wood ladders to insure 
safety under normal con- 
ditions. Selecting the 
Right ladder for the job 
is important. Copies of 
this code are available 
for your use 


aaa LADDER (0. 
psilanti, Mich. 
MOULTON. TADDER MFG. CO. 
Somerville 43, Mast. 
F. B. PEASE CO. 
Rochester 10, N. Y. 
PENN SWING & LADDER CO. 
Lancaster, Penna. 


AMERICAN LADDER CO. 
Chicago, III. 
THE W. W. BABCOCK CO. 


Bath, N. Y. 

THE BAUER MFG. CO. 
Wooster, 0. 

THE J. R. CLARK CO. 
Spring Park, Minn. 

DAVENPORT LADDER CO. HOWARD B. RICH 


Davenport, lowa Carrolton, Ky. 
A. W. FLINT CO. JOHN S. TILLEY LADDERS 


LADDER New Haven 6, Conn. CO. inc 
GOSHEN CHURN & LADDER Watervliet, N. Y. 
| N 5 T | TU TE INC. Goshen, Ind. WOODENWARE PRODUCTS 
GOSHEN wd co. . 


Goshen, Ind. St. Lovis 1, Me. 
HOWARD mre. co. J. 0. YOUNG CO. INC. 

Kent, Wash. Springfield, Mass. 
LARSON LADDER co. ZOSS LADDER & MFG. CO. 

San Jose 2, Calif. Portland 1, Ore. 


Room 405, 1835 K St., N.W. 
WASHINGTON 6, D.C. 
Telephone National 8437. 
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